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ew Price Hikes 
Hinted by Curtice | | 
If Wages Rise 


Senate, Reuther Told 
GM Absorbed 40% 
Of °58 Cost Boost 


W sever Motor — Declaring. that | 
General Motors is absorbing 

cost increases amounting to 
an iiiwsseae of $51 a car, President 
Harlow H. Curtice served notice} 
Thursday that prices may rise 
again if labor rates and materials | 
expenses advance. 

Curtice defended GM pricing 
policies Thursday in an appearance 
set the Senate Antitrust sub-| 

ittee. 


UAW President Walter P. 
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Curtice Testifies— 


Harlow H. Curtice, president, 
Motors Corp., 


General 


| Monopoly subcommittee in Washington. | 


DETROIT, FEBRUARY 3, 1958 


points to a chart while} 
The GM chief sought to rebut | testifying before the Senate Antitrust and | 
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U.S. Dealer Total Drops 
6th Time in Seven Years 


By John K. Teahen Jr. 
Staff Writer 


Ts number of dealerships 


handling U. S. passenger cars 


| dipped to a postwar low of 38,091 


at the end of 1957, the annual 
Automotive News dealer census re- 
vealed. 


The Jan. 1, 1958 figure was less 
than One percent below the year- 


earlier total of 38,367. Its major | 
significance lies not in the nu- | 
merical decline itself, but in the | 


fact that it is the sixth decrease 
in the last seven years. 


At the beginning of this year, the 


Reuther’s earlier testimony, which | The chart compares the increased costs | 38,091 dealers held a total of 57,74 


assailed new-car price hikes and 
contended that the increases were 
met necessary to defray the cost | 
of wage boosts. 

Curtice said that the 1958 GM) 
“composite” car cost $125 more to) 
produce than a comparable 1957 | 
“composite” model. However, he 


Strange Bedfellow 


WASHINGTON.—Auto dealers | 
found an unaccustomed ally last | 
week in UAW President Walter 
Reuther. Asked by a Senate price 
investigator whether today’s car 
prices were not reduced at the re- 
tall level, Reuther grinned and 
replied: 

“Sure they are, but the fac- 
teries are taking it out of the 
dealers’ hide.” 


said, only $74 of this boost was re- 
flected in 1958-model price sched- 


SEUTHER had charged that 

through exercise of monopoly 
, the Big Three auto makers 
managed to “rig” prices in a 

non-competitive fashion. He blamed 

profits for the higher prices, rather 
wages. 

Curtice’s reply to Reuther’s argu- 
ment was as follows: 

“Changes in prices in the auto- 
Mobile industry .. . are the result 
of three powerful forces—the 

(Continued on Page 43, Col, 1) 


Top Cars 


New-car registrations for 11 
“months plus eight states for 
ember: 


= 
p> 


1956 

Make Pos. 
Ford  1,249,824— 2 
Chev. 1,449,174— 1 
Plym. 444,571— 4 
Buick 493,107— 3 
Olds. 406,772— 5 
Pontiac 333,467— 6 
Mercury 255,341— 7 
Dodge 202,313 8 
Cadillac 122,277 9 
99,580—10 

92,359—11 

65,930—13 

71,338—12 

39,704—14 

8,785—18 


_ 1—1,378,083 
_ 2—1,331,37 3 

; 562,219 
362,423 
339,647 
296,425 


6,537—19 
23,909—16 
27,810—15 
11,141—17 

1,422—20 
85,089 

Makes 
: 5,490,950 
Further details on Page $88. 


ntl 


| of building a “composite” 


with the increase in its wholesale price. 


GM 1958 cor| franchises, also a decline. A year! 


earlier, 61,183 selling agreemen 


Used-Car Demand Rises. 


By Robert M. Lienert 
Associate Editor 


T= cars apparently have 


i 


After Winter Doldrums \ 


tail marketing surge is just | 
around the corner. 


The turn for the better in used| 


weathered the worst of the/|cars has been rather abrupt. Only | 
winter market and are beginning to|a month ago the used-car market 


point toward spring. 

Admittedly, most of the in- 
creased activity has been at the 
wholesale level, but wider buying 
and beefed-up prices indicate a 
widespread confidence that a re- 


Car Output Near 
High for Year 


But Rate Is 30,000 
Off Same °57 Week 


By Martin L. Whitmyer 
Staff Writer 


ci output in the U. S. last week 
rose to an estimated 110,159 
units for the second highest show- 
ing of the year. The total, however, 
was far below the average week of 
January a year ago. 

Last week’s 110,159 assemblies 
represented 86:5 percent of Auto- 
motive News’ three-year car out- 
put index, as compared with the 
84.4 percent compiled on the pre- 
vious week’s 107,495 assemblies. 
The rate was 21.5 percent below 
the week ended Feb. 2 a year ago, 
when the manufacturers rolled 
140,411 cars from the assembly 
lines. 

The 2.5 percent output gain over 
the previous week brought Janu- 
ary’s total car assemblies to an 
estimated 497,166 units, a 7 percent 
decline from December's 534,722 
assemblies, and a 22.5 percent drop 
from the 641,591 cars rolled from 
the lines during January a year 
ago. 

* a 7 


LTHOUGH most manufacturers 

have adjusted their output 
schedules. downward from Decem- 
ber, most seriously affected in re- 
cent weeks has been Chrysler Corp., 
which has been beset by labor diffi- 
culties over work standards since 
the ee of the year. 

Again last week, workers at 
bothy.Dodge and Chrysler w 
sent home for varying pe 
due to disagreements over work 
standards in Detroit plants. In 
addition, DeSoto was down all 

(Continued on Page 45, Col, 3) 


was languishing at a four-year low. 
> > . 
ALES during December and 
early January came to a virtual 
standstill. But rapid strides made 
in the closing days of January have 
been particularly encouraging to 
dealers. 
Strength normally is infused 
into the used-car market in late 
winter as dealers begin to get 
stocks in shape for spring selling. 
This year, however, the increased | 
used-car activity is coming a bit | 
earlier than normal. Used-car deal- 
(Continued on Page 4, Col. 4) 


od distributed among the 38,367 
| establishments then in operation. 
* * * 
HEN 1951 dawned, the fran- 
chised dealer population stood 
af 47,543. The decline to 38,091 
répresents a dip of 19.9 percent. 

e total decreased each year from 

51 through 1954. There was a 
| ight rally during 1955, then came 

© more drops. 

Here are the dealer census totals 
or recent years (figures are as of 
Jan, 1): 

"58—38,091 

"57 —38,367 

"56—41,018 

"55—40,374 
| "5441,910 
| °63—45,191 


*52—46,014 
"51—47, 543 
*50—46,821 
49—49,173 
"48—46,092 
"47 —45,580 


There were 45,299 franchised | 


dealers at the beginning of 1941. 
In recent years, a dealer popula- 


tion of 40,000 has been considered | 


Inside 
Auto News 


Black market from the 
Black Forest, Page 2. 


An engineer sounds off; 
Turnings, Page 28. 
Sales-testing the '58 Ford, 
Page 8. 

Business dip normal, 
Page 23. 

New truck setups at Dodge, 
Ford, Page 16. 


New-car registrations, prices, Page 38. 


Dealers Handling U.S. Make 


Exclusives Multiples 


( 


* Revised, » 


1958 vs. 19 


(Copyright, 1958, by Automotive News) 


JAN. 1, 1958 
Total 
Fran- 
chises 
2,318 
0 
0 
2,318 
17,753 
2,754 
2,256 
3,468 
1,580 
7,695 
12,611 
0 


Net 
Dealers 


2,318 


within (within 


corp.) 


1,155 
6,987 
1,391 





*Exciusives *Multipies 


normal, When the count fell below 
that figure a year ago, there were 
| high hopes that recruiting drives 
by Ford Motor, American Motors 
and Studebaker-Packard would pull 
the total back to “regulation” fig- 


ures. 


x * > 


LL three increas®@ their dealer 

bodies during 1957, but the 
| boosts were not enough to prevent 
|}another overall decline. It is un- 
(Continued on Page 4, Col. 1) 


Floor-Plan Rates 
Cut Half Pct. by 


Finance Firms 


By Kenneth C. Kelley Jr. 

Staff Writer 
LOOR-PLAN interest rates were 
cut last week by at least three 

major finance companies. 

Universal CIT and Commercial 
Credit Corp. began cutting their 
| rate from 6 to 5% percent in late 
January and General Motors Ac- 
|ceptance Corp. made a reduction 
|from 5 to 4% percent effective 
| Saturday (Feb. 1). 

There were some indications 
that the reduction might spread. 
Associates Investment Co, said 
| “there may be some adjustment 

in wholesale rates.” 

However, there was no indication 
that interest rates on auto retail 
paper would be cut. A number of 
| credit officials said flatly that retail 
| rates will hold steady at least for 


, the next few months. 
3 . > 








= reduction in wholesale rates 
. ifth cut in com- 
since the end 


4AN, 1, 1957 


*Total 
Fran- 
chises 


4,428 
910 
1,304 
2,214 
19,511 
2,854 
2,454 
3,617 
1,834 
8,752 
12,061 
462 

0 
7,040 
1,411 
3,148 
20,793 
3,576 
1,793 
7,595 
3,857 
3,972 
4,390 


(within 
corp.) 


*Net 
Dealers 


1,958 


(within 
corp.) 
4,428 

910 
1,304 
2,214 

19,086 
2,819 
2,421 
3,337 
1,834 
8,675 
5,616 

462 

0 
1,198 
1,411 
2,545 
8,786 


0 
0 


8,974 


25 
35 
33 
280 


0 
77 
6,445 

0 

0 
5,842 

0 
603 
12,007 
2,186 
199 
5,845 
1,762 
2,015 
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2 
Well-Heeled ‘Buyers’ Bus 
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in Germany... 





Black Market Booms in VWs 


By Robert M. Lienert 
Associate Editor 
—— bilingual fellow with the 
furtive air, the list of super- 
secret contacts and an extra-fat 
bankroll can still be seen prowling 
the streets of German cities. 

But there is this that is differ- 
ent: Ten years ago, such a man 
would have been in espionage or 
counter-espionage. Today, he is 
buying Volkswagens for sale in 
the U. S. 


He may be Wolfgang van) 


Spritzenhausen, feeling right at 
home, or he may be plain Joe 
Harris, late from the States by 
transatlantic plane. In either case, 
he knows his way around. 
o * * 

I HE’S good at his specialty, he 

buys only factory-fresh new 
Volkswagens. If he’s stuck with a 
second-rate contact list or is 
cramped financially, he settles for 
low-mileage used VWs. 

In any case, he’s indispensable 
to the dealer in the U. S. who 
doesn’t have (and isn’t likely to get) 
a Volkswagen franchise and who 
doesn’t for a minute intend to let 
that stop him from selling Volks- 
wagens. At premium prices, of 
course. 

Members of less-sensitive pro- 
fessions describe his field of op- 
erations as an international black 
market. Wolfgang—or Joe—is a 
little touchy about that. He feels 
that he is legitimately buying 
merchandise in a heroic effort 
to make the laws of economics 
work out a bit better—to balance 
demand with supply. 

In the meantime, of course, he 
hopes like hell he won't succeed, 
because as soon as he does, he'll 
be out of business. 

VW’'s outstanding sales success 
in the U. S. is the only excuse 


Todgham Sees 
Good Year for 
Canadian Sales 


TORONTO. — New-car sales in 
1958 should equal or exceed 1957 
figures, Ron W. Todgham, presi- 
dent of the Canadian Automobile 
Chamber of Commerce, said last 
week at the as- 
sociation’s annual 
meeting. 

Todgham, who 
is also president 
of Chrysler Corp. 
of Canada, said 
Canadians spent 
more than $14 
billion last year 
on about 380,000 
new cars and 76,- 
000 new trucks. 
R. W. Todgham “This is the 
third consecutive year that car 
buyers have spent more than $1 
billion for new cars and trucks and 
1957 was the second highest on 
record,” he said. 


ham said that last year Canadian 
makers paid the Federal Govern- 


ment $71.7 million in excise taxes) 


and $93.2 million in sales tax, an 
amount he said was equal to the 
industry’s total wage bill. 

- 


_ Canadian Auto Workers 


Are Called Slipshod 


RED DEER, Alta.—Slipshod 
methods of auto workers in Cana- 
dian plants are affecting the 
quality of new automobiles to the 


extent where they are behind Euro- 


pean products in 
road quality, 
Howard B. Moore, 
executive vice- 
president of the 
Canadian Federa- 
tion of Automo- 
bile Dealers, 
Toronto, stated at 
the Central Al- 
berta Automobile 
Dealers Assn. 
meeting here. 
Moore said that Howard B. Moore 
cars from overseas are built to go 
on the road and stay on the road. 
Canadian car manufacturing man- 
agement is not to blame, and the 
engineering of Canadian cars is at 
a high level, but for some reason 
workers in the plants are doing 
(Continued on Page 45, Col. 1) 


| strangers. He knows how far to| 


| place trust in someone and when to} 
In discussing auto taxes, Todg-| 


| Wolfgang, Joe and their colleagues 
| have for plying their trade. 


| * * * 


| Happy to Accommodate 


Volkswagens to go around in 
the U. S. and it’s been pretty much 
|like that throughout VW’s brief 
| history in this country. 

There are plenty of Americans 
who would rather pay several 
hundred dollars over the suggested 
list price in order to avoid waiting 
a year or so for a Volkswagen to 
reach them through authorized 
channels. 

And, naturally, there are those 
quick-buck operators who are 
happy to accommodate them. 
These guys admire free enter- 
prise. 

It is something in the nature of 
a tribute to the special talents of 
Wolfgang and Joe that they have 
been in business for only a few 
months, although the crying 
shortage of Volkswagens is of long 
standing. 





* * + 


EALERS without Volkswagen | 

franchises have tried for several 
years, with a notable lack of suc- 
cess, to take care of the surplus 
of would-be VW customers. 

They tried buying legitimately- 
sold VWs from new owners, they 
tried contacting GIs in Europe to 
have them bring home VWs and) 
a few brave souls even tried going 
abroad to buy VWs. 

Nothing really worked. 

The U. S. operators finally 
realized that if they were going 

to get their feet wet in the Volks- 
wagen business, they would have 
to depend on the skills of Wolf- 
gang and Joe. 

At the moment, Wolfgang and 
Joe are delivering the goods. 

Trying to find out how the Euro- 
pean agents work is to plunge into 
a shady world of evasion, half- 
truths, misdirection and flat re-| 
fusals to divulge any information. 

> > * 


basis of brief acquaintance. 


* * * 


E HAS connections in ports 


| (THERE simply aren’t enough | and on the docks and knows 


how to get his cars from inland 
German cities to the coastal cities. 
He knows how to get his cars 
aboard ship in a hurry. He knows 
when to trans-ship and when to 
ship directly. He knows how to get 
accommodations which make costly 
crating unnecessary. 

He is either an expert in over- 
seas finance or has unlimited cash 


| backing from his U. S. clients. 


Most important, he knows 
where to place the Old Payola (a 
wheel-greasing device understood 


| in any language). x 


Wolfgang—or Joe—doesn’t bother 
to buy one car at a time from.a 
private owner. Rarely does he deal 
in small lots with a German fran- 
chised dealer who might be willing 
to risk the wrath of the Volks- 
wagen factory organization for 
slipping a few cars aboard an 

‘Continued on Page 44, Col. 3) 


By Ed Brown 
Staff Correspondent 

NEW YORK.—Used cars began 
to move here shortly after Christ- 
mas, with January witnessing more 
and more customer interest in new 
cars. 

Grosses have started an upward 
trend, with dealers reporting wash- 
out averages of $200 to $300 per 
new unit. 

These developments have en- 
couraged dealers, who had started 
to speculate whether they could 
last through the winter until 
spring business turned up. 





Con Man—German Style 


Ownrae, piecing together bits 
and pieces gives this picture of 
unauthorized Volkswagen opera- 
tions: 

Wolfgang—or Joe—is a man of 
special talents. 

He must speak German. He 
must understand the German | 
mind, especially the business mind 
and particularly the mind that 
appreciates the beauty of the 
U.S. dollar. 

He understands the ins and outs 
of customs requirements of several 
nations and knows how to snip| 
through red tape. 

He knows German currency. He 
knows the quirks of international 
and marine insurance, or has con- 
nections with someone who can fix 
this up painlessly. 

He has a winning way with 





withdraw it, and he has a knack/| 


Auto Production 
Truck Production 
Auto Registrations—'57 cumulative 








Truck Registrations—'57 cumulative 
Steel Production—Tons 

Lumber Production—Board Feet.. 
Paperboard Production—tTons.... 
Soft Coal Output—tons 

Oil Refinery Output—Borrels .... 
Electric Output—Kilowatt hours .. 
Barometer Freight Car Loadings 
Department Store Sales index .. 
Stock Market Price Index 

U.S. Government Spending 

—Fiscal year to date 


Savings Deposits 
Used-Car Prices—Average 


Business Failures 
(Feb. 3, 1958) 


$46,691,304,000 
Commercial and Industrial Loans $30,925,000,000 
$24,500,000,000 


December was apparently the 
bottom of the downward curve in 
sales, and may have been the worst 
period in postwar history. Old- 
timers compared it to the worst 
periods in the 1930s. 

Even foreign-car dealers were 
moaning. December was the first 
time in several years that many 
of the foreign-car dealers went 
into the red during any one month, 
and it must have come as a de- 
cided shock to them. One man 
said he just couldn’t understand 


Comnion Stocks 


1957-58 
High low 
9% 85% 

824% 52% 
59% 35% 
47%. 33% 

8% 2% 


Jan. Jan. 
29 _ * 
9% 9% 

55Y%_ 53% 

40% 40% 

35% 35% 
3% 3% 


28.90. 28.33 


Am. Motors 


Chrysler 
Ford 
GM 

S-P 


Average 


Business Barometer 


Automotive News Economic Index — 
99.4 Percent of Last Week 
92.7 Percent of Like Week Last Year 


Percent of 
Percent of Like Week 
Last Week Last Year 


97.9 74.0 
98.2 79.2 
100.6 
96.1 
60.0 
98.9 
94.3 
85.1 
94.3 
98.8 
85.3 
103.0 
92.9 


107,495 
18,271 
5,525,385 
805,549 
1,496,000 
223,832,000 
266,581 
8,450,000 
50,301,000 
12,400,000,000 
330,583 

103 

308.7 


97.3 
110.4 
94.5 
97.1 
99.8 
99.2 
101.5 
95.4 
101.2 


108.0 
102.6 
109.7 
103.4 
129.1 


99.1 
100.8 
$1,014 101.0 


333 128.1 
(See Story Page 46) 





for winning trust in himself on the 





A Code of Ethics— 


To cope with modern sales 


policies, 


Englander Motors, Inc, (Rambler- 
Metropolitan-Lloyd), Cleveland, up-dated 
and highlighted its “Code of Ethics” 


which A. L. Englander first instituted 50 

ars ago. Englander, points to an en- 
larged ‘Code of Ethics" pledging, among 
his seven points, fair sales, properly 
serviced cars, honestly advertised products, 
and securing of lowest possible finance 
and insurance rates. 








Sales Upturn Cheering 
Dealers in New York 


what had happened, but suddenly 
there was no one around who 
wanted to buy an automobile. 


One dealer remarked: “You don’t 
realize how fast your orders can 
be filled, until something like this 
happens. I could be caught up with 
most of my orders in six weeks, 
and then I'd be battling for busi- 
ness like everyone else. I guess this 
is a temporary situation, but some- 
thing like this makes you stop and 
think.” 


Domestic dealers feel that the 
public has a renewed interest in 
cars. Some of the scares of last 
fall seem to be abating, and the 
climate seems to be one of eco- 
nomic adjustment, rather than 
panic. 


Some dealers feel that cus- 
tomers who bought on three-year 
terms in 1955 will be back in the 
market in greater numbers as 
1958 moves along. This, they feel, 
will help to prime the market. 
Some dealers have realigned their 
thinking. They suspect that, be- 
cause of price increases, the man 
who bought a 1955 model on three- 
year terms may not be able to 
afford a 1958 model. They are en- 
couraging salesmen to switch the 
man into a good, late model used 
vehicle. However, they urge sales- 

| men to investigate carefully the 
ability of the individual to pay for 
a new car. 

Dealers still look to the factory 
|for some help in the areas of in- 
| creasing public acceptance and 
|}increasing grosses. 

“If the factory would only be a 
little more selective with the ap- 
pointment of newer dealers, it 
would help,” one dealer said. “I 
mean that they should be certain 
they are appointing a real mer- 
chant, not a seller of price. It really 
doesn’t require any extra brains to 
sell price. 

“The retail end of this business 
is a profitable operation. And it can 
be more so, if the factories would 
only insist upon the right dealers 
in the right locations. 

“In many cases it might even 
mean that when a vacancy occurs 
in their dealer operation, they 
would have to close it out, but 
I am willing to bet everything I 
own that the factory wouldn’t 
lose one sale by so doing. And the 
surrounding dealers would be 
made stronger. In turn they could 
give the factory much better 
representation, and they could 
also afford to give the customer 
much better service.” 

Said another dealer, “the factory 
is really worried about us these 
days. Did you know that the zone 
people in our division are working 
now ‘on Saturdays? Some of them 
don't get finished until six o’clock 
at night. Boy, what a change!” 

Foreign-car retail sales have 
begun to bounce back along with 

(Continued on Page 43, Col, 2) 





GI Car Broker 
‘Spreads to East 


More Dealers Sought 
In Military Centers 


WASHINGTON. — The Armeg | 
| Forces Fringe Benefit Assn., which 
|orders new cars for servicemen 
through franchised dealers, hag 
opened eastern headquarters here 


The association began operations 


and, according to officials, has g. 
000 servicemen members in _ that 
region. 


E. J. Farrell, ¢astern manager, 
said the association contracts with 
reputable dealers who can deliver 
a@ new car to any city. 

When a military member wants 
to get a new auto, it was explained 
he sends a form to the association 
describing the desired make and 
model and in return is sent a price 
quotation. The member then places 
an order with the association 
which contacts one of its con. 
tracted dealers for delivery. 





Farrell said that dealers agree to © 


deliver units at certain prices 
above invoice, ranging from $23 
for a Ford, Chevrolet and Plym- 
outh to $400 for a Cadillac or Im- 
perial. 


He said the low cost is possible 
because the dealers have virtually 
no selling costs. 


Farrell said 21 dealers have been 
signed up and that the goal is to 
eventually have a national network 
of dealers. 

“We want to have dealers wher- 
ever the military population is 50, 
000 or more,” he said. 


Crowley Named 
Director of GM 
Dealer Relations 


DETROIT. — Appointment of 
Patrick J. Crowley as director of 
the dealer relations section of Gen- 
eral Motors’ distribution staff was 
announced Fri- 
day by William 
F. Hufstader, 
distribution vice- 
president. 

Crowley was 
administra- 
tive assistant to 
Ivan L. Wiles, 
GM executive 
vice-president in 
charge of dealer 
relations, prior to 
Wiles’ retirement 
from the company in December. 

The continuing function of Crow- 
ley’s activity will be to facilitate a 
direct line of communication be 
tween GM’s car and truck dealers 
and the top management of the 
company, Hufstader said. 

Since April, 1956, when he joined 
Wiles’ staff, Crowley has discussed 
| factory-dealer relations and prob- 
| lems before dealer groups and with 
| individual dealers throughout the 
| nation. 

Prior to joining GM, Crowley 
spent 20 years in the legal field and 
as an automotive dealer. He be 
came a member of GM’s legal staff 
in 1938, first in the New York 
office and later in Detroit. From 
1945 until 1953, he specialized in 
sales matters, particularly those 
relative to the company’s car divi- 
sions. 

In 1953, he became president and 
general manager of Crowley Chev- 
rolet Co., Providence, which he suc- 
cessfully operated as the largest 
Chevrolet dealership in that. state 
until returning to GM. 


$300,000 Blaze Sweeps 
Rambler Deal, Store 


ST. PETERSBURG, Fla—A 
three-hour fire, marked by explo- 
sions of gasoline tanks and paint 
cans, caused an estimated $300,000 
worth of damage to Nash Sales & 
Service Co. and next-door Terry 
Supply Co. 

The blaze started when a spark 
reached a gas tank being repaired 
in the dealership service depart- 
ment. It spread to the supply ston 
and swept through shelves of paint 
thinner. Four new Ramblers a 
four customers’ cars were d 





Patrick J. Crowley 


stroyed, but 10 employes and c ag 


tomers of the two firms escap 
without injury. e 


four months ago on the West Coagt | 
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AVING grace for 1958 sales, ac- 

cording to a veteran finance 
man, are the millions of owners 
who have sufficient equity in their 
cars to swing the purchase of a 
new car 

At a press conference during the 

NADA convention, Arthur O. Dietz, 
chairman of the board of CIT 
Financial Corp., pointed out that 
not since 1955 have so many owners 
had such large equities in their 
cars. 

That year—1955—was the year 
of turnabout on terms and on 
testing the depth of the market. 
The CIT folks say that among 

finance concerns there is an aware- 
ness of the need to relate their 
investments to the wholesale prices 


of cars and away from over-| 
inflated tradeins. 
Statistically, they said, down- 


payments average 36 percent. With 
the water squeezed out, the figure 
is nearer 25 percent. Terms on the 
average have tended to stabilize at 
$83-85 a month. Generally, the 
maximum length of contract is 36 
months, with 31-32 the average. 


No Repossession Alarm 


OLLECTIONS are normal, Re- 
possessions are up in some 
areas, but not alarmingly so. Dietz 
says that in distress areas the 
policy is to rewrite policies “or do 
anything except take the car) 
away.” 
And here’s an optimistic word) 
from L. Walter Lundell, chairman 
of the board of Universal CIT: 


“The body of dealers is getting 
stronger as the inefficient dealers 
are weeded out by competition.” 

Lundell says the experience of | 
his firm indicates that the aggres- | 
sive dealers will make money this} 
year as they did last year. 

> > > 


Customer Studies 
RESTING points were! 
= turned up in surveys of students | 


20,000 Miles Cut 
Off Speedometer, 
Dealer Fined $300 


LOUISVILLE.—Convicted of set- 
ting back an auto speedometer 20,- 
000 miles, George Byers & Sons re- 
ceived the maximum fine of $300 in 
Criminal Court here. The auto 
dealership denied the charge. 

H. A. Palfreeman, 72, testified he | 
paid $1,750 for a 1955 Plymouth 
last March with the understanding 
that it was a one-owner car with 
19,980 miles on it. 

Checking with the original owner, 
William C. Paxton, Charlestown, 
Ind., Palfreeman said he was told 
the car had 39,980 miles on it when 
traded in. 

Company attorneys insisted Pal- 
freeman got his money’s worth 
despite the speedometer discrep- 
ancy. 
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Dealer Forum 


by Robert M. Finlay 


| dealers stated 


and women in which NADA co- 


operated. 

Reported Ray Farabee, president 
of the National Students Assn., 
on student comment: 


“It seems like a hell of a busi- 

ness to get into.” 

“Auto advertising appeals to chil- 
dren and idiots.” 

Farabee said answers indicated a 
growing desire to buy import cars, 
a demand for a safe, simply eco- 
nomical American car. 


The students tended to shop more 
than their elders, and to patronize 
independent garages and service 
stations rather than dealers. 

They tended to resent overly ag- 
gressive sales techniques. Consider- 
ations that influenced them in 
selecting dealers—service reputa- 
tion of dealer, 31 percent; conven- 
ient location, 22 percent; personal 
friendship, 8 percent; dealer follow- 
up, 8 percent, and friends’ recom- 
mendation, 6 percent. 

Fifty-nine percent said they 
would purchase next car from same 
dealer, 27 percent said they would 
not. Forty-three percent said they 


39 percent said they were high. 
> > > 
As Women See It 
RS. A. N. SATTERLEE, chair- 


eer | | 
man of the consumer division, | April, 


General Federation of Women’s 
Clubs, spoke on the women’s sur- 
vey. The women, like the college 
students, indicated a revolt against 
the unconvincing advertising. 


as more amusing than convincing. 


| Another wanted to know what kind| 
of glue was used to hold the fenders | 


on. 


Mrs. Satterlee said there was 
widespread resentment against 
gadgets, the need to enlarge 
garages, difficulty in parking, in- 
flationary prices, poor workman- 
ship in factory and garage. 
Twenty-eight percent of those not 

satisfied with servicing done by 
“the dealer seemed 
to have no interest in me or my 
car.” 

Thirty-one percent said they 

would take their service business 


|} to an independent shop or service 


station. 

On the brighter side, 65 percent 
of the women said they have con- 
fidence in their dealer, and 77 per- 


}cent said they will buy again from 


the same dealer. 
> * > 


The Dealer’s Side 


OX THIS panel as spokesman 
for the dealers was Frederick 
J. Bell, executive vice-president of 
NADA. He pointed out that the 
dealer is a small businessman with 
a high degree of courage and initia- 
tive who lives in a world of intense 
competition. 

“He is independent to a degree,” 
Bell said, “and yet he is extremely 
dependent not only on you, the 
consumer, but on the manufacturer 
from whom he buys his prod- 
WORP « ¢ « 

The average dealer, Bell said, 
employs 19 persons and has $110,000 
invested in his business. He pays 
his non-supervisory employes an 
average of $84.92 a week, compared 
with the average for the retail 
trade of $64.08. 

Bell also pointed out that 
through NADA, dealers are about 
to launch a pension and retire- 
ment plan for dealers and em- 
ployes. This may become one of 
the largest such plans in the 
nation. 


Bell urged consumers to beware 
of the dealer “who tells you he 
can sell you a new automobile for 
$25 to $50 over his cost.” Such a 
dealer would not last long, he said. 

Bell concluded that all the dealer 
wants is an opportunity to compete, 
to work, to prove his ability under 
ground rules that are fair to the 
dealer and fair to the consumer. 
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At Government Conference— 


Top-ranking officers in attendance at the second annual NADA Government Conference in Miami Beach, are, seated, from 
left, Maj. R. C. Tongue, Detroit; Col. Kermit R. Kann, Memphis (Tenn.) Air Force Depot; J. E. Helsel, J. E. Helsel and Associates, 


Washington; Maj. Gen. A. F. Hewitt, USAF, Washington; Roy Smith, NADA exhibition manager; 


Col. Harold N. Maidt, USA, 


military motor transportation division, chief of transportation, Washington; Maj. Pembroke C. Vine, USAF, Washington; Maj. J. C. 


Camp jr., 


USMC, Washington, and Maj. William E. Carender, USAF, Randolph Field, Tex. Subjects pertaining to automotive main- 


tenance were discussed and explored during the meeting which was held in conjunction with the National Automobile Decelrs 


Equipment Exhibition. 


St. Charles U 


in Arms... 





Dealers Beg Congress 


By Frank Gawronski 
Staff Writer 

T. CHARLES (Mo.) auto dealers, 

besieged by pickets since last 
have appealed to Congress 
for legislation that will get them 
out of what they call a “legal no- 
man’s land.” 


“It cost us a lot of time and 


. find that there 
One referred to auto advertising| Se Sree oe 


is no legal action we can take 
singly or collectively 
to remove these 
pickets,” Henry 
Elmendorf, secretary 
of the St. Charles 
Auto Dealers Assn., 
said as he discussed the union’s 
organizational drive against associ- 
ation members. “Our only salvation 
is some sort of legislation.” 

The association's appeal, con- 
tained in a letter to 50 Congress- 
men in Washington, was signed by 
the following dealers: 

Bens Auto Sales (Studebaker- 
Packard), Brucker Motor Sales 
(DeSoto-Plymouth), Pundman 
Motor Co. , (Ford), Rixman Buick, 


Caruso Sentenced 
To Jail, 10-Year 


Ban on Selling 


LOS ANGELES.—aAuto dealer H. 
J. Caruso has been sentenced to 
one year in jail, fined $10,000 and 
placed on 10 years’ probation on 
four counts of forgery and theft 
in dealings with his customers. 


Caruso, who at one time operated 
four dealerships, had pleaded guilty 
to four of the 44 counts lodged 
against him after a grand jury in- 
vestigation last spring of customers’ 
charges of auto-sales swindles. 


The dealer and his lawyers im- 
mediately began making plans for 
an appeal. 

Eighteen of Caruso’s employes 
and associates were indicted along 
with him, but 10 were later cleared. 
The remaining eight either pleaded 
guilty or were found guilty in court 
and drew lesser penalties than that 
given Caruso. 

Both Caruso and the eight were 
ordered to refrain from selling 
autos during their probation peri- 
ods. Caruso was barred from any 
form of selling for 10 years. 

Caruso’s attorneys argued unsuc- 
cessfully to have his guilty plea 
cancelled, claiming he was inno- 
cent. 

The dealer lost his Pontiac fran- 
chise while the proceedings were 
under way and Chrysler Corp. 
served 90-day notice of termination 
on his three dealerships for the 
various Chrysler divisions in 
October. The three franchises were 
terminated on Jan. 15. 


| 





For Picketing Relief 


felt dealer profits were fair, while| 


St. Charles Buick Co. (Chevrolet- 
Oldsmobile-Cadillac), Walter Aff 
Lincoln-Mercury and Wilke 
Motors, Inc. (Dodge-Plymouth- 
Chrysler). 

Writing as a group of small busi- 
nessmen, the dealers asked for 
“legislation that will give back to 


;}employers and their employes the 
| God-given right to work where and 


under conditions of their choice.” 


St. Charles was also the scene of | 


a cause celebre which indirectly 
led to Federal “good-faith” legisla- 
tion. 


In 1955, Buick and Pontiac ter-| 


minated the franchises of J. Ed 


Travis, who eventually laid his case | 


before lawmakers in much the 
same way that St. Charles dealers 
now are doing with their labor 
troubles. 

> > > 

N THE current situation, dealers 

charged that the Teamsters and 
Machinists unions are using or- 
ganizational picketing and sec- 
ondary boycotts in an attempt “to 
force our employes and us into an 
unholy alliance against our wills 
and good judgments.” 

“All we want is an equal oppor- 
tunity to defend our employes and 
our business without being at the 
mercy of powerful unions who ap- 
parently answers to no one,” they 
said. 


In their letter, the dealers pointed | 
out that present laws prevent them | 


from taking the problem to local 
courts. 

“Our appeal must be made 
through the National Labor Re- 
lations Board. However, the 
NLRB has declined to accept 


us CONS 





The exhibition ran concurrently with NADA annual convention. 


jurisdiction on the grounds that 
because of limited budget and an 
arbitrary rule regulating volume 
of purchases and sales under 
which we do not qualify. 


“In other words, the NLRB will 


| Only take jurisdiction for large 


concerns in interstate business. The 


|rest of us have no recourse except 


to join up or close up our business,” 
the dealers charged. “Because of 
our size and volume we are in a 
legal no-man’s land.” 

The dealers indicated that, as a 
result of the letter, the Senate 


| Rackets Committee may look into 


the St. Charles problem. 


* * * 


No Labor Dispute 


CCORDING to Elmendorf, who 

is also associated with St. 
Charles Motor Co., there is no labor 
dispute and the unions involved, up 
to this time, have not claimed that 
they represent the employes of the 
dealers being picketed. None of the 
dealerships’ employes has taken 
part in the union’s organizational 
campaign, he said. 

“The union’s have been hiring 
men to picket the dealerships,” 
Elmendorf said, “and so far it 
has cost them about $15,000.” 
Two men have been picketing 

Pundman Motor since last April. 
They are on duty until 9 p.m. on 
weekdays and a half day on Sat- 
urday. Single pickets, who remain 
on duty until 5 p.m. have been 
used in front of St. Charles Motor, 
Walter Aff and Rixman Buick. 

Elmendorf said that the dealers, 
as an association, are willing to 
submit to an election and to be 
bound by the results, but the unions 
have fought against it. 

“They don’t want to deal with 
us as an association,” he charged. 
“Instead, they want to knock us 
off one at a time. 

“At the present time, we are at 
the mercy of union organizers who, 
under the present law, have the 

(Continued on Page 45, Col. 4) 
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for Labor Legisietion— 


This cartoon is being dreviated by the St. Charles Auto Dealers Assn. to dramatize 


its labor problems with TeGmsjfers and Machinists unions, 


lt was delivered to some 


50 Congressmen, along with the association's appeal for legislation banning organi- 


zational picketing and secondary boycotts. 
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Total Drops 6th Time in 7 Years... 





38,091 Dealers Sell U.S. Cars 


(Continued from Page 1) 


likely that the charmed figure will 
be regained this year. 

Many reasons have been ad- 
vanced for the decline, and most 
of them can be summed up in one 
phrase—lack of profit. 

Another prime reason is lack 
of skilled management, Every 
authority on dealership opera- 
tion agrees that there is a crying 
need for better management in 
the retail automotive field. 

The General Motors moratorium 
has been cited as a factor in the 
declines of the last two years, but 
the lifting of this order has not 
resulted in a flurry of dealer ap- 
pointments by GM. 

The moratorium was decreed by 
President Harlow H. Curtice in 
March, 1956, and it extended until 
the announcement of the ’58 models 
last fall. 

> * > 

SSURANCE that GM does not 

intend to flood the nation with 
new outlets came from William F. 


Hufstader, distribution vice- 
president. 1958 $1957 
He told a group of dealers at the; American Motors... 2,318 1,958 
NADA convention last month that! Chrysler Corp. ........ 8,673 8,974 
GM is reappraising its distribution| Ford Motor Co. ...... 9,684 8,990 
network, and that the necessary; General Motors........ 15,558 16,217 
adjustments may result in fewer| S-P Corp. .... 2434 2,421 
dealerships in metropolitan areas. 
He noted that many suburban a ee 38,667 38,560 
areas now are undermanned, and Minus intercor- 
said that in many instances it | porate duals... 576 1898 
will be possible to solve the prob- 
ocatin dealer- U. S. Passenger- 
a Car Dealers ..... 38,091 38,367 
(Copyright, 1958, by Automotive News) 


General Motors saw its dealer) 
force slip to an estimated 15,558 at 
the beginning of this year, com- 
pared with an estimated 16,217 a 
year earlier. Also declining was 
Chrysler Corp., which fell to 8,673 
from 8,974. 

> . > 

—— producers registered 

gains. Ford Motor Co., on the 
strength of Edsel recruiting, 
climbed to an estimated 9,684 deal- 
ers from 8,990. American Motors 
rose to 2,318 from 1,958, and 
Studebaker-Packard edged up to 
2434 from a year-earlier total of 
2,421. 

Intercorporate dualling was re- 
sponsible for the American Motors 
surge. At the end of the year, 
Rambler was dualled with an esti- 
mated 375 non-AMC dealers, com- 


pared with only a handful a year) 
earlier. S-P was handled by some) 


200 other U. S. car outlets. 
The smaller makers’ efforts to 
dual with Big Three dealers re- 
ceived a boost from Antitrust 
Chief Victor R. Hansen last 
December when he remarked 
that factory retaliation against 
such moves would be scrutinized 
closely by the Justice Department. 


At the beginning of 1958, the| 


five U. S. manufacturers had an 
estimated total of 38,667 dealers, of 
which 21,413 were exclusives. When 
an equalizing figure for intercor- 
porate duals is applied, the dealer 
tally becomes 38,091. 

A year earlier, there were 19,329 
exclusives among 38,560 dealers. 
The equalizing factor cut the net 
dealer total to 38,367. 

> > 
OOKING at the figures an- 
nounced by or estimated for 


the five manufacturers reveals that 


Chrysler Corp.’s 8,673 dealers hold 
17,753 franchises. A year ago, the 
figures were 8,974 dealers and 19,511 
franchises. 

The company’s “Operation Split- 
off” continues to proceed gradually. 
There are 657 exclusives listed, 
compared with 425 the year before 
and 195 on Jan. 1, 1956. 

Plymouth exclusives total 195 
compared with 77 a year ago; 
Dodge, 333 against 280; DeSoto, 
58 against 33, and Chrysler- 
Imperial, 71 against 35. 

The Chrysler-Imperial duos are 
considered exclusives since the 
cars are built by the same division. 
One of this year’s 71 such outlets 
handles Chrysler only. There are 
no one-line Imperial dealers, Chrys- 
ler has nine grand-slam dealers 
who handle all five of the com- 
pany’s car lines. 

Total selling agreements in 
effect, 1958 vs. 1957, are: Plymouth, 
7,695 and 8,752; Dodge, 3,468 and 
3,617; DeSoto, 2,256 and 2,454; 


Chrysler, 2,754 and 2,854, and Im- 
perial, 1,580 and 1,834. 
* * * 

T GENERAL MOTORS, an esti- 

mated 15,558 dealers hold 20,374 
franchises, compared with 16,217 
dealers and 20,793 franchises a year 
earlier. 

The attached chart shows that 
exclusives dropped and duals in- 
creased in every GM line during 
1957. Total selling agreements also 
declined. 

Franchises by divisions, 1958 vs. 
1957, are: Buick, 3,520 and 3,576; 
Cadillac, 1,784 and 1,793; Chevrolet, 
7,450 and 7,595; Oldsmobile, 3,750 
and 3,857, and Pontiac, 3,870 and 
3,972. 

Edsel enabled Ford Motor to 
boost its dealer total from 8,990 
to an estimated 9,684 and its 
franchises from 12,061 to 12,611. 


There are about 917 Edsel ex- 
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clusives and 238 duals for a total of 
1,155. 

Estimates for other lines de- 
clined. Ford division slipped from 
7,040 to 6,987; Mercury, from 3,148 
to 3,078, and Lincoln, from 1,411 to 
1,391. 


* * * 


oo no longer are separate 
Continental selling agreements. 
Each Lincoln dealer now may order 
Continentals from the factory on 
the basis of his Lincoln franchise. 
A year ago, there were 462 Con- 
tinental pacts. There are no 
Lincoln-Continental exclusives. 


Studebaker-Packard continued its 
efforts to combine its dealerships 
and finished the year with 2,250 
duals and 184 exclusives—98 Stude- 
baker and 86 Packard. 








Dealer Offers Shopping Tour— 


This electrically operated cart, driven 





by Maynard Powell, head of Peachtree 


Year-earlier totals were 1,969| Plymouth, Inc., is used to carry prospects around the firm's large display lot in 


duals and 452 exclusives—148 Stude- | Atlanta, The lot's display capacity is 500 cars. 


baker and 304 Packard. 
Corporation totals showed 2,434 
dealers holding 4,684 franchises 
this year, compared with 2,421 
dealers and 4,390 franchises a 
year ago. In the Automotive News 
census, a dual dealership is 
counted as two franchises. 
American Motors, which now| 
builds but one car, had 2,318 deal-| 
ers on Jan. 1, compared with 1,958) 
a year earlier. The franchise total | 
is lower, of course, due to the) 


demise of Nash and Hudson. 


In the 1957 census, there were} 
1,048 Nash dealerships, 654 Hudson | 
and 256 Nash-Hudson for a total | 
of 2,214. Since each also handled) 





| Rambler, AMC’s franchise total! 


was 4,428 last year. 





| November. The five reductions have 
| cut rates by a total of seven-eighths | 
|}of one percent. 


|companies for short-term money) 
obtained by selling commercial | 
paper.) 
The floor-plan change also | 
followed the first reduction in the 
prime interest rate since the 
money market began to ease. The 
prime rate is the interest charged 
large borrowers with the best 
credit ratings with rates charged 
ether borrowers ranging up from 
the prime rate. 


from 4% to 4 percent although not | 
all banks have gone along with the 
move. 
Finance executives explain that) 
the short-term money obtained! 
from sources such as commercial | 
paper sales has much in common 
with money loaned for floor-plan 
financing. Falling short-term rates) 
thereby make reductions in floor- 
plan rates possible. | 
* * * | 
THE other hand, auto retail | 
paper is generally linked to 
money obtained for longer periods, 
such as bond-issue proceeds. Fi- 
nance company officials report that 
their overall cost of obtaining 
money remains high, barring any 
chance of an early reduction in 
retail paper rates. 
The GMAC rate floor-plan reduc- 
tion to 4% percent brings the 


Contest for Dealers 


Cancelled by Mercury 

DEARBORN. — Mercury has 
Cancelled its “Performance 
Champion” contest for dealers 
and its “Conclave of Champions” 
for dealers and their wives. 

The contest had been scheduled 
to end March 10. Winning dealers 
were to receive vacation trips to 
Greenbrier, White Sulphur 
Springs, W. Va., and the Broad- 
moor Hotel, Colorado Springs. 

The cancellation did not effect 
the cash-award contest for sales- 
men which ended last Saturday 
(Jan. 31). 














Floor-Plan Rates Chopped 
Half Percent by 2 Firms 


‘Continued from Page 1) 


charge in line with that made from 
Feb. 1, 1956, until the end of the 


the 1958 run. 


The General Motors unit has 
now cut its rate twice since the 
beginning of the 1958 model run. 
A reduction from 5% to 5 percent 
was made in early January 
and the Feb. 1 cut brings the 
rate to 4% percent. 

Universal CIT and a number of 
other finance companies raised 
their floor-plan rates from 5 to 6 
percent for the 1957 model run. 


= 


Used-Car Demand Rises 


(Continued from Page 1) 


ers see this early pickup as a valid 
indication that the spring boom 
will be back this year after a 
lamented two-year absence. 

= 


greta dealers fervently hope 
they are correct. A spring 
pickup in used cars would be bound 
to hypo new-car sales, they feel. 

Although new-car sales also 
came upon a mild improvement 
in January, dealers feel that they 
will need every boost they can 
get as 58 moves along. So they 
are looking toward spring. 

With wholesale buyers beginning 
to make their move on used cars, 
effects of the relatively slow new- 
car business have been magnified. 


For one thing, wholesalers have | 


almost entirely abandoned the idea 
of doing business with new-car 
dealers. First of all, these dealers 


| 1956 model run. GMAC went to 5| have had a shortage of tradeins. 
(Commercial paper rates are the | Percent for the 1957 model run and| And they are inclined this winter 
|rates of interest paid by finance | to 5% percent for the early part of | to retail their own tradeins. 


As A result, an increasing number | 
! of wholesale buyers have; 


turned to the auctions as a way 
out. Veteran auction operators say 
| it’s “a safe guess” that the market 
|at their level will continue strong 
for the next few months. 
Any sort of salable car 
| the moment this rules out only 
| the dreary units) is snapped up 
| rapidly at the auction. 

| In some areas, prices at the 


Many of the nation’s largest| The current reduction cancels half| ayctions have been driven up 
|banks have cut their prime rate/of this increase. 


|sharply. Even where prices have 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday and Friday.) 


Jan. 29 

BUICK—'57 Special sedan, $1,950°, 
$1,880°. ‘56 Century sedan, $1,370°; 
Hardtop, $1,275*. ‘55 Special 2-dr.. 
$930°; RM sedan $850° (ps). ‘54 
Special sedan, $745*; RM club coupe, 
$600° (ps). ‘53 Special sedan, $395°, 
$290°. ‘51 sedan, $210. 

CADILLAC—'57 (62) sedan, $3,300* 
(ps). "56 (60) sedan, $2,650° (ps); 
sedan de Ville, $2,550* (ps), $2,500*° 
(ps); (62) club coupe, $2,240* (ps). 
‘55 (62) club coupe, §$1,735° (ps). 
"50 coupe de Ville, $150*. °49 coupe 
de Ville, $200°. 

CHEVROLET —'58 Nomad station wag- 
on, $2,600*. ‘57 Two-ten station 
wagon, $1,610*; Bel Air 
sport coupe, $1,685*. ‘56 Two-ten 
station wagon, $1,275; sedan, $1,- 
040°, $925, $855. '55 Bel Air station 
wagon, $900°; Two-ten sedan, $760. 
54 Bel Air 2-dr., $575. '53 Bel Air 
2-dr., $340°. '50 conv., $140. 

CHRYSLER—'56 NY Hardtop, $1,625*. 
‘55 Windsor 2-dr., $1,000*. 

‘57 Firesweep Hardtop, $2,- 
170*, $1,665*. ‘56 Firedome sedan, 
$1,110*. °54 2-dr., $625*. ‘53 sedan, 
$235*; club coupe, $230°. 

DODGE—’'56 Coronet 2-dr., $890, $725. 
‘55 Royal sedan, $810*; club coupe, 
$925*, $750*. ‘54 club coupe, $450, 
$430; sedan, $425*, $305; Suburban, 
$485. °53 sedan, $275*. 

EDSEL—’58 Ranger 2-dr., $2,200* (ps). 

FORD—’'57 Custom 300 station wagon, 
$1,875*, $1,830*, $1,750°; 2-dr., $1,- 
195°; Fairlane (8) 500 sedan, $1,- 
725°, $1,685°. '56 Custom 300 station 
wagon, $1,430", $1,340*; sedan, 
$940*; Ranch Wagon, $1,015; Fair- 


$1,625°, 


lane Victoria, $1,105; club coupe, $1,- 
200°; conv., $1,180°. "55 station wag- 
on, $795; irlane conv., $725; se- 
dan, $690°. "54 Crest Hardtop, $630*, 
$565; sedan, $555*; club coupe $425; 
Custom 2-dr., $530°, $410°. ‘53 2-dr., 
$350*, $290°. "52 sedan, $260°. 

HUDSON—'56 station wagon, $1,150. 

KAISER—’'53 Manhattan sedan, $135*. 

LINCOLN—'56 Premiere club coupe, 
$2,100* (ps). ‘53 Cosmopolitan club 
coupe, $520. 

MERCURY—'57 Monterey 2-dr., $1,- 
700°; club coupe, $1,685*. "57 Monte- 
rey sedan, $1,085*. ‘55 Monterey club 
coupe, $985°, $980°, $910°; 2-dr., 
$935°, $745°. °54 sedan, $700*; club 
coupe, $500. ‘53 club coupe, $475*. 

NASH—'55 Ambassador club coupe, 

. 


$880°. 

OLDSMOBILE—’'57 (98) club coupe, 
$2,205°, $2,150° (ps); (88) -Super 
club coupe, §2,000° (ps). ‘56 (98) 
Holiday, $1,750° (ps); club coupe, 
$1,660° (ps); (88) Super sedan, $1,- 
675°; (88) 2-dr., $1,625*, $1,360°. 
"55 (88) club coupe, $1,095*. '54 (88) 
Super sedan, $650*°. ‘53 sedan, $370*. 

PACKARD—’55 Clipper sedan, $800*. 

PLYMOUTH—’57 Belvedere Hardtop, 
$1,910*; Savoy sedan, $1,380*, $1,300. 
‘56 Belvedere Hardtop, $1,100*; conv., 
$1,000; Savoy 2-dr., $725, $650°. ‘53 
conv., $275. '52 sedan, $205. 

PONTIAC—’57 Chieftain station wagon, 
$1,775*; Hardtop, $1,705*. "56 Star 
Chief Hardtop, $1,140*, $1,025*. ‘55 
Chieftain Hardtop, $875*. '54 Chief- 
tain sedan, $515*. '53 Hardtop, $350*. 

$1,- 


RAMBLER—’57 sedan, $1,600*, 
WILLYS—’55 station wagon, $630. 





550°. "54 sedan, $450*, $405. 


*Indieates automatic transmission or overdrive and (ps), power steering. 


Other Auctiens Are on Pages 36, 39, 40, 41. 
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After Winter Doldrums 


not been bumped noticeably, auc. 
tion operators say that increasingly 
brisk bidding has had a stabilizing 
effect on the market. 

Demand at auctions last week 
was at the highest point reached 
thus far in 1958, with the average 


| sales ratio soaring to 73.1 percent 
j}at a group of representative auc- 


tions indexed by Automotive News, 
Not since last July had the sales 
ratio been higher. 

Despite calls for more cars, con- 
signments at most auctions were 
somewhat smaller last week. Some 
key auctions were off 40 to 50 per- 
cent in the number of cars they 
had to offer. 

> > : 
vos overall average price of all 
used cars sold at auction last 
week was $1,014, or $10 above the 
previous week’s average, according 
to Automotive News’ index. 

The increase was entirely ac- 
counted for by the oldest and 
newest units on the list. The 
price of '58s went up $85 to $2,- 
946, while '52s rose $8 to $236 and 
"51s went up $8 to $170. 

On other models, losses and new 
prices were: ‘56s, down $1 to $1,728; 
55s, down $2 to $900; 58s, down $2 
to $367; "54s, down $4 to $604, and 
56s, down $12 to $1,161. 

As compared with prices estab- 
blished only three weeks ago— 
approximately the lowest point 
reached in winter's downward 
marketing curve—'58s were $381 


higher; ‘54s, $67 higher; ‘52s, $6 
higher; ‘57s, $42 higher; "55s, $23 
higher; ‘53s, $17 higher; ‘5is, $15 


higher, and ‘56s, $6 higher. 
Definite symptoms of spring fever 
are here. 


Firestone Tires 
Misrepresented 
In Ads, Says FTC 


WASHINGTON.—The Federal 
Trade Commission has accused 
Firestone Tire & Rubber Co. of 
advertising second-line tires as 
first-line products used as original 
equipment by auto manufacturers. 

In two allegedly false ads cited 
by the FTC, Firestone said the 
Super Champion and Deluxe Super 
Champion were original equipment 
on eight million new cars. 

Denying the charges, Firestone 
said its ads were “truthful and 
forthright.” 

The FTC claimed both tires are 
second-line brands that never have 
been used as original equipment 
Auto manufacturers use the Deluxe 
Champion as original equipment, 
the commission added. 

Use of the names Super Cham- 
pion and Deluxe Super Champion 
is confusing and misleads the 
public into believing they are 
superior to the DeLuxe Champion, 
the FTC continued. 

These practices divert trade 
unfairly from competitors in viola- 
tion of the FTC Act, the complaint 
concludes. A hearing is scheduled 
March 13 in Akron before an F 
examiner. 
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...-close cooperation has really 


helped increase our sales” 


says JAMES G. KNOX, president, Knox-Jensen 
Motors, Dodge-Plymouth dealer, Lawton, Oklahoma. 


“Since our early days in business COMMERCIAL 
Crepit Pian has been our house plan. Their 
close cooperation has really helped increase our 
sales over the years. Fast credit checks prevent 
lost sales and their business-like handling of our 
customers after deals are closed helps build 
repeat business. Our seven years’ experience with 


“CommerciAt Crepit has been good.” 


Commercial Credit dealers 
are successful dealers 


Write or call our nearest office for complete 
information on the benefits of ComMMERCIAL 
Crepir Pian. Why not do it today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . .. offices in principal 
cities of the United States and Canada. 
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A Dealer Promotion— 


Impact of the film. commercial on the new DeSoto shown at the Warner theater, 
Erie, Pa., was heightened by the presence of Peggy Sue Barnes, “Miss Erie,” who 
passed out some of the 2,500 pieces of literature to theater patrons who stopped to 
look at the DeSoto Sportsman on display in the theater lobby. The promotion was 
@ joint effort by Dahl Motors, Erie dealer, and United Film Service, producers of the 
DeSoto commercial film. 


To Plymouth Salesmen ... 


TV Carries Message 


By John K. Teahen Jr. 
Staff Writer 

LYMOUTH turned to television 

again to tell its retailing or- 
ganization about a two-month in- 
centive program that it said will 
enable salesmen to increase—or, in 
some cases, to double—their earn- 
ings. 

The telecast, which was beamed 
to dealer-salesmen groups in 
41 cities, was similar to the 
successful presentation staged 
last November, The salesmen, 
however, probably found the 
second show more interesting be- 
cause of the monetary awards 
involved. 

Here are the details of the 
division’s sales contest: 

From Jan. 21 to March 31, the 
factory will pay salesmen $5 for 
each new Plymouth delivered. In 
addition, each of Plymouth’s 18 
zones has been divided into seven 
classes (on the basis of dealership 


| volume) and top salesmen will re- 
|ceive supplementary awards. 
| * * * 
LYMOUTH will match the earn- 
ings of the leading salesmen in 
each class (126 in all) during the 
contest period. This includes his 
|earnings from sales of used cars 
and from sales of any other Chrys- 


Dodge Lists Prices 
‘Of 2 New Hardtops 


DETROIT.—Dodge has added a 
| two-door hardtop to its Coronet Six 
| series and has announced the price 
of its new Regal Lancer V-8 two- 


| door hardtop. 


The Coronet model is priced at} 
$2,571.50, compared with $2,679 for | 


| its Coronet V-8 counterpart. The 
| Regal Lancer is $3,245.25, which is 
| $174.25 more than the Custom 
| Royal two-door hardtop at $3,071. 
All prices include Federal tax and 
suggested dealer delivery-and- 
| handling charges. 





“World’s largest automotive 
consumer audience in the 
Petersen Automotive Group! 


® Over 4,000,000 automotive readers! 
@ 48.3% own two or more cars! 
® Average reader drives 6,000 miles 


farther each year than average American! 


© 75.4% “shop” in P.A.G. pages! 
@ 61.2% buy products by brand name! 
® Millions influenced by P.A.G. readers! 


PETERSEN AUTOMOTIVE GROUP 
MAGAZINES A&C circulation 1,112,278 *World’s Largest Automotive Consumer Audience 


PETERSEN PUBLISHING COMPANY 


5959 HOLLYWOOD BLVD., LOS ANGELES 28, CALIF. @ HOLLYWOOD 2-3261 


524 Book 
DETROIT | Derrett 26, Michigan 
Woodward 3-8660 


NEW YORK 


17 East 48th Street 
New York 17, New York 
Plaza 1-6690 


CHICAGO 


%* From 
Bennett-Chaiken 
1956 Survey 


360 North Michigan Avenue 
Chicago 1, Illinois 
FRanklin 2-6067 


~ an 
ler Corp. makes with which hig 
dealership is dualled. 

There will be prizes of $5'0 fo, 
each of the 126 second. plage 
winners, $400 for third place, $39 
for fourth, $200 for fifth anc $199 
for sixth. The total contest jack. 
pot could exceed $800,000. 

Plymouth also has established ap 
“All-Star Salesmen’s Club” fo 
which salesmen will qualify on the 
basis of annual deliverics, 4 
“diamond chapter” of the club has 
been set up for recognition of 
superior achievement in sales 

The All-Stars can win vacation 
trips, diamonds, shares of stock ang 
the use of a new Plymouth for a 
year for their wives. 

* + 

‘non telecast featured company 

officials plus Bob Hope, Law. 
rence Welk and his orchestra, Loy 
Crosby, William Lundigan ang 
Betty White, all of whom appear on 
TV shows sponsored by Plymouth 
or Chrysler Corp. 

Representing the company were 
Jack W. Minor, Plymouth sales 
vice-president; W. Heartsill Wilson, 
Minor’s assistant; Louis T. Hago 
pian, advertising and sales promo. 
tion chief, and Byron Nichols, gen. 
eral manager of Chrysler Corp.'s 
group marketing operation. 

Minor exhorted salesmen to do 

more prospecting and said that 
| 90 percent of the buyers of 198 
| Plymouths were not contacted by 

a salesman prior to purchasing 

their ‘cars. 

Wilson offered a closing technique 
|built around the letters 

“C-L-O-S-E.” Here are his sugges 
tions: 

“‘~’ is for Confidence. You must 
win the confidence of the buyer. 
| “Li—Lose no time in getting 
underway with the close. 


> > > 
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-Omit nothing that might 
|coming a be-back. 


keep the prospect from be 

“‘S’—Summarize all parts of your 
presentation to which the prospect 
| has responded favorably. 

“ ‘—’—Evaluate every thought and 
action of the prospect.” 

Sheldon Reed, a salesman for 
Geo. Byers Sons, Inc., (DeSoto- 
Plymouth), Cincinnati, left the 
telecast $2,000 richer as the win- 
ner of the top door prize, 

A ticket was drawn in each of 
the 41 cities on the network, and 
the winning locality was drawn 
during the show. The other 40 local 
winners receive $100 each. 


& 





‘Ackerman Heads 


AMA Engineers 


| DETROIT.— Paul C. Ackerman, 
vice-president and director of em 
gineering for Chrysler Corp., has 
| been elected chairman of the Engi- 
neering Advisory 
| Committee of the 
| Automobile Man- 
| ufacturers Assn. 
| He succeeds 
iCharles A. 
Chayne, General 
Motors engineer- 
ing vice-president, 
who has been 
chairman of the 
committee since 
1951. “ 
Ralph H. Is- Paul C. Ackermaa 
brandt, automotive engineering di- 
rector for American Motors, has 
been named to the committee, He 
fills a vacancy created by the re 
tirement of Meade F. Moore, for- 
merly AMC engineering and re 
search vice-president. 





Absorption Computor 


Devised by Alemite 

CHICAGO. — Alemite has an- 
nounced a new “Balanced-service 
selling computor” it says can tell 
at a glance the minimum 
monthly parts and service calls 
required to cover fixed monthly 
expenses, 

Available as a service to Ale- 
mite customers, the computor—a 
simple slide device—shows the 
necessary volume for either 75 
or 100 percent service absorpticn 
of fixed expenses, the firm said 
Figures for the device were taken 
from the records of thousands of 
successful dealers, Alemite said. 


— 








The man who sells 
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a is backed by the features 















“a with new sales appeal! 
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e ros te ects can Prospects see it! They try it! And they love it! The sensational, new Trans-Portable 


Radio has become the most talked-about feature of the new-car year! And right 


rmaa ' now, Olds Dealers are getting the most valuable advertising in the world . . . by 
a resist Oldsmobile’s acai Uh dea 
. He 
» Te A perfect example of what OLDSmobility means . . . the new Trans-Portable plays 
= amaz i n g new a dual role for people going places and doing things in this mobile era. It’s a portable 
and a car radio all wrapped up in a single lightweight package. Operating either 
| TRAN AS - PO RTAB L be on the car’s electrical system, or on its own 160-hour battery, it completely elimi- 
nates the need for a second radio. 

—_ i ‘ : ‘ 

P * For Olds dealers, it’s a great builder of floor traffic. And in a business where show- 
~ RADIO‘! see sarees betas =< es 
tell room traffic is all-important . . . it’s features like this that pay off in sales! The 
o unique Trans-Portable Radio is just one more important reason why it pays to 
hly be an Oldsmobile Quality Dealer . . . especially in ’58! *Optiona! at extra cost. 
ile- 
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The Man Behind the Wheel... 


Sales Testing the New Models 


Epiror’s Note: This is another 
in a new series of articles which 
will report factual results of road 
testing new models. The goal is 
to develop sales ideas that may 
be put to use by dealers and 
salesmen. Articles will be written 
with the idea that dealers, sales 
managers and salesmen may 
want to show them to their pros- 
pects, since the material origi- 
nates from an impartial source. 
The car below was tested for 
1,500 miles. 

+ > + 
By L. H. Houck 
Traveling Correspondent 

HIS 1958 Ford can be a handful 

of dynamite or a gentle lamb 
and that is its secret of satisfying 
the driving needs of all ages and 
incomes. 

For the sedate driver, it’s a 
kitten and the throttle is a silken 
leash. For the hard, fast driver 
who demands a lot and gets it, the 
new Ford jumps to the whip and 
likes it. 

And, if you’re 19, heaven could 
be no nearer. It romped through 
1,500 miles of test driving like a 
thoroughbred. 

When you drive by in your new} 
round-the-world ‘58 Ford, just) 

watch the eyes of the 15-year-olds | 
who are waiting for their first 
driver’s license. It’s not exclusively 
a young man’s car but one that can 
please all ages, all incomes and all | 
demands. 





. sometimes get precon- | 
ceived ideas about new cars 
that lead them to the mistake of 
waving off a couple of years of new 
engineering with a wave of the 
hand. 


Cars look good on the display | 


floor but no one can describe their 
performance until the cars have 
performed. That's why it is so im- 
portant to sell performance and/| 
new engineering as well as beauty. 
Let’s put it this way: A pros- | 
pective buyer cannot know what 


he is getting until he has been | 
shown. Showing this new car and 


its brilliant performance is a lot 
better service to the prospect 
than telling him. 

The prospective buyer just 
doesn’t know about Fords until he 
has tried this one, There’s that 
much difference. The salesman who 
doesn’t make sure that the prospect 
gets the feel and a full showing 
sells his product short. 

* > 


Big-Car Ride 


- IS quite impossible for anyone 


to know about the big-car ride, 
the new balance and the built-in 
comfort of the 1958 Ford until he 
has been shown and felt it himself. 
So it would be foolish to talk 
about the tradein before the cus- 


Car Tested: 
FORD 


Here are the vital statitics 
of the car tested by Automotive 
News: 

Model 1958 Ford Fairlane 500 
Club Victoria. Delivered at the 
Claycomo plant, Kansas City. 

Engine: Ford’s top engine— 
Interceptor V-8 Thunderbird 
Special, 300 horsepower at 4,600 
r.p.m., torque 395 ft.-Ibs. at 2,300 
r.p.m., 352 cubic inch displace- 
ment, compression ratio 10.2:1, 
bore and stroke 4.00 by 3.50, ma- 
chined wedge -type combustion 
chambers, keystone exhaust 
manifold, precision - molded 
crankshaft with journal overlap, 
dual exhausts, Carter four-barrel 
carburetor. 


Transmission: Cruise-O-Matic, 
a new automatic introduced by 
Ford this year as a companion 
to the Fordomatic. 

Accessories: power steering, 
power brakes, four-way electric 
front seat adjustment, radio, 
heater, safety belts, foot-operated 
windshield washer. 

Tires: General nylons, white 
side walls, 8.00x14. 


11 Dealers Cooperate... 
Chevy Sale in Cincinnati 


CINCINNATI. — Greater Cincin- 
nati’s 11 Chevrolet dealers banded 
together last year to sell 1,595 new 
Chevrolets in a $3.5 million “ware- 
house” automobile sale. 

In an advertisement covering 
three full newspaper pages, the 11 
dealers had all of their stock, plus 
all factory inventory, on display at 
their lots. The prices were marked 
on the cars and potential buyers! 
were asked to come in and browse 
around. 

Billed as the “world’s largest | 
sale,” the. offering stressed the) 
pitch, “Be Your Own Saleman. Do 
It Yourself And Save.” 


weekly, with 36 months to pay,” 
the ad stated. 

Dealers taking part in the sale 
included Avondale Chevrolet, Camp- 
bell County Motors, Inc., Econ- 
omy Chevrolet, Gatchett Chevrolet, 
Glenway Chevrolet, King Chevrolet, 
Queen City Chevrolet, Roberts- 
Morris Chevrolet, Robke Chevrolet, 
Superior Chevrolet and Vordenberg 
Chevrolet. 

The sale lasted from Tuesday 


|through Saturday. Dealers were 


open from 8 am. until 


daily. 


10 p.m. 


A Delray sedan was listed for) ~ 


$1,995 delivered, including full fac-| 


tory equipment. The price did not) | 


include Ohio sales tax. | 
“Only 10 percent down and $14.15 | 


'2-Price System | 
Called Legal by 


Supreme Court 


WASHINGTON. — A dual price 
system, involving cut rates for 
large jobbers, was upheld last week 
by the Supreme Court. 

The case involved Federal Trade 
Commission charges against Stand- 
ard Oil Co. (Indiana). In a split 
decision, 5 to 4, the court found 
that Standard, in selling at tank- 
car prices to four wholesalers and 
at higher tank-wagon prices to 358 
retail stations in the Detroit area, 
was acting in good faith to meet 
competition. 

Justice William O. Douglas, 
speaking for the four dissenters, 
said the decision cripples enforce- 
ment of the Robinson-Patman Act, 
which bans price discrimination. 

“It comes down to this,” Douglas 
said, “a big retailer gets one price; 
a small retailer gets another price.” 


s 
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Dealers and Advertising— 


tomer has first knowledge of how 
confidently it holds the road, how 
easy it noses through dense traffic, 
how it masters every situation and 
how it obeys commands instantly 
and efficiently. 


You are not doing the buyer 
any favor if you talk him out of 
buying the new Cruise-O-Matic 
transmission or let him talk you 
out of selling it to him just to 
save a few dollars. 

Let him buy full power and 
he'll be thanking you for months 
ahead, and the extra dollars on the 
cost or the monthly payment will 
be cheerfully paid because it is a 
wise and necessary investment, 

+ * * 

GALas percentages of automatic 
transmissions and full-power 
|} options are going up each year. I 
know a flock of owners who have 
bought in the last three years who 
are severely criticizing their dealers 
because they passed up these op- 
tions under the guise of keeping the 
bill down and the payments 
smaller. 

At least demonstrate both 
straight transmission and auto- 
matic and full power to the 
same customer. Let him decide. 
Don’t try to decide for him be- 
cause it will be well worth ar- 
ranging for the extra cost for 

nine out of 10 prospects. 

Both Ford automatic transmis- 
sions are good and the fuel-saving 
Cruise-O-Matic can be demon- 
strated with pride, as a new trans- 
mission with advanced engineering 
design. 





The New Cruise-O-Matic 


“ A solid-feeling automatic 
transmission that holds on steep 
hills without rolling back and saves 
fuel. Gasoline economy is achieved 
| by a higher-ratio rear axle coupled 
|to a new forward driving’ range, 
D-1, which starts in low, shifts to 
|} second and third. This eliminates 
gunning the engine to get under 
way from a standing start. 

| Up and down shifts are smooth, 
| in fact hardly noticeable, and 
this is equally true of the D-2 
range which starts in second and 
shifts to third. 

| Shifting smoothness is obtained 
by improvements in the hydraulic- 
control system which includes new 
front and rear servos, two-stage 
| governor, and a one-way clutch. 
Mechanics accustomed to servicing 
Fordomatics willexperience no 
| trouble giving good service. 

> > > 





LMOST all driving should be 
done in D-1 because a feather- 
|} touch on the gas pedal starts the 
ear and it will hold minus braking 
}on the side of steep hills without 
rolling back—a feature that needs 
;to be experienced and demon- 
| strated. 

This gives a great feeling of 
security to the most experienced 

(Continued on Page 41, Col, 2) 





One of the events in the recent NADA convention in Miami Beach was the presen- 


tation by the Bureau of Advertising, Ameri 
organization ever to address an NADA 


can Newspaper Publishers Assn., first media 
convention. Among the audience for the 


presentation, which urged automobile dealers to build “favorable, positive images" 
of their establishments in their advertising, were, from left, Frank H. Yarnall, Chicago, 
chairman, NADA Advertising Ethics Committee; James L. Knight, general manager, 
Miami Herald; Walter B. Cooper, Fort Collins, Colo., NADA secretary, and Charles 
T. Lipscomb jr., president, Bureau of Advertising. Presentation was put on by Edward 
A. Falasca, promotion director, and Roland R. Postel, Bureau Detroit manager. Dealers 
were told: “Advertising projects the image of the dealer and the wrong type of 
copy can convey the wrong or negative impression." 


; Speen 
Ford Model in Test Series— 


This is the Ford tested in the Aufomotive News series of trials of 1958 modek, 
The car is a Fairlane 500 Club Victoria with a 300-horsepower Interceptor V-8 engine, 


It is equipped with Cruise-O-Matic transmis 


Pittsburgh’s A 


By John E. Walsh 
Staff Writer 

EALERS in Detroit and Pitts- 

burgh anticipate a wave of sales 
in the wake of a “surprising” in- 
crease in interest in 1958 models at 
auto shows in both cities. 

Although the Detroit turnout 
of 153,011 did not set a record, 
it was substantially higher than 
last year’s 128,796. Dealers re- 
ported a spurt in business follow- 
ing the 1958 exposition. 

The eight-day Pittsburgh show 
drew a record 102,268. A spokesman 
for the Pittsburgh Automobile 
Dealers Assn., show sponsor, said 
dealers reported a big increase in 
showroom traffic during the exposi- 
tion. 

” + 7” 

E ALSO said numerous deals 

were closed on the floor in 
Hunt Armory and that the con- 
tact dealers established will keep 
salesmen busy for weeks. 

Officials of both the Detroit and 
Pittsburgh shows said the attend- 
ance was better than they had ex- 
pected. 

One Pittsburgh dealer com- 
mented: “You just can’t get thou- 
sands of people to come to a show 
and spend their hard-earned dol- 
lars to look unless they are in- 
terested in cars.” 

Baltimore’s annual show in the 
Fifth Regiment Armory got off to 
a good start, too. J..Cavendish Dar- 
rell, show manager, reported an 
opening-day crowd of more than 
10,000. He said this was far better 
than last year’s initial turnout. 
More than 100 domestic, foreign 
and antique cars were exhibited. 

In Laguna Beach, Calif., Charles 
Carter, Mercury dealer, said more 
than 2,000 attended the city’s first 
automobile show at the Festival of 
Arts. Eight dealers participated. 
: = = 


A prize at the first auto show) 
held in Jackson, Miss. Proceeds of 
the show, sponsored by the Jack- 
son Automobile Dealers Assn., will 
go to the Exchange Club’s youth- 
activity program. 

Ted Bentley and Fred Tabery, 
producers of the Los Angeles Im- 
ported Motor Car Show which 
drew 141,603 this year, are map- 
ping plans for a bigger show 
next year. 

“We had dealers from all over 


*59 Chicago Auto Show 
To Get a Later Start 


CHICAGO. — The 1959 Chicago 
automobile show will be held Jan. 
17-25 in the International Amphi- 
theatre, according to Don C. Mul- 
lery, president of the sponsoring 
Chicago Automobile Trade Assn. 
The Golden Jubilee show this 
year broke all auto-show records, 
with an attendance of 518,521. 

“We have had January dates 
since 1955 and we are convinced 
this is an ideal period,” Mullery 
said. “By holding the 1959 show 
in the middle of the month, in- 
stead of starting in the first week 
as in the past four years, we get 
a little farther away from the 
holidays. That will be advan- 
tageous from the standpoint of 
moving in and setting up the dis- 
plays.” 


CHEVROLET was the grand| 





sion, power brakes and power steering, 


uto Show 


Also a Smash Hit 


California, Oregon and Washington 

at the show,” Bentley said. “More 

than 25,000 pieces of literature were 

distributed to the public. Our only 

problem was not having enough 

cars for delivery to meet orders.” 
= + = 


HOWS open this week in St 

Petersburg, Fla. (Feb. 3-6), Mil- 
waukee (Feb. 8-16), Hornell, N. Y. 
(Feb, 9-15), and Denver (Feb. 10- 
15.) 

The Milwaukee show will run 
for nine days this year instead 
of eight as in past years, and a 
record turnout is expected with 
the addition of a second Sunday. 
Attendance has soared from 7,- 

000 in 1951 to more than 134,00 
last year. 


The show again will feature the 
“Auto Show in Motion,? a review 
of 18 of the industry's finest cars 
on a turntable stage. Models wear- 
ing the newest fashions will add 
to the glamor. 

. > + 

ECAUSE of the demand for a 

passenger-car space, there will 
be no truck or allied exhibits, ac- 
cording to Murel Humphrey, gen- 
eral chairman. Dealers have been 
allotted about 150,000 square feet 
of space. 

The Bethesda Hospital building 
fund and the Hornell baseball 
team will benefit from the Hor- 
nell show in the State Armory. 

Tom Braden, executive vice 
president of the Metropolitan Den- 
ver Automobile Dealers Assn., said 
the show in the Denver Coliseum 
will have more exhibits and enter- 
tainment than ever. Bernard Ma- 
honey is general chairman. 


Divco President 
Predicts Boost 


‘In Division’s Sales 


DETROIT. — With 1958 orders 
running ahead of last year’s level, 
G. E. Muma, president of Divco 
truck division, has predicted con- 
tinued sales 
growth for the 
division. 

Muma spoke at 
a sales meeting 
here last week 
which drew 165 
dealers from all 
states of the U.S. 
and a number of 
foreign countries. 

Newton Glekel, 
president of the 


corporation, gave G. E. Muma 


| the keynote speech on the first day 


of the two-day meeting. He re- 


| viewed progress by Divco in pro- 


duction, engineering and market- 
ing. 

Glekel predicted expansion of the 
company into additional fields and 
deeper penetration of existing mar- 
kets. 

Talks by other executives were 
included in the first day’s program 
and the dealers toured the Divco 
plant and viewed new models on 
the second day. 


Domingues Building 
Construction of a $100,000 build- 
ing to house Domingues’ Chevrolet 
Auto Sales is: under ‘way on Scott 
Rd., Lafayette, La. 
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AUTOMOTIVE WASHINGTON 


Bills Face Long Road 
To Win Final Approval 


By William Ullman 
Washington Correspondent 
oe us fact that a bill is introduced in the Congress has 
little bearing on its chances of ever becoming law,” 
notes Powell Browning jr., a Washington attorney who 
specializes in legislative matters. He makes this cheerful 
observation in the preface to his newly published study of 
pending Aa 7 :.:hCS CCC Ce CFS 
the auto industry. To prove) 
his point, Browning confides | 
that while 14,013 measures were 
introduced in the House and Sen- 
ate last year, only 252 were enacted | 
into public law. | 
This makes the odds for any bill | 
jumping all the hurdles into law 
at any one session of Congress) 
about 55-to-1, a long shot at any-| 
body’s track. 
Browning selects about 70 bills | 
left over from last session which)| William Uliman 
are of direct concern to auto mak-| many of them will. 








ers and suppliers. 
His seratch sheet 
outlines the con- 
tent of each 
measure, tells 
who introduced it, 
digests the reac- 
tions of Govern- 
ment agencies, 
and offers closing 
odds on whether 
it will win the 
sweepstakes. He 
doesn’t think 
“Bills often 





are introduced when public inter- 
est or indignation is high and 
then are left to die unconsidered 
in committee, without any urging 
from the sponsor,” Browning ob- 
serves. “In the last session of the 
84th Congress, five bills were intro- 
duced in the Senate and 17 came 
over to the Senate from the 
House dealing with automobile 
manufacturer-dealer relationships. 


“In the first session of the 85th, 
no bill was introduced in the Sen- 
ate and only two in the House, 
both by the same congressman. 
Instead you find bills dealing 
with the relationship between the 
petroleum industry and their re- 
tailers, reflecting public reaction 
to the fuel price rises after Suez.” 


The two belated bills on 
manufacturer-dealer relations were 
introduced by Rep. Abraham Mul- 
ter, New York Democrat, who evi- 
dently failed to realize that fashions 
were changing. 

The Browning study covers bills 
on auto safety, government in busi- 
ness, advertising, roads, minerals, 
patents, taxes, and armed services 
procurement. It’s available for $10 


DEALERS - SALESMEN 


—get the facts about 


OU OM GY s 


from 


Loading and Unloading are Big 
Factors in Truck Transportation 


Deliveries are never completed until merchandise is loaded onto and 
unloaded from the truck. Daybrook Power Gate® equipped trucks 
are the economical method for completing the delivery cycle. One 
man with the use of modern merchandise handling methods com- 


pletes individual deliveries quickly and safely. 


DEALERS—SALESMEN ... sell modern truck delivery methods 
. . . trucks that are Daybrook Power Gate equipped. Everybody 
profits! Daybrook Truck Equipment distributors want to work with 
truck sales organizations and are fully equipped to offer sales appli- 
cation assistance, a complete line of truck equipment, installation 


and service. 
DAYBROOK Speedlift DUMP BODIES + HOISTS « 


Wea iaKms 





Power Gate methods 


POWER LOADER » POWER PACKER « POWER GATE 
DAYBROOK HYDRAULIC DIVISION + YOUNG SPRING & WIRE CORPORATION + BOWLING GREEN, OHIO 





The J. L. Hudson Company, a well-known 
Detroit department store, 
deliveries and reducing costs in truck fleet 
— by the use of Daybrook Power 

te applications. Besides the “‘on-and- 
off”? handling from home delivery trucks 
of bulky furniture and heavy appliances, 
expedite parcel 
deliveries routed to warehouse in transfer 

“carry-alls’’ equipped with casters. 





from Powell Browning jr., 3145 N 
Street N.W., Washington 7, D. C. 


* * * 


U. S. Cuts Vehicle Fleet 


HE imposing Federal motor 

vehicle fleet numbered 214,243 
units in fiscal 1957, reports the Gen- 
eral Services Administration. This 
total, split about 48-52 between 
civilian and military agencies, in- 
cluded 38,103 automobiles, 14,039 
station wagons, ambulances and 
buses, and 162,101 trucks. 


The Federal fleet has been re- 
duced gradually during the last five 
years, while the average vehicle 
mileage has gone up. Mileage per 
unit topped 9,500 in 1957. 

Each year, GSA attempts to get 
accurate vehicle operating* costs 





from government agencies, but it 
was frustrated again in 1957. Re- 
ported maintenance and opera- 
tion cost for the fleet last year 
was $178 million, or 9.64 cents per 
mile traveled. 


GSA says that there was general 
improvement in fleet management, 
“but the data cannot be directly | 
comparable because all agencies do 
not use identical cost accounting | 
systems.” 

As a case in point, the auto cost 
per mile reported by agencies to 








is speeding 





FLORIDA—BRADENTON—Miller Sales, Inc. «+ 


INDIAMA—EVANSVILLE—Superor Welding Co 


TOWA-— DES MOINES 
KANSAS —OTTAWA—H & M Manufacturing Co., Inc. 
KRENTUCK Y—LOUISVILLE—Tom Rice, Inc 

Lou 


NORTH DAKOTA— 
eee 


WASHING TON—SEATTLE— Tr 


WISCONSIN 
MILWAUKEE—Motor Truck Body Co.; 
Co., inc.* 

DISTRICT OF COLUMBIA — WASHINGTON — Warner 


9 


GSA ranged all the way from 40 
cents down to less than 3 cents. 


Average sedan costs per mile 
came to 7.96 cents in 1957, a figure 
which includes 2.33 cents for direct 
operating expenses, 1.78 cents for 
direct maintenance expenses, and 
1.93 cents for depreciation. 

“An increase of one mile per gal- 
lon over fiscal 1957 would mean 
savings of $2.8 million,” says GSA 
of the world’s biggest fleet. 

* + + 


Road Builders Meet 


_ years ago U.S. road build- 
ers were trying to figure out 
how to improve horse-and-wagon 
trails and keep the new horseless 
carriages out of the mud. Their 
techniques weren’t much better 


|than those of the ancient Romans 


—if they were as good. 

The other day, however, 2,000 
highway builders met in Washing- 
ton for the annual convention of 


| the American Road Builders Assn., 


and they were talking about elec- 
tronics and controlled access super- 
highways. They had come a long 
way. 

Delegates were treated to a 
sample of Federal infighting as 
part of their program. Federal 
Highway Administrator Bertram 

(Continued on Page 41, Col. 1) 


galore | 


ASK YOUR 


DAYBROOK 
DISTRIBUTOR 


ALABAMA —FAIRFIELD— Duncan Mfg. & Equipment Co. Inc. 
ARIZONA — PHOENIX 
ARKANSAS — LITTLE ROCK—The J. Lester Booker Company 
CALIFORNIA 


Western Truck Equipment Co. 


« Los 
ANGELES — Western Body & Horst Co. (Maywood); Standard 
Carriage Works « SAN FRANCISCO Transport Supply Co. 


FRESNO—Utility Trailer Sales Co 


COLORADO — DENVER—Timpte Bros, Inc 
CONNECTICUT — SOUTH NORWALK 


Truck Equipment 
Co., Inc. 

MIAMI— 
DeBoliac Truck Equipment Co. « W. PALM BEACH —DeBoliac 
Truck Equipment 


GEORGIA — ATLANTA— Brooker Truck Equipment Co 
§IDANO— BOISE—Cari R. Burt Equipment Co. 
SLL INOIS—CHICAGO—Eriinder Equipment Corp.¢¢ SPRING- 


FIELD—Capitol Trader & Body Co. 

« ForT 
WAYNE—Hoomer Truck Equipment « NOBLESVILLE — Warner 
Commercial Body, Inc. ¢ SOUTH BEND—General Equipment 


& Machine Co 
—Weston Dump Body Co 


#SIANA—BATON ROUGE— Dealers Truck Equipment Co 
© SHREVEPORT—Dealers Truck Equipment Co 


MARYLAND BALTIMORE — Warner Fruehaut Trailer Co. Inc. 
MASSACHUSETTS BOSTON—W. F. Lacey & Sons Co 


(Medtord) 


BAICHIGAN — DETROIT — Scientific Brake & Equipment Co: 


J. J. Lynn & Sone « GRAND RAPIDS—Allied Truck Equipment 
Co. « LANSING—Truck & Trailer Equipment Co. « SAGINAW 
—Screntific Brake & Equipment Co 


MINNESOTA — DULUTH — Lakeshore Body & Equipment Corp. 


« ST. PAUL—Power Brake & Equipment, Inc 

SSOURI— KANSAS CITY—Monatco Manufacturing Corp. « 
ST. LOUIS—Steelweid Equipment Co, inc.; McCabe-Powers 
Auto Body Co.* 


MONT ANA — JOPLIN — McClellan's, inc. + MISSOULA — 


Superior Coach Sales* 


NEBRASKA OMAHA Omaha Body & Equipment Co. Inc. 
MEW JERSEY — NEWARK—Industrie! rock Equipment 


Corp. « THOROFARE—H. A. DeHtart & Son 


MEW MEXICO—ALBUQUERQUE—Timpte Bros. Inc 
NEW YORK 


—ALBANY — Estate of Andrew | Ronan + BUFFALO 
—Universal Truck Equipment Corp. « NEW YORK—Ammei 
Brake Co. « J. C. Truck Equipment, inc. (Garden City Park) « 
SHERMAN—Sherman Hydraulic Co. « SYRACUSE—L. 8. 
Smith, inc. « TROY—Howe Brothers 


NORTH CAROLINA — CHARLOTTE — Twin-States Equip- 


ment Co 

FARGO— Travis Bros. Body Works 

Melvin L. Aston Welding Co. + CLEVE- 
AND—Schaeter Body, inc. « COLUMBUS—Harry J supa 

2 Associates, inc. « DAYTON—Kencar Equipment Co 

TOLEDO—Riedy-Manner Truck Equipment Corp. « YOUNGS. 

TOWN—Dentry Truck Body & Trailer Service Co. 


OKLAHOMA -—TULSA—Truck Parts & Equipment Co. 
OREGON — PORTLAND— Utility Trailer & Equipment Co, Inc ; 


A Mac, tnc.* 


PENNSYLVANIA ALLENTOWN — Allentown Brake & Wheel 


Servie « CAMP HILL—1. B. Smith, Inc. « ERIE—Farm form Equi 
ment Co. « HUMMEL'S WHARF—Traiico Mig. & Sales 
LANCASTER" Lancaster Auto Sp Co., inc. « PHILADEL- 
PHIA—S. J. Eskin + PITTSBU Barati Brothers «+ 
WILLIAMSPORT Servall Machinery & Supply Corp.* 
— KNOXVILLE — Post & Company, inc. « 
NASHVILLE —Tennessee Stee! Products, Inc. 


TEXAS— AMARILLO—King he & Equipment Co. Inc. + 


DALLAS 


—Texas Hydraulic & Equipment Co., Inc. « EL PASO 
—P & R Truck Equipment Co. 


« FORT WORTH— mee 


Trailer Sales « TON—Truck Parts & Equi _* 
SAN ANTONIO—Commercial Body Corp. « wi ITA FALLS 
—tLonghorn Trailer & Body Co. 
UTAM—SALT LAKE CITY—Foulger Equipment Co. 
venonne RICHMOND—Baker Equipment E ing Co. 


Co., inc.* + ROANOKE—Goneral 
; Mctihany Equipment Co., Inc.* 
Trailer & Equipment 
Co., inc.; Air Mac, inc.* « SPOKANE—Spokane Machinery Co. 
inc.; Air Mac, inc.* 


a Equi 
Welding & Machine 


WEST VIRGINIA— WHEELING —Power Brake Co. 


Works, Inc. « 
‘ake & Equipment 


— APPLETON — Auto Bod: 


Fruehauf Trailer Co., inc. 
Canada by 
ti Soteeien ee 
Butts W St. Thomas; 
=p Tac 18 is Ltd., Edmore, eo Sam Sete sad 
ice, 
Chiaton: Kunec Machine mner Equipment, 
Ltd., Veronte; Wheel & Brake Service, Ltd., Hamilton; 
J. W. Wolsey, Port Arthur. 
SASKATOON, SASKATCHEWAN—WMilne Distributors, Lid. « 


CUBA—HAVANA— Cuban Agricultural Services, Inc. 
*indicates Power Loader distributors only. 
**Indicates Power Loader and Power Gate distributor only. 


Above distributor list current at time of publication. 
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This custom-built, electrically controlled conveyor sys- 
tem delivers pre-counted and tied bundles of papers 
directly into trucks at lower-level loading dock. The 
dispatcher at the desk directs the flow of papers by 
push-button, to speed loading and delivery. 


THE SUN-TIMES I¢H! 


These new high-speed presses offer the greatest 
possible flexibility in full-color printing throughout 
the paper. They are the only newspaper presses in 
Chicago capable of this versatility. They can pro- 
duce 52,000 128-page newspapers an hour. 




















) Sun-Times... 
things are happening! 


This week end, Chicago witnessed the dedication of the 








Sun-Times’ new home at Sun-Times Plaza on the north bank 


ms of the Chicago River. Working in the world’s most efficient 
e newspaper plant, the Sun-Times staff can better serve its 


growing number of readers and advertisers. 


IfHICAGO’S MODERN NEWSPAPER! 


This is a section of the new Sun-Times electronically controlled tube 
system, which is dialed to deliver messages anywhere in the plant 
in split seconds. Developed in West Germany, the system is the 
most efficient equipment of its type in the world. . 


Shown here is the Sun- 
Times’ ingenious new 
Letter-fax, a newly devel- 
oped electric eye device 
for super-fast transmis- 
sion of last-minute city 
news to the paper. 





*NEW because we are completely established in our new modern plant . . . which is dedi- 


cated to the faster and fuller coverage of the news for our readers, and the better presen- 





tation of selling messages for our advertisers. 
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In the Confidence Game? 


Try This Old One 


oo can deny that there is a lot of malarkey in the 
auto business. It is normal for any fast-selling business. 


But it is surprising how what one considers malarkey is 
good, sound sense to another. Take the theme of the 
NADA convention. It was “To Sell, Serve.” ° 


For most of the half-century that the auto business has 
been growing up there has been someone trying to sell 
dealers on that theme. And with most dealers co from 
the sales side of the business, it has been no easy is 


Some of our best friends among dealers laugh at this and 
,can prove 60 ways from Sunday that it is a lot of nonsense. 
Sivvide Sect doom’ pay, in their beok. 

“Even if we had all the service business in town,” they 
tell us, “we still couldn’t make a lot of money.” 


That is one of the reasons we were interested in the 
reaction of a veteran service analyst to the NADA conven- 
said that most of the dealers he chatted 
disturbed by present market condi- 
up with the volume sales kick they 


i 


had been on. But they weren’t having any of that service 
It was a different story with their wives. The dealer 


Don’t brush this off too 
family purchaser, and she 
tant to sales. 


Take another look at service. Good service is the first and 
last step in winning consumer confidence. 


y- Woman is the No. 1 
WS that service is impor- 


i 





Gentry: | 


Fair and equitable contracts between manufacturers and dealers in 





Coming 
Events 


Dealer Conventions 


Feb. 23-24—Louisiana Automobile Dealers 
Assn., Inc., Roosevelt Hotel, New 
Orleans. 

March 13-14— Northern California Motor 
Car Dealers Assn., Fairmont Hotel, San 
Francisco. 

Apr. 10-1!—Illinois Automotive Trade 
Assn., Springfield, II. 

Apr. 21-22—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, 
Omaha. 

April 27-29—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 
Miss. 

May 57 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 

May &9— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 

May !!-13— Idaho Automobile Dealers 
Assn., Lewiston, Ida. 

May 11-14—3é6th annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 

May 12-13—Pennsylvania Automotive Assn., 
Hadden Halil Hotel, Atlantic City, N. J. 

May 18-20—Texas Automotive Dealers 
Assn., Galvez Hotel, Galveston. 

June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 
Aug. 89—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 

Mont. 

Aug. 17-18—Georgia Automobile Dealers 
Assn.. General Oglethorpe Hotel, Sa- 
vannah. 

Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs. 

Sept. 7-9—Wyoming Automobile Dealers 
Assn.. Lander, Wyo. 

Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 


Auto Shows 


Feb. 1-86—Toledo Auto Show, Civic Audi- 
torium, Toledo. 

Feb. 1-8 —- Rochester Automobile Show, 
War Memorial Exhibit Hall, Rochester, 
N. Y. 

Feb. 1-9 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

Feb. 34—St. Petersburg Auto Show, 
Roller Rink, St, Petersburg. 

Feb. 8-16—Milwaukee Auto Show, Mil- 


waukee. 

Feb. 9-15—Hornell Auto Show, New York 
State Armory, Hornell, N. Y. 

Feb. 10-15—Denver Automobile Show, 
Denver Coliseum, Denver. 

Feb. 15-24—Columbus Automobile Show, 
Franklin County Veterans Memorial 


Bidg., Columbus, O 
Fh. §6-28-—-Syrecese Auto Show, Syracuse, 


Feb. 19-23—Autorama, State Armory, 
Hartford, Conn. 

Feb. 21-23—Cheyenne Auto Show, Frontier 
Pavilion, Cheyenne. 

March 1-9—Kansas City Auto Show, Mu- 
nicipal Auditorium, Kansas City, Mo. 
March 69—Asheville Auto Show, 
Auditorium, Asheville, N. C. 

March 13-14—Brockton Auto Show, 
Armory, Warren Ave., Brockton, 

March 26-30—Iimported Auto Show, 
Auditorium, Seattle. 

March 26-30—West Texas Nations! Auto 
Show, Municipal Coliseum, Lubbock, 
Apr. 5-13—International Auto Show, New 
York Coliseum, New York. 

i. Se 


General 


Feb. 3-6—3ist Annual National Automo- 
tive Accessories Manufacturers’ Expo- 
sition, Navy Pier, Chicago. 

Feb. 20-23—Pacific Automotive Show, Pan 
Pacific Auditorium, Los Angeles. 

March 20-23—Spring Executive Confer- 
ence, National Truck Leasing System, 
El Mirador Hotel, Palm Springs. 

March 31-Apr. 2—Canadian Automotive 
Wholesalers’ & Manufacturers’ Assn., 

Winnipeg, Man. 

Apr. 23-25—i958 = Booth Conference 
of Automotive holesalers and Manu- 
facturers Representatives, Bon Air Hotel, 
Auguste, Ga. 

May |-8—American Society of Tool En- 
imeers, 26th Annual Meeting and Tool 
how, Convention Center, Philadelphia. 

May i1-14—Annual Convention, Automo- 
tive Engine Rebuilders Assn., Sheraton- 
Park Hotel, Washington, D. C. 

May 15-16—National Truck, Trailer and 
Equipment Show, Great Western Exhibit 
Bidg., Los Angeles. 


20 Years Ago... 


City 


State 
Mass. 


Civic 
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Automotive Cartoon 









"Now get out and sell! We've got one for any pocketbook.” 





Hope? 





This is an open forum for the discussion of any 

readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Orchids for Edsel Dealer 


I would like to point out a little 
factor on an Edsel dealer’s part on 
a little thing called service. I pur- 
chased a 1958 Edsel Pacer Jan. 9, 
1958, the same day I looked at one 
and liked it very much. 

Now I would like to a I -_ 
not high-pressured or on 
car like other car dealers would 
do. You see, I'm a salesman also 
at Sears, Roebuck & Co. 

I purchased it because I liked 
the car, was sold on the service of 
the car but mainly on the part of 
the salesman, Mr. Kempton; Mr. 
Tom English, sales manager, and 
the owner himself, Mr. Jim Sima, 
who particularly struck me as a 
fine gentleman as well as a busi- 
nessman and a good, fine American 
father. 

I am writing this letter, prob- 
ably not supposed to, but I would 
like you to print it in your paper 
to let the people know that an Ed- 
sel dealer will give them a fair 
shake. 

Remember that Sima Edsel at 


The Big Stories 

For the second time in history, car and truck production in the 
United States and Canada hit the five million mark during the calen- 
dar year of 1937. The 1937 total was 5,016,565 units, compared with 
5,621,715 in the record year 1929, and 4,616,274 in 1936. The 1937 figure 
included 4,068,494 cars and 948,071 trucks. U. S. output accounted for 
4,809,565 units—3,915,868 cars and 893,702. 

Thirty-one states demanded that coach trailers have signaling 
devices in 1938, according to a compilation of laws by the National 
Highway Users’ Conference. In addition, 14 states demanded that 
trailers be equipped with safety chains, eight states demanded safety 
glass and two. states insisted on fire extinguishers. 

A 10 percent increase in the list price of new cars, to be paid back 
to dealers at the end of the year for decrepit used cars, was sug- 
gested by an Oklahoma City dealer as a means of solving at least 


part of used-car jam in 1938. 


—From the files of Automotive News. 





16501 Broadway Ave. Maple 
Heights, O., is giving me a fair 
shake. Their service is the best— 
kind, considerate, everything. 

I am very glad to be part of the 
Forward Ford movement, espe- 
cially at Sima Edsel. 


I'm not getting paid for this. I 
did this on my own accord. I think 
when somebody is doing a fine job 
they should be commended.—E.us 
AnToon, 2309 Bellfield Rd. Cleve- 
land Heights 6, O. 


‘Sloppy’ Car Assembly Hit 


Long after most car owners 
have forgotten the good features of 
their cars, they have total recall of 
the poor workmanship and sioppy 
assembly that is typical of so many 
of the new and late models. 


It’s no secret to the many people 
who bought new cars in good faith 
and then found that their cars were 
just carelessly slapped together by 
the notorious “quick and dirty” 
method so common in many auto 
assembly plants. 

Factory-built defects are the 
growing cancer of the auto industry 
that have become the main reason 
why we are getting less and less 
actual car value for more and more 
money each year as car prices go 
up and up with a corresponding in- 
crease in car quality and reason- 
ably good workmanship. 

Here top management is directly 
responsible.—R. Buacpen, Hast 
Hampton, Conn. 

= = + 


Our ‘Hide’ Is Tanned 


Where did you hide the market 
quotations in your Jan. 13 issue? 
Why don’t you put these quotations 
on a certain page and leave them 
there? 

It was fine and dandy when you 
put them on Page 2. As it is now, 
you can hardly find them, if you 
are sure they are there at all.— 
Scorr Moror Co., Hutchinson, Kans. 
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General Motors 


launches a vital new program 


to make America’s highways safer after dark 


ON THE NEXT TWO PAGES you will see one 
of the most important messages ever published by 
General Motors. It concerns the safety of every 
man, woman and child who rides in cars at night. 


The problem that confronts us all is a serious one. 
It centers in these three vital yet little-known facts 
which have been reported by national safety and 
research organizations: 


1 Three times as many fatalities occur after dark 
as during daylight hours, in proportion to 
mileage driven. 


2 Up to 80% of the light needed for safe driving 
vision is lost when headlight aim is too high, 
low or offside. 


<3 More than half of all cars on the road today 
have headlights which are NOT aimed accu- 
rately and safely. 


Something must and can be done to correct this 
situation. In the interest of public safety, General 
Motors has developed a program to publicize the 
need for headlight aiming and to make it easily 
available to all motorists through your cooperation. 


The success of the entire program . . . the saving of 
countless lives . . . depends upon conscientious and 
convenient headlight aiming service. I earnestly 


hope you will do your part. 


(tele. (0. Bezcar 


PRESIDENT 
















DRIVER’S HEADLIGHTS AIMED TOO LOW 


A public service HEADLIGHT AIMING } | 








DRIVER’S HEADLIGHTS AIMED CORRECTLY 


RICH REWARDS FOR YOU! 


The photos above show a major reason why highways are so much 
more dangerous after dark—over 50% of all drivers are losing up 
to 80% of the light needed for safe vision because their headlights 
aren’t aimed right. We in the automotive industry can help save 
thousands of lives by (1) educating the public to the need for accu- 
rate aiming, and (2) making it easily available at reasonable cost. 


GENERAL MOTORS AIMS TO DO ITS PART by sponsoring 
this educational AIM TO LIVE program. A nation-wide magazine, 
television and publicity campaign, now getting under way, is 
telling practically every American motorist how headlights get 
out of aim and why they should be re-aimed twice a year for 


ca > HOW YOUR CUSTOMERS 
= mr BENEFIT WITH 
AIM. MODERN 
Se HEADLIGHTS 











safety. During March and April, a $100,000 AIM TO LIVE safety 
slogan contest will stimulate added interest. Participating dealers, 
garages and service stations will be given supplies of AIM TO 
LIVE display material and contest entry blanks at no cost. 


ONLY YOU CAN FINISH THE JOB! All this educational 
effort will do little good unless we make it easy for drivers to get 
their headlights aimed right, and remind them when their cars are 
being serviced. That’s where you come in! This is a great new oppor- 
tunity to perform a vital service for your customers and increase 
both their goodwill and your income, by checking their headlight 
aim as regularly as their brakes. 


@ These three aiming points, moulded 


4 
Or into the lens of both conventional 
wr and dual types, permit quick, ac- 
ee ae curate headlight aiming even in 
eget broad daylight. 
, / 


@ Modern headlamps give much more 
light than those built before 1956. 


@ They distribute it for safer vision. 

















The Nation's Newest, Most 
Important Highway SAFETY CAMPAIGN 


PROGRAM... .with 


IT’S EASY TO DO YOUR PART—(1) Get a new low-cost er) (none Py ae 
mechanical headlight aimer if you don’t already have one. It’s ' a ae 
simple to use, takes up no extra space and quickly aims all modern 

platform-lens headlamps without even turning them on. (2) Train 
your men to use it right. Anyone can learn how in just a few minutes. 


AIM TO LIVE MEANS BUSINESS! You'll find more than half 
your customers’ headlights need aiming right now—and all 
headlamps should be rechecked twice a year. This alone adds up 
to a lot of potential for you, but that’s not all. Many of your 
customers should replace their obsolete headlamps with modern 
platform lens type that can be quickly and accurately aimed and 
give 15% more light. That means a lot of replacement business too! 





NOW IS THE TIME TO GET READY! More and more motor- 
ists will be asking you to check their headlights as this AIM TO 
LIVE program gathers momentum. So make sure you have an 
adequate supply of modern replacement headlamps, accurate 
aiming equipment, and men who can use it right. If you have not 


will reach over 100 million Americans via 
national magazines, Sunday newspaper sup- 
plements, television, publicity and displays! 


already been contacted directly, call your authorized General apessine 
Motors dealer or AC Guide Lamp Supplier for full details. eos 


N 
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Commercial Car News 


{ Monthly Section for those who make, 


RIP 


Ford Dealers to Specialize ... 





New Heavy Truck Plan 


H the introduction of new/|the sales of heavy-duty units in 
heavy-dufy trucks that give) their areas. 


its dealers a fully competitive line, | 
Ford division is bringing an en-| 
tirely new concept in merchandis- | 
ing into the truck-marketing| 
picture. 


This does not mean these dealers 
will be given an exclusive franchise. 
|Any dealer in an area dominated 
| by the “qualified dealer” may sell 
| heavy- uty units. But any Ford 


While all Ford dealers will be |dealer who is not a “qualified” 


allowed to sell any truck in the 
line, approximately 350 have been 
qualified as “heavy-duty dealers.” 
They will be the prime retail and 
wholesale outlets for the new 
heavy-duty line. 

These dealers, who have signified 
they have the facilities, the man- 
power and want to concentrate on 
heavy-duty truck business, are in 
strategic distributing points 
throughout the nation. They will, 
to a considerable extent, control 





RSION from state imposts 
on highway users for non- 
highway purposes reached an all- 
time high of $325,300,000 in 1956, 
according to the National Highway 
Users Conference. This would equal 
all of the highway user taxes col- 
lected in New England, Delaware, 
Idaho, Nevada, North Dakota, 
South Dakota and Montana, with 
nearly one half of a million dollars 
left over. 

New Jersey led the list of states, 
with deviations of 36.7 percent. 
The District of Columbia had 29.5 
percent, Rhode Island 28.8 percent, 
Florida 27.6 percent, Delaware 26.9 
percent and Georgia 22 percent. 
The amount diverted in New Jersey 
was 125 percent of the total Federal 
Aid apportionment and 200 percent 
of the funds for Interstate Systems 
alone. 

Judging from these figures, 
released 


the tax monies collected for 
highway building and mainte- 
nance in his home state to make 
certain that the trucking industry 


Chevrolet Yields 


: Sales Lead to Ford 


2nd Month in Row 


By Kenneth C. Kelley Jr. 
Staff Writer 


RD took the truck sales lead 

from Chevrolet in November 
for the second month in a row and 
the fifth time in the first 11 months 
of 1957. 

Meanwhile, total new-truck regis- 
trations in November fell below 
figures for October and November 
of 1956, according to data com- 
piled by R. L. Polk & Co. 

Ford’s sale total for November 
was 19,331, compared to 18,987 
for Chevrolet. 


For the industry as a whole, 
November registrations totalled 61,- 
920, down 19.48 percent from the 
76,899 for October and off 7.56 
percent from the 66,983 for No- 
vember, 1956. 

Another shift in the standings in 
November saw Dodge take fourth 
place away from GMC. While total 

(Continued on Page 17, Col. 1) 


heavy-duty dealer must get his 
trucks from a qualified dealer. 
> * * 


| RETURN for the extra profit, 
the qualified dealer will provide 
the selling dealer with technical 
and sales aid. He also will work 
out with the selling dealer any 
details such as modification, han- 
dling the tradeins and getting the 
new vehicle ready for pre-delivery. 

Along with this new marketing 
procedure, Ford division is in- 


and fhe American people get what 
they are paying for in roads and 
highways. 

The legislatures of 17 states will 
meet in scheduled sessions in 1958 


but in five of these (California, 
Colorado, Kansas, Maryland and 
West Virginia) the sessions are 
expected to be largely restricted to 
budget and financial matters. 

“Regular” legislative sessions, 
unlimited as to subject matter, will 
be held in 12 states and are ex- 
pected to consider an unusually 
large number of bills relating to 
motor vehicles and traffic. These 
states are Arizona, Georgia, Ken- 
tucky, Louisiana, Massachusetts, 
Michigan, Mississippi, New Jersey, 
New York, Rhode Island, South 
Carolina and Virginia. 


Air-Brake Requirement 

ENATE BILL 328, introduced in 

the Massachusetts legislature, 
would require every commercial ve- 
hicle or semi-trailer unit weighing 
more than 5,000 pounds to be 
equipped with air brakes, including 
a floor treadle valve for the opera- 
tion thereof. If passed, it would 
become effective Jan. 1, 1959. 

In line with GMC Chief Phil 
Monaghan’s prophecy about a 1,- 
100,000-unit truck year coming up 
for 1958 comes a forecast from the 
Associated Genera] Contractors of 
America that construction activity 
in 1957 will break dollar volume 
records for the 12th consecutive 
year and that construction in 1958 
will be up over that. 

The AGCA that con- 
struction during 1957 reached a 
grand total of more than $65 
billion and that a potential mar- 
ket of up to $68 billion exists for 


The 1957 total of approximately 
$65.2 billion performed in the con- 
tinental U. S. consisted of $47.2 bil- 
lion in new construction and about 
$18 billion in maintenance and 
repairs, for an increase of 3 percent 
over the $63.1 billion estimated to 
have been put in place during 1956. 

In reaching the 1957 total, con- 
struction maintained its postwar 
role as the nation’s largest single 
production activity, perenne 15 

(Continued on Page 22, Col, 


stituting a truck-financing pro- 
gram that will put its dealers in 
a competitive position with any 
heavy-duty maker. 

The new fleet-financing plan 
also provides limited dealer liability 
in case of the buyer’s failure to 
complete his payments. 

For years, truck manufacturers 
who also build and sell passenger 
cars through the same dealer or- 
ganization have been trying to find 
a@ profitable sales method for deal- 
ers who want to concentrate on 
truck selling. | 


Truck Dealerships Tried 


— factories have tried ex- 
clusive truck dealers in selected 
cities. Ford, in the past, has set up 
factory-financed and controlled 
truck sales rooms with a full line 
of trucks, many completely equip- 
ped, and has tried other programs 
to assure a more profitable retail- 
truck operation. But for one reason 
or another each attempt failed. 
The latest move in this direc- 
tion has been Dodge’s inaugura- 
tion of modification centers, 
under which certain dealers be- 
come wholesalers in their areas. 
The factory finances a represen- 
tative stock of trucks in the deal- 
er’s place of business for a limited 


Dodge has indicated that this 
program, while expensive to imple- 
ment, is working out satisfactorily. 

The passenger car-truck maker 
always has been faced with the 
problem of competing with the ex- 
clusive truck maker in sizes higher 
than 14,000 pounds GVW. The 
former's dealers usually cannot 
afford to offer the truck buyer a 
wide selection, carry truck sales 
and engineering specialists and 
provide the service demanded by 
the heavy-duty buyer because the 
market is “spread too thin” for any 
one dealer. 

It has always been the policy of 
Ford Motor Co., General Motors 
and Chrysler Corp. that any dealer 
can sell, if he is able, any product 
produced by the division that he 
represents. 


* ¢ @ 
= prevented Dodge, Ford 

division and Chevrolet from 
setting up bonafide exclusive truck 
dealers not subject to the price 
competition of dealers who had no 
particular interest in or proper 
facilities to handle a big truck 
business. 

These dealers, who concentrated 
on passenger-car sales, would 
not invest in technical aid for 
their salesmen, carry no heavy- 
duty units in stock and would 
not demonstrate or make sure 

(Continued on Page 20, Col. 1) 





Top Trucks 


New-truck registrations for 
11 months plus 14 states for De- 
cember: 


1957 1956 
Pos. Make Pos. 
1—273,561 Chevrolet 283,093— 1 
2—261,564 Ford 248,403— 2 
3— 90,813 Intern’! 101,751— 3 
4— 58,392 GMC 77,121— 4 
5— 45,793 Dodge 53,427— 5 
6— 20,193 - Willys 21,247— 6 
7— 12403 Mack 12,253— 8 
8— 11,868 White 14,272— 7 
9— 6,207 Stude. 8,200— 9 
10— 3,258 Diamond T 3,782—10 
1l— 1,963 Reo 2,3807—11 
12— 680 820—12 
13— 18,354 Misc. 11,006 


Total All Makes 
805,549 838,182 
Further details on Page 38. 





sell and service 


{merica’s Trucks, 


ee Me 








Equipped as Ordered— 


Douglas Stever, foreground, helps install a two-speed axle assembly on a D-50) 
with a 193-inch wheelbase at the Lake Erie Dodge truck center in Buffalo. In another 
example of Lake Erie's conversion facilities, the truck at the left is being equipped 


with fifth wheel, saddle tanks and other 
= a > 


Truck Centers’ 


Pleases Dodge, 


AMTHOUGH they have been in 
operation less than a year, 
Dodge already considers its truck 
|} centers successful enough to add 
four centers to the original eight. 


The division plans to open at 
least 10 more in the first quarter 
of 1958, according to John B. 
Naughton, general sales manager. 

Dealer profits have increased 
and sales of heavy-duty Dodge 
trucks have increased 114 percent 
in the areas where the first 
truck centers are located. 


made it possible to make higher 
profits on the sale of heavy-duty 
units and the availability which 
the centers have provided has en- 
abled them to make many sales 
that certainly would have been lost 





without the centers. 
. os 7 


A= center carries a complete 
line of medium and heavy-duty 
and four-wheel-drive models. They 
sell only to authorized Dodge 
dealers at factory wholesale prices. 

The centers are also stocked 
with a large supply of heavy- 
duty truck and assemblies 
and have all of the necessary 
facilities for modifying and con- 
verting vehicles to meet the cus- 
tomer’s exact needs. 

The original centers opened early 
in 1957 at Athens, Ga, Buffalo, 
Denver, Jacksonville, Fla; Lub- 


bock, Tex.; Oklahoma City, Port- 
land, Ore. and San Leandro, 
Calif. 


Four others were opened later in 
the year in Harrisburg, Pa, Salt 
Lake City, Des Moines, and 


Houston. 
7 > 


First Goals Exceeded 


N ELABORATING on the truck 

centers’ performance, Naughton 
claimed that each of the original 
eight had exceeded its first ob- 
jectives. 

“We knew, of course, that we 
weren’t going to penetrate the 
heavy-duty truck market over- 
night and that we had first to 
establish the ground work,” he 
said. 

“We've established a program. 
We have definite objectives by 
quarters for the next five years for 
the centers we have in operation 
and what their market penetration 
figures should be. 

“Our new finance plans have 
worked well. They have put us in 


They claim that the centers have | ,, 


special equipment. 
> o . 


First Year 
Its Dealers 


touch with a segment of the 
market we've never been able te 
reach before. One of the most 
promising things has been the 
great number of fleets interested 
in our trucks and in our financ- 
ing 

“Nationally, our market penetra- 
tion is up approximately 114 per- 
cent in areas where we have truck 
centers. We registered more trucks 
of 16,000 GVW and up in the first 
nine months of 1957 than we did 
in all of 1956. 

> > > 

Y TRUCK center areas, sales 
of heavy-duty Dodge units have 


increased 73 percent in Athens, 
(Continued on Page 18, Col. 3) 


Off-Highway Units 
Defined by U.S. 
For Tax Purposes 


ASHINGTON. — An Internal 

Revenue Service ruling which 
sets up criteria for distinguishing 
between a highway vehicle and an 
off-highway vehicle for tax pur 
poses has been mailed to members 
of the Truck Body & Equipment 


Assn. 

The ruling notes that any article, 
regardless of width, which is de 
signed or adapted by the manufac- 
turer predominantly for off-highway 
use now is exempt from the 
manufacturers’ excise tax. 

Width formerly was an impor- 
tant distinguishing feature. Ve- 
hicles more than 96 inches wide 
were considered nontaxable be- 
cause of limitations imposed by 
state laws upon their use. 

The tax-free width now has been 
raised to 102 inches for tractors 
and for truck, trailer and semi- 
trailer bodies and chassis. However, 
vehicles which can be reduced to 
102 inches or less without “materi- 
ally affecting their designed utility” 
still are taxable. 

In addition, buses and special ve- 
hicles (such as low-bed trailers and 
semitrailers), which by their design 
are intended for general use upon 
the highways, will continue to be 
subject to tax regardless of width, 
weight or construction. 


TRUCK NEW PRODUCTS 


Page 26 
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Dodge Outsells GMC. . . 


Ford Again Leads 
In Truck Volume 


(Continued from Page 16) 
sales were falling, Dodge increased 
its registrations to 4,789 units. 


* * * 


ERE’S how the individual 
H manufacturers fared in Novem- 
ber, compared with October: 


Nov. Oct. 

SER . sacécivecnzesiipvesssees 19,331 28,072 
Chevrolet ............... 18,987 23,269 
Internationa! ........ 7,896 9,080 
a 4,789 3,877 
ji 4,661 5,105 
HUN YS once cece ceeeeee 1,884 2,020 
SEE © scosesvssscccsseeccovs 958 1,265 
I 737 1,047 
Studebaker ............. 403 410 
Diamond T .......... 261 327 
SII, sicsssnssestsceoscsoccsecs 119 140 
Brockway .............. 79 80 
Miscellaneous ...... 1,815 2,177 

ED” -sabetsiesinewsbies 61,920 76,899 


Sales in the first 11 months of 
1957 continued to trail results of 
the like 1956 period. The 11-month 
total for 1957 was 795,925, a drop of 
3.95 percent from the 828,697 regis- 
trations of the like period of the 
previous year. 

> * > 

manner in which individual 
makers cut up the sales pie was 
just about the same after 11 months 
of 1957 as it was in earlier months. 
Ford and Chevrolet along with the 
miscellaneous group have scored 
gains while Mack is up slightly. All 
other producers got smaller shares 
of the market with International, 

GMC and Dodge the big losers. 

For the first 11 months of 1957, 
Chevrolet is still the top seller al- 
though its sales are off 10,000 units 





from the like period of 1956. Sales 
by the division total 270,610 units, 
good for 34 percent of the market 
and a gain of .20 percentage points 
over its showing in the 1956 market. 

Ford has gained 2.82 percentage 
points to 32.48 percent of the 
market with 258,520 units sold. 
Mack’s share is up .08 percent- 


97 a ‘Breather’ 
For Truck Firms, | 
White’s Head Says 


CLEVELAND.—Last year was a 
“breather” for the heavy-duty- 
truck manufacturing industry -and, 
at the same time, a good one for 
both the industry and White Motor 
Co., Robert F. Black, White chair- | 
man, said last week. 

Black said that 1957 gave the 
industry an opportunity to con- 
solidate its gains of the two pre- 
ceding years and enabled some 
companies to balance out inven- 
tories in preparation for a resump- 
tion of the upward trend in de- 
mand. 

He noted that it was a record 
year for dollar sales for White 
and the second-best year for earn- 
ings. 

One of the most favorable devel- 
opments affecting the outlook for 
heavy-truck volume in 1958, he said, 
is the fact that several states dur- 
ing 1957 eased restrictions on 
weight and length of truck-trailer 
combinations. 

Another key factor, he said, is 
the Federal highway building pro- 
gram. 

Black said that with the addition 
of Reo division June 5, 1957, the 
year ended with White selling a 
total of about 17,800 units, com- 
pared with 17,434 a year earlier: 

a * . 
White of Canada Opens 
Third Sales-Service Center 

CLEVELAND. — White’s Cana- 
dian subsidiary, White Motor Co. 
of Canada, Ltd., hag opened a new 
sales and seryieer center in Hamil- 
ton, Ont, - ° 

The 26,000-square-foot center is 
the third opened within two years 
under the Canadian subsidiary’s $2- 
million expansion and moderniza- 
tion p Others are in Mon- 
treal and Toronto. 


age points to 1.54 percent with 
the sale of 12,290 units, 

The miscellaneous group of pro- 
ducers sold 18,649 trucks in the 
first 11 months of 1957, good for 
2.34 percent of the market and a 
gain of 1.03 percentage points. 

GMC’s share of the market slip- 
ped 1.95 percentage points to 7.25 
percent on the basis of 57,689 sales. 
International lost .89 percentage 
points to 11.23 percent of the 
market as sales slipped to 89,422 
units. 

* * a4 
[‘ Dodge loss was .68 percent- 
age points. The division has 
sold 45,181 units to capture 5.68 per- 
cent of the market. 

Other producers, their sales, 
percent of market and percentage- 
point loss are: 


Willys, 19,864 units, 2.50 per- 
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cent, .01-point loss; White, 11,776 
units, 1.48 percent, .23-point loss; 
Studebaker, 6,139 units, .77 per- 
cent, .21-point loss; Diamond T, 
3,160 units, 40 percent, .05-point 
loss; Reo, 1,945 units, .24 percent, 
-10-point loss, and B , 680. 
units, .09 percent, .01-point loss. 

Sales fell off in California but 
the state was able to keep its ac- 
customed place as the top truck- 
buying state in November. 

* + + 


| top 10 states and their 
registrations for November of 


First 
11 Months, 
1957 


How They Fared ... 
Commercial Car Registrations 


By Makes 


First 11 Months, 1957-56 


First Percent 
11 Months, Share of 
1956 1957 


280,114 


1957 and 1956 are: 


Nov., 1957 Nov., 1956 


1. California 6,698 7,205 
2. Texas 5,256 5,313 
3. New York 3,575 3,672 
4. Pennsylvania 3,403 2,965 
5. Ohio 2,698 2,841 
6. Michigan 2,660 2,833 
7. Mlinois 1,967 2,516 
8. Indiana 1,798 1577 
9. New Jersey 1,725 1,708 
10. Florida 1,688 2,270 


Reflecting the national decline in 
sales, November registrations were 
below those for the like month of 
1956 in 33 states and the District of 
Columbia. Sales gains were noted in 


15 states. 








100.00 


* White includes Autocar, Freightliner and Sterling. 


** Miscellaneous includes Corbitt, Divco, Four Wheel Drive, Kenworth, Marmon- 
Herrington, Peterbilt, etc. 
—Compiled from R. L. Polk & Co. data. 


Whether you haul uphill—downhill—or all around the town 





—the Allison Fully Automatic Truck Transmission will enable you 


to haul more payload — faster — safer—and at lower cost than 





ever before—in every type of trucking service 
















7Mtison 


Oty Ge Attn Aide eegiedll ant mitts. 
sion gives you all these cost saving features: 


Torque Converter featuring direct-drive 
lockup— boosts operating efficiency —slashes 
engine and drive-line maintenance. 


integral Hydraulic Retarder—brings 
a new high in road safety—a new low in 
brake and tire maintenance. 


Six-Speed Automatic Transmis- 
sion featuring Triple-Drive Range —for 
faster trip time — increased driver 

efficiency. 


Two Power Take-Off Openings 
—with exclusive torque converter 
drive for more power and faster 
operation of auxiliary equipment. 


Allison Automatic Trans- 
missions are currently sold 
by leading truck manufac- 
turers under various trade 
names. Find out how an 
Allison fully automatic 
truck transmission can 
repay its modest cost 
many times over in your 
trueking operation. See 
your truck dealer or 

write: 


ALLISON DIVISION OF GENERAL MOTORS, indianapolis 6, indiana 


= TORQMATIC DRIVES 
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Stored Under Cover— 


One of the factors in the success of the Lake Erie Dodge truck center has been 
its complete line of trucks. Shown are part of the medium-tonnage vehicles in the 
center's 75,000-square-foot warehouse on the Buffalo waterfront. In this center the 
trucks are stored under cover. 
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Jacksonville, Fla., 


dro, Calif. 


and customers. 


(Continued from Page 16) 


.|Ga., 148 percent in Buffalo, 152 
percent in Denver, 100 percent in Po 
60 percent in 
Oklahoma City, 130 percent in Lub- 
bock, Tex., 189 percent in Portland, 
Ore., and 106 percent in San Lean- 


“In each truck center area we 
are cooperating with outside sup- 
pliers and distributors to take 
care of the needs of our dealers 


“The suppliers and distributors 
of heavy-duty equipment are very 
pleased with our program because 
it is making money for them. 

“The truck centers are making 
money, our dealers profit margin 
has increased sharply, and we’re 
steadily boosting our market 
penetration in truck-center areas. 

“We feel we're on the right 
track toward securing a good big 


10 More Planned .. . 


Dealers, Dodge Laud 
First Truck Centers 


foothold on the heavy-duty-truck 
market.” 


Dealers Pleased, Too 
a also indicate that they, 
too, are pleased with the sales 
advantages which the centers pro- 
vide as shown by the following 
instances where the centers have 
enabled them to get sales they 
would have lost without the centers. 

Frank Ryan, president of A. F. 
Ryan & Son in Oneida, N. Y., for 
instance, said: 

“A customer came to me on a 
Friday and said he had to have a 
truck in Chicago—ready to roll— 
the following Tuesday morning. I 
drove him to the truck center in 
Buffalo on Saturday morning. He 
selected a 2%-ton tractor there and 
we drove it back to Oneida. 


“Sunday we fully equipped it. 





HEIL Hoists 


Dumping time: 12 seconds 
Pump capacity: 16 and 24 gpm 


Independently mounted pump, 
easily. aligned with PTO 













Drive shaft is splined, 15/16-in. 
dia., solid steel 


Only 8 moving wear points, all 
with lube fittings 


Full 50° dumping angle 


Choice of three cab control sys- 
tems 
















Screw-type hoist cylinder head, 
easily removed for servicing if 
necessary 









Ordinary Hoists 


Dumping time: up to 25 seconds 
Pump capacity: as low as 8 or 10 gpm 


Pump in fixed position, often must be 
connected at inefficient angle with 
PTO 


Hollow drive shaft, % or %-in. dia., 
with square-end slip joint 


As many as 15 wear points, some not 
lubricated 


Dumping angle some 45° or less 


Two control systems, sometimes only 
one 


Bolted or welded fixed-head con- 
struction 


You can buy a Heil Hydraulic Hoist — with matching quality dump body — for 


any truck chassis. They’re the best values in the truck equipment industry. Specify 


Heil engineered equipment on your next truck — one unit or a fleet. 


MILWAUKEE 1, WISCONSIN 


THe HEIL co. EEEEEtEeeeee 
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My customer rushed it to Chicago 
and it went out of there on 
schedule Tuesday morning — \esg 
than 72 hours after we wen‘ to 
the center. And Chicago is 53 
miles from Buffalo. 


“I can’t put into words the ‘alue 
of the truck center. It boosts our 
profits on both trucks and pars ag 
much as 10 percent, Immediate de. 
livery and parts availability are 
highly important, and the increage 
in customer satisfaction is remark. 
able.” 

* + > 


_ POLLOCK, owner of Mor. 
gan Auto Sales in Fort Morgan, 
Colo., said: 


“An oilfield construction service 
company in Stoneham—25 miles 
from us—had a breakdown on a 
rival-make truck. They came to us 
for a 2%-ton tractor. 


“We drove one of their men to 
the truck center in Denver (8 
miles) in the morning, he found 
the model he wanted, and we drove 
it back to the dealership that night. 
We added to our profit by installing 
side tanks, fifth wheel, and vacuum 
brakes. 

“Two days later it was operat- 
ing in the oilfields in northeastern 
Colorado. 

“We'd have lost that sale without 
the truck center. This man wouldn't 
have waited until we could have 
gotten the truck from Detroit.” 

> + : 


Back in Heavy-Duty Sales 


IMMY KNOX, Knox-Jensen 
Motor Co. in Lawton, Okla, 
credits the centers with “putting us 
back into the heavy-duty truck 
business and increasing our profits 


20 percent.” 


“In the past,” Knox said, “when 
(Continued on Page 19, Col, 1) 


Truck Tax Valid, 
‘Kansas Court 


Official Rules 





WICHITA, Kans.—The ad 
valorem tax levied on motor car- 
riers by the 1955 Legislature is 
mainly valid, according to a ruling 
of Earl Hatcher, State Supreme 
Court commissioner, who has just 
filed this opinion with the Kansas 
Supreme Court. 


The announcement was made by 
Payne H. Ratner, special counsel 
for the state tax director. 

The decision, according to Rat- 
ner, means that the State has been 
upheld in collections of all except 
$25,000 of the $750,000 in 1956 taxes 
collected from motor carriers. 

A tax on motor carriers’ intra- 
state certificates of convenience 
and necessity and on interstate 
licenses was ruled unconstitutional 
and about $25,000 collected in these 
categories will be refunded. 


Ad valorem tax on the equip- 
ment owned by the carriers which 
was substituted for the ton-mile 
tax by the 1955 Legislature, was 
upheld and ruled constitutional. 


Original action against the tax 
consisted of an injunction suit in 
district court at Topeka, filed by 
the Kansas Motor Carriers Assn. 
representing a number of truck 
companies. This suit sought to bar 
collection of the tax. 


Hercules Forms 
. . * * 

Mixer Division 

GALION, O.—Robert A, Bohmer 
has been named sales manager of 
the new Truck Mixer division es- 
tablished by Her- 
cules Galion 
Products, Inc. 
The division will 
produce and 
market truck- 
mounted concrete 
mixers and port- 
able weigh batch- 
ers and conveyors. 

Formerly known 
as the Hercules- 
Willard line of ; 
concrete maxing R. A. 
machinery, the units were built 
here by Hercules Galion and sold 
nationally by the Willard sales 
organization. Production, sales and 
service now are handled exclusively 
by Hercules Galion. 

Bohmer has been Eastern sales 
manager for Willard Concrete 
Machinery Co. since 1950. 
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Track Centers Praised 





Dodge Says First Objectives Are Reached; 
Dealers Report: Increased Profits 


(Continued from Page 18) 


a customer wanted a truck in two 
or three days or a week, we just 
gave up hope of making the sale. 
We knew it would take 30 to 45 
days to get it from Detroit and 
most custorhers weren’t willing or 
able to wait. 

“lll give you an example of 
how the truck center saved a sale 
for us. A wholesale grocer here 
in Lawton wanted a 2%-ton with 
a short wheelbase. We didn’t 
have it. 

“This grocer had several Dodge 
trucks and wanted to give us a 
chance on this one. But he wasn’t 
willing to wait until we could get 
it from Detroit, and a competitor 
had just what he wanted right on 
the floor in Lawton. 

“We called the truck center in 
Oklahoma City, and they had what 
he needed. I drove to the center 
the next day and got the truck. The 
center had changed the tire equip- 
ment overnight. 

“We drove it to Lawton, painted 
the cab, and the grocer had his 
truck running 48 hours after he 
first phoned us.” 


OLLIER FREEMAN, Robert) 


Malone Motors in Dothan, Ala., 
told how the truck center in Athens 
went out of its way to help him. 

“A fleet account owner came to 
us on a Saturday morning. He 
had just picked up a new freight 
hauling contract and needed a 
two-ton tractor to go on the 
road Monday morning. 

“I phoned Athens and they had 
it in stock. I drove one of my 
customer’s drivers to Atlanta (220 
miles) on Sunday morning. 

“The truck center had driven 
the tractor the 40 miles from 
Athens to Atlanta, and it was wait- 
ing for us when we arrived. It was 
on the job Monday morning. 

“I couldn’t possibly have made 
this sale without the truck center,” 
Freeman continued. 

+ > > 


Customer Can’t Wait 


“yg COULDN'T have held this man 
off another day. He was a 
Dodge fleet man and gave us first 
chance. But competition had the 
model he wanted right in Dothan, 
and he wouldn’t have waited. 
“We get the center’s stock in- 
ventory listing every week, so we 
know exactly what’s there and 
how much it will cost us. We try 
to make a lot of deals now on 
heavy-duty trucks, whereas in 
the past there was just no use 
even trying with a delay of 30 
te 90 days from Detroit. 
“There’s no excuse now for los- 
ing a sale because of availability 
and delivery. In 99 percent of the 
cases, they'll have it in stock at 
the center or else they'll convert 
one for you.” 
= > * 


RANK SCOTT, truck sales man- 
ager of Hedgecoke Motor Co. in 
Amarillo, Tex., terms the centers 
“the greatest thing ever done for 
Dodge dealers.” 

“We had sold a Dodge fleet 
owner a 1957 2%-ton and he had 
been using it with a 40-foot cattle 
trailer on his ranch. He jackknifed 
and badly damaged the tractor. 

“We took him to the truck 
center at Lubbock, where he 
found a three-ton he liked, we 
put on a fifth wheel, and had him 
on the way in 72 hours. 

“Without the truck center, he 
would have gone elsewhere, even 
though he’s a Dodge user. He 
Couldn’t have afforded to have his 
truck idle long enough to order 
from Detroit. 


“The truck- center has enabled 
us to make sales we couldn’t have 
Completed otherwise. Even though 
it’s been open only a little while, 
it has meant a profit of more than 
$2,500 to us in 1957.” 

= * + 


Big Stock Not Possible 
RUCE A. SCOTT, owner of 
Scotty’s Sales & Service in tiny 
Prineville in central Oregon, said: 
“l’m a small dealer and can’t 


afford to stock big models. 
The truck center at Portland 
gives me quick access to anything 
a customer might need. 

“An oil company distributor 
from here was out in the country 
on delivery last summer, It was 
a real hot day and somehow his 
truck caught fire and the com- 
plete rig burned up. 

“I took him to Portland (150 
miles), he selected his new tractor, 


70 Sales Reps Attend 


Excel Body Conference 


DURANT, Okla—More than 70 
distributors and sales representa- 
tives of bus bodies attended the 
annual sales conference of Excel 
Body Corp. here. 

The two-day meeting included a 
tour of enlarged production facili- 
ties. 


it was modified there, and we de- 
livered it to him two days after his 
accident. 


“T had to have that tractor in a 
hurry. I don’t believe there was 
another one in the Pacific North- 
west that would have suited my 
customer. 

“The truck center has enabled 
me to increase my profit up to 20 
percent on each unit.” 

* * * 

AM MARCHETTI, Van Pelt & 
Marchetti in Oakdale, Calif., 
said: 

“The center is a terrific boost for 
us on the West Coast because of 
the time involved in getting a unit 
from Detroit. 

“The owner of a local company 
that hauls dressed turkeys phoned 
us One morning to say his two-ton 
with a refrigerated van body had 
broken down. I called the truck 
center in San Leandro, and they 
had what he wanted. 

“They delivered the tractor to 
a body builder in Oakland early 
that afternoon—five hours after 
my customer called me. 

“It took two weeks for the body 
firm to build the body and install 
the refrigeration equipment, but 
my customer had his complete new 
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Arizona Seeks Repeal 
Of Optional Registration 
PHOENIX, Ariz—A special 
joint state legislative highway 
study committee has adopted a 
report calling for repeal of an 
“optional registration” law gov- 
erning truck licensing in Arizona. 
The committee recommended 
repeal of the 1955 law which per- 
mits truckers to register their 
tractors only, on a formula basis, 
without registering trailers. This 
has cost the State $200,000 to 
en a year, the committee 





unit in operation 15 days after he 
called us. 

“I was in a position to guarantee 
one-day delivery from the center 
to the body builder. That’s how I 
got the sale. Without the truck 
center, I’d have lost it.” 

* * = 


Replaces Rival Make 
AYTON ANDREWS, sales man- 


ager of Marion Motor Co. in 
Ocala, Fla., said: 


“We've made many sales be- 
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cause of the truck center at 
Jacksonville that we never would 
have made otherwise, The truck 
center has increased our profit 
on trucks about 25 percent. 

“A fuel oil dealer near here had 
a rival-make truck that broke 
down. Time was vital to him, be- 
cause of his heating customers. 


“He came to us and we figured 
out a deal on the basis of a two-ton 
tractor ordered from Detroit. We 
agreed on the price and everything 
else, but he said, ‘I can’t wait weeks 
for a truck. I need one in a hurry.” 


* aa . 


“OUR competition in Tampa could 
make immediate delivery on 
the model he wanted. We called 
Jacksonville and they had what 
we needed. 


“The truck center altered the 
transmission and axle and 
changed the tires, then rushed it 
to us (100 miles) and we had the 
man delivering fuel oil in three 
days. 

“My customer would have paid 
several hundred dollars more for a 
rival-model—just to get a truck on 
the road fast. Without the truck 
center we’d never have been in the 
picture.” 





The 
Spicer Pto 


You Need 
Is Available 
Right Now 








‘Because your Spicer distributor maintains a com- 
plete stock of all models of Spicer Power Take-Offs 


and PTO joints at all times, you can depend 
on prompt delivery — whenever you need it — 
wherever you are. Ask your distributor about the 


Joint Replacement Kits °¢ 


Monmouth Clutch Plates * 


Spicer line, or write Dept. 85, Dana Corporation. 


DANA CORPORATION - DEPT. 85 - TOLEDO 1, OHIO 


Products offered by Dana: Spicer and “Mechanics” Type Universal 
Spicer Universal Joints and Drive Lines 
¢ Spicer Transmissions, Clutches and Axles * Auburn Clutches * 
Spicer Power Take-Offs and PTO 


Industrial and Agricultural Joints 
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‘Qualified’ Firms to Handle Heavy-Duty Trucks... i 


Ford Sets 


(Continued from Page 16) 


that the buyer was getting the 
right truck for his work. 

And these dealers would not 
provide facilities and trained truck 
mechanics to service the vehicles 
after selling them. 

But when the truck specifications 
and body and equipment were 
worked out to a customer’s satis- 
faction, some of these basically 
passenger-car dealers were “johnny 
on the spot” with a bid for the 
same truck at a price that hardly 
carried the handling costs on the 
deal. ‘ 

+ = 


Serious Competition Balked 


ER these conditions it has 

been practically impossible for 

any of the Big Three to build up a 

retail truck-sales organization that 

would let their medium and heavy- 

truck lines compete seriously with 
International, Mack and White. 


As the Big Three began to 
build much heavier trucks, the 
problem of becoming serious and 
profitable contenders in the 
heavy-duty business grew more 
acute. 

The industry knew some changes 
had to be made. Truck executives 
knew it, too, but they were “hem- 
med in” by over-all policy patterns. 

But heavy-duty truck dealers had 
to have the protection from the 
“opportunists” in their own dealer 
family to make it worth the in- 
vestment necessary to a profitable 
exclusive truck dealership or fac- 
tory branch. 

Another problem in the heavy- 

field has been to provide fa- 
cilities for quick delivery of a unit. 
Many times the sale hinged upon 
the buyer being able to get the 
truck on the job in a matter of 
days. 


7s approaches by Dodge and 
Ford seem to have achieved 
that end. 


said the program “is not a revolu- 
tion in truck selling but an evolu- 
tion.” While the main tenets of the 

have been outlined, it will 
take a lot of living with the pro- 


gram to solidify it. 
> > > 


No Hard-and-Fast Rules 


R instance, the factory cannot 
lay down any hard-and-fast 
rules at this time as to how large 
a building such a dealer must have, 


stalls he must have for a given 
area, how large a stock of trucks 
he must have on hand at all times 
or how many truck salesmen he 





All-W heel-Drive Data 

CHICAGO.—An eight-page, color 
catalog describing six heavy-duty 
International all-wheel-drive truck 
models of cab-forward design has 
been issued by the motor truck 
division of International Harvester 
Co. It may be obtained by writing 
the company’s Consumer Relations 
Department, 180 N. Michigan Ave., 
Chicago 1, Ill., and requesting form 
CR-205-G. 
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Up Specialty Dealers 


facilities and add to their man-| phia, Detroit, Chicago, Kansas City, |” 
power. Dallas and San Jose, Calif. 
Each “qualified” dealer will op- ~~ © 

erate directly under the truck- ACH d 

merchandising manager in each of E the eomandute saten oe anal a 
perience | — 

the seven regions that have head-| and technical knowledge of the|| 

quarters in New York, Philadel-|49 ford division sales engineers 

= ia on eee a personnel at- 

tac to these regional offices. 
ICC Approves Merger It also is understood that Ford 
Of Two Truck Firms division will not limit the number 


ST. PAUL.—The Interstate Com-| °f associated lines each 
merce Commission has authorized| dealer may elect to handle so 
merger of Koepp Truck Lines,| !mg 28 he has the facilities and 
Inc., with Briggs Transporiation| ©@pital to handle them properly 
Co., St. Paul. The action links the Thus, these qualified dealers in 
two firms in one-line service be-| time may become modification 
tween Chicago and Duluth-|centers for the heavy-duty line in 
a ee Wis., _ between the|the sense that factory branches, 

n Cities and Duluth-Superior. |and to some extent, the Dodge 

George Briggs, president of| Modification centers, now act. A Versatile Truck— 
Briggs Transportation, estimated The regional sales engineers will This four-wheel-drive truck is designed to meet any emergency on the five-mile 
the merger would add about $250,-| aid in the training of heavy-duty| length of the recently opened Mackinac (Mich.) Bridge, world's longest single sus. 
000 a year to the company’s gross| truck salesmen as well as perform | pension structure. Built by Four Wheel Drive Auto Co., the truck has fire fighting 
revenue. Briggs has been operating | other duties in the field in connec-| equipment (asbestos suit included), double boom derrick and other wrecker and 
the Koepp firm under temporary|tion with the marketing of the| tewing units, first aid and rescue equipment and hydraulic aerial platform that rises 
authority. heavy-duty line. 30 feet for cleaning and replacing bridge lights and for other emergency uses, 














LONGER ENGINE LIFE—-The NH-180 Engine with the reduced 

bore runs cooler with lower exhaust temperatures, Replaceable, 

All 7 wet-type cylinder liners assures new engine life after rebuild. 
the things Simple PT fuel injection system has 125 to 250 fewer parts 
than other type fuel systems and gives low maintenance cost, 


youve hoped for top fuel economy. 


RUGGED HIGH MILEAGE MAJOR UNITS—Proved units like the 


are achieved ih the multi-speed transmission with single shift levers and perfect 
gear splits for maximum road performance. . . and the White- 

White 4 400 manufactured high-torque capacity lightweight single reduc- 
TD tion rear axle with the capacity to pull maximum payloads. 


LOWEST CHASSIS MAINTENANCE COSTS—White’s proved chassis 
design with superior cab mountings, chrome manganese heat 

‘ treated frames, exclusive tubular cross mounts, all of high- 
quality materials, and bolted construction. 


THE WHITE 4400TD CAN BE TAILORED TO YOUR EXACT OPERATING REQUIREMENTS KNOWING 
THAT ALL RELATED UNITS ARE ENGINEERED TO YOUR JOB. WHEELBASES FROM 140” TO 212”. 
FRAME SIZES %” (standard), %", %”", SINGLE CHANNEL, AND %” x %” DOUBLE CHANNEL (optional). 


‘ 
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News to Note... 


Truck World in Brief 





ALLEN PARK, Mich.—Comple- 
tion of the first of four major ex- 
pansion projects undertaken by Cal- 
umet & Hecla, Inc.’s Wolverine Tube 
division was announced by D. W. 
Blend, general manager of the divi- 
sion, when divisional headquarters 
were moved to the newly con- 
structed administrative center here 
at 17200 Southfield Rd. 

Executive offices formerly located 
at the Detroit plant at 1411 Central 
Ave., and sales department offices 
formerly located in the Guardian 
Building in downtown Detroit are 
now centralized in a single-story 
air conditioned building. Three 
other projects rapidly nearing com- 
pletion include expansion of fabri- 
eating and manufacturing facilities 
at the Decatur Ala. plant; moderni- 


Detroit and construction of a new 
plant in London, Ont. 


* * + 
Denver Firms Offer Course 
In Personnel Supervision 


DENVER.—A 10-week training 
course in personnel supervision is 
being established jointly by two 
Denver trucking firms — Western 
Auto Transports, Inc., and Ringsby 
Truck Lines. 

The purpose of the course is to 
help supervisors develop an aware- 
ness of the employe’s viewpoint 
and to assist supervisors in cor- 
recting errors, evaluating perform- 
ance and training employes, said 
officials of the companies. 

+ + * 


Denver Firm to Haul 
Lumber from Far West 
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jr. announced that Western Auto 
Transports, Inc., plans to haul 
lumber to Colorado and Wyoming 
from the Far West. 

The plans are based on a final 
order of authority granted Western 
by the Interstate Commerce Com- 
mission, Hall said. This provides 
for lumber delivery to points in 
the two states from points in 
California, Washington, Oregon 
and Idaho. 

The lumber haul gives Western 
a payload on the return trip from 
the West Coast. Much of its equip- 
ment formerly deadheaded home 
after delivering cars and trucks. 

= * = 


Mack Branch to Move 

LOUISVILLE. — Mack Trucks, 
Inc., will move its Louisville fac- 
tory branch to a new building at 
1814-1822 Arthur in March. The 
branch currently is located at 225 
E. Walnut. ‘ 

= * 


ATA Honors Boston Paper, 


Reporter for Safety Crusade 

BOSTON.—At a luncheon meet- 
ing of the directors of Massachu- 
setts Motor Truck Assn., four 
awards were presented to the Bos- 


zation of the 50-year-old plant in DENVER.—President R. R. Hall| ton Herald Safety Crusade for hon- 





“This will make them think 


we're real poor ... then, they'll 
whittle their profit down rather 
than lose the sale!” 





ors attained in the 1957 American 
Trucking Assns. Newspaper Safety 
Writing Competition. 

George P. Harrison, president of 
the state association, presented a 
check for $500 to staff reporter 
Wendell H. Coltin for winning first 
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<4 W PROVED Low 
White has IMPROVED on all these in this new 
ing-size tractor—the 4400TD! 


Reduced displacemerit by smaller bore of the 
ved NH-220 Diesel Engine in the NH-180 version 
180 horsepower 


for greater fuel economy and much 
Pe ee ee 


hassis design refinements that give it perfect 
Spleen bolas een, eat noe 
THERE’S NOTHING LIKE IT IN THE INDUSTRY! 





Matches or Betters The Fuel Economy of Any 


Other Diesel... Plus Far Superior Performance 


Everything about this new King of the Highway—engine, 
chassis units, and design—engineered for today’s business— 
higher annual mileages, tighter schedules, bigger payloads—yet 
operating costs are brought down. It’s the newest product of 
ing. Another convincing proof that 


White creative 


engineering 
White TRUCKS KNOW YOUR BUSINESS. 
Proved long life, dependability and economy for 


highway requirements ranging from 50,000 gross to 


80,000 regardiess of terrain. 







THE WHITE MOTOR COMPANY 


Cleveland 1, Ohio 


SERIES 






King of the Highway. 





Talk about royal performance! For King-Size Mileages and 
Dependability . . . it’s in a class all its own! 


Everything about this monarch of the road 
is proved by billions of low-cost miles. Yet 


\W PROVED CHASSIS STRENGTH AND LOW MAINTENANCE COST 
\/W PROVED DIESEL EFFICIENCY 


FUEL COST AND HIGH MILEAGE BEFORE OVERHAUL 


and safety. New high-torque capacity rear axles 
...-new accessibility . .. 


it’s new right where it means the most— 
for 1958 high-mileage, economical service. 


low center of gravity. 
No wonder your White Representative is enthused 


a SS new Diesel. It introduces to the 
under truly ideal conditions trucking a truly modern highway tractor 
life—a with the great NH-180 —engineered for to- 

day’s operating conditions. 


Find out how this great White 4400TD means 
king-size operating profits in your business. 














FOR MORE THAN &&5 YEARS 


THE GREATEST NAME IN TRUCKS 


place in the series category and 
a merit citation for an outstanding 
single story. A plaque in recogni- 
tion of his first-place award and a 
citation for his single story were 
presented to the Herald by Everett 
H. Jenkins, ATA vice-president. 


+ * * 
Indiana Trucking Firm 
Buys 95 Mack Diesels 


TERRE HAUTE, Ind.— Wilson 
House, president, Eastern Express, 
has announced the purchase of 95 
more Mack diesel tractors as part 
of its fleet modernization and ex- 
pansion program. 

This brings to 245 the number of 
Mack diesel units added to East- 
ern’s fleet in the last two years. 

> . + 


Framingham Truck Named 


Distributor by Kenworth 


SEATTLE. — Framingham Truck 
Sales & Service Corp., Framingham 
Center, Mass., has been named a 
distributor of Kenworth Motor 
Truck Co. in the New England 
states. 

Key executives of the Massachu- 
setts firm are Walter F. Jerome, 
vice-president; Gustav E. Heiber, 
vice-president, and Leland L. 
Waters, general manager and 


treasurer. 
7 - > 


90 Walk-In Trucks Added 


To Curtis Candy Fleet 


CHICAGO. — Curtis Candy Co. 
has added 90 walk-in trucks, cost- 
ing $275,000, to its route sales fleet, 
according to William C. Jakes, 
president. 

The one-ton units have 245 cubic 
feet of cargo space, compared with 
175 cubic feet for the trucks they 
replaced. They were manufactured 
by DeKalb Body Co., DeKalb, IIL, 
and Boyertown Body Co., Boyer- 


town, Pa. 
2 _ 7 


Daybrook Distributor 


CHICAGO.—Erlinder Equipment 
Corp., 12221 S. Indiana ave., Chi- 
cago, has been appointed Chicago- 
area distributor by Daybrook hy- 


draulic division, L. A. Young 
Spring & Wire Corp. Bowling 
Green, O. 


” > > 
Rootes Diesel Land Rover 
Introduced in Canada 

MONTREAL. — Rootes Motors 
(Canada), Ltd., is introducing into 
Canada a diesel-powered Land 
Rover. 

The engine, designed and built 
by Rover Co., Ltd. displaces 126 
cubic inches and develops 52 horse- 
power at 3,500 r.p.m. It is fitted 
with wet cylinder liners and is 
equipped with a distributor type 
self-governing injector pump. 

> . * 


ATA Foundation Names 
Journalism Award Judges 


WASHINGTON.—Six judges for 
the 1957-58 Ted V. Rodgers Jour- 
nalism Awards have been an- 
nounced by Walter F. Carey, chair- 
man of the American Trucking 
Assns. Foundation, Inc. The Foun- 
dation will award $9,000 to writers 
on daily and weekly newspapers 
and magazines for outstanding ar- 
ticles and editorials dealing with 
highway improvement and use. 

The judges are: Dr. Ralph Naf- 
ziger, director of the School of 
Journalism, University of Wiscon- 
sin; Barton Rawson, editor, 
Commercial Car Journal; Robert 
Serling, automotive editor, United 
Press, W: ; John P. Lewis, 
publisher, Franklin (N. H.) Journal- 
Transcript; Arthur E. Moore, Pitts- 
burgh Sun-Telegraph, and Ed Kie- 
ster, assistant managing editor, 
Parade Publication, Inc. 

> 


7. + 
25 Trailmobile Lo-Level Units 
Bought by Service Trucking 


FEDERALSBURG, Md. — Aug- 
menting its fleet of more than 100 
trailers, 25 new Trailmobile Lo- 
Level trailers have been purchased 
by Service Trucking Co., Inc., ac- 
cording to Gilbert A. Banning, 
president and treasurer. 

The new Trailmobiles include a 
number of refrigerated trailers, 
cooled by units which provide the 
melting ot te 
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percent of the gross national prod- 
uct and accounting directly and 
indirectly for more than 15 percent 
of the country’s gainful employ- 
ment. ae 


785,000 Prewar Trucks 


——S in his yearend 
statement points out one factor 
that dealers and truck salesmen 
should remember in scheduling 
their approach to the 1958 sales 
year. That is, that there are 785,000 
trucks of prewar vintage still 
being licensed in this country. 
These trucks are 1941s and earlier 
models making them 15% years or 
more of age. 

The life of the average truck is 
around 7% years, according to the 
statisticians who develop these 
figures. 

This means that there are a 
lot of “clunkers” that should, and 





White Introduces New Tractor— 


The first'of a new group of diesel tractor models, the 4400TD, has been introduced 
by White Motor Co., Cleveland. The Cummins NH-180, with 180 horsepower at 2,100 
r.p.m, will be standard on the new tractor. Wheelbases offered are from 140 to 212 
inches. The unit is also available with other diesel engines rated up to 220 horse- 
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(Continued from Page 16) 


many could, be replaced with 
newer trucks that would be much 
more efficient and less costly to 
operate. And for the most part 
even the “clunkers” are operated 
on the basis that they must pay 
their way. 

The problem for the salesmen is 
that many of the owners of the 
“rolling iron yards” don’t know how 
little it would actually cost them to 
get behind the wheel of a truck 
that could save them the price of 
en NS 


Haulaway Firms Build 

LORAIN, O.—Automobile Trans- 
port Co., Wayne, Mich., and Deal- 
ers T rt Co., Memphis, will 
build two haulaway truck terminals 
On a 65-acre site near Ford divi- 
sion’s new assembly plant here. 
They will be completed in May, 
about the time production is 
scheduled to start at the plant. 


— 


a new truck, perhaps in the firgt 


year of use. 
* * * 


Size-W eight Report 


oe interesting facts have 
come out of the TTMA size 
and weight study report that may 
be of value to truck dealers and 
salesmen who face the job of ‘ gur. 
ing net and gross load capacities 
of the trucks they sell. 

The charts of these studies in. 
dicate that a preponderance o* the 
general freight lies in the shipping 
densities between 25 and 50 Ibs 
per cubic foot. For flowable com- 
modities the shipping densities are 
still heavier. About 48 percent of 
the highway freight weighs less 
than 50 lbs. per cubic foot, while 
only 9 percent weighs less than 2% 
lbs. per cubic foot. 

A report which was given at 
the Highway Research Boards’ 
37th annual meeting by Malcolm 
F. Kent, of the Bureau of Public 
Roads, discusses the implications 
that arise when a density of 5% 
lbs. per cubic foot is considered 
as an end point for the weight of 
commodities which could be 
loaded as to visibly fill the cargo 
bodies of large vehicle combina- 
tions. 


Using this shipping density with 
freight vehicles of maximum 
dimensions allowed by the AASHO 
size and weight policy results in 
maximum gross vehicle weights of 
about 130,000 Ibs. for one-cargo 
vehicle combinations and about 
180,000 Ibs. for two-cargo combina- 


tions. 
. > > 


Open Reo Dealership 
N OLD friend of mine of the 
halcyon Reo days writes me 
that he and his gang that used to 
operate the Reo branch in Boston 
have bought the branch and will 
operate it as a dealership. 


With Ted W. Paul, whom I first 
knew in Reo years ago, are John 
O’Hare, formerly with Brockway 
but for the past year with the Reo 
branch, who will act as sales man- 
ager; Russ Comeau, with Autocar 
for years but with Reo for the last 
two years as parts manager; Bill 
Murray, who has been service 
manager with the branch since 
1941, and Charles Costa, shop fore- 
man, who has been with the Reo 
branch for the last 13 years. 

Ted .telis me that they not only 
represent Reo 


The name of Ted’s new truck 
home is Truck Center, Inc., at 1033 
Massachusetts Ave., Boston. 

The 1958 Ford Body Builders 
Layout Book for Ford trucks is 
now available for those body build- 
ers and equipment makers who 
need chassis and cab dimensions 
from which to work. The book con- 
tains data on every model from 
the F-100’s to the F-1100’s, the C 
series from 550 to 1100, and the B, 
P and T series models. 


Harvester Offers 
‘Select-O-Matic’ 
On 7 More Series 


CHICAGOW—tThe International 
Harvester Select-O-Matic transmis- 
sion has been made available in 
seven additional heavy-duty model 
series in the truck line, including 
four and six-wheel cab-over-engine 
and conventional units powered by 
six or eight-cylinder gasoline or 
LPG engines. 

They are the conventional models 
A-180 and RF-200, and cab-over- 
engine models COF-190, VCOF-190; 
CO-200, VCO-200: and COF-200. 

Select-O-Matic is now available 
in 22 Internaticnal heavy-duty 
truck model series. Driving effort 
is reduced through elimination of 
the clutch pedal, while positive con- 
trol of gear selection by the opera- 
tor is retained for maximum safety 
under all operating conditions, the 
company said. 

The transmission features an 
electrc-hydraulic clutch and a 
torque converter of International 
design, both coupled to a five-speed 
synchromesh transmission. The 
clutch is disengaged for shifting by 
a “magic” button on the underside 
of the gear shift knob. 
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Will End This Year... 


Business Dip Viewed 
As Normal Trend 


By Kenneth C. Kelley Jr. 
Staff Writer 


HE current business downturn 

is a normal readjustment which 
will work itself out with a min- 
imum of damage before the end of 
this year. That is the picture of- 
fered by Dr. Marcus Nadler, con- 
sulting economist to the Hanover 
Bank, New York. 

Nadler is quick to point out the 
readjustment is going to hurt some 
—unemployment will rise and sales 


in some lines will 

News drop. 
Concerning new- 
of car sales, he stated, 
Finance if one takes 


into account the 
high price of automobiles, the un- 
willingness of lenders to ease terms 
of financing and the less favorable 
outlook for employment, one can- 
not expect 1958 to be as good an 
automobile year as 1957.” 
On the bright side, Nadler 
—y out that there are no 
serious abuses that need to be 
adjusted during the readjustment 
period, so the downturn should 
be rather mild and brief. He 
stated flatly that a depression of 
the type experienced in the 1930s 
is out of the question. 
Adjustment in credit policies by 
the Federal Reserve Board, a 
limited Federal deficit and other 
carefully considered Government 
actions will tend to hasten the day 
when the economy turns upward 
again, Nadler observed. 


The economist’s survey concluded 
with a warning that massive Gov- 
ernment action to spur the econ- 
omy was not only not needed but 
also might revive fears of inflation. 


Calm Outlook Scorned 


ee appraisals of economic 
declines, such as that offered 
by Nadler, meet with little favor. 
For that matter, temperate apprais- 
als of the good and bad elements 


in any boom often draw public) 


criticism. 

Any calm appraisal of a downturn 
contains at least a hint that the 
writer sees some good mixed in 
with the bad of declining business 
activity. The good in a decline 
stems from the fact that large, in- 
dustrial economies tend to get out 
of adjustment and a readjustment 
simply must be made sooner or 
later in some way. 


Along this line, = rather point- | 
less argument comes up time and | 


again in any period when unem- 
ployment begins to rise. 


Someone observes that unemploy- | 


ment really isn’t too bad because, 
say, only three million are out of 
work. The observer 
more in terms of the 65 million who 
are working, rather than the three 
million who aren’t. 


The observation is quickly met 
with a sharp reply that unemploy- 
ment is terrible for those three 
million who are out of work. 


Similar pointless controversy can 
stirred up with observations 
that sales or profits are off by “only 
one or two percent” or that busi- 
ness failures are up “only three 
Percent.” 
* * * 


Better Method Implied 


on hole in these arguments is 

the implication that there is 
Some better way to work out the 
maladjustments that creep into an 
economy of 172 million people 
Operating at a rate well above $400 

on a year under the diversified 
direction of about half a million 
corporations, more than half a mil- 
lion partnerships and more than 
2% million businesses run by indi- 
viduals. 

Few will deny that these malad- 
justments creep in. It is then a 
question of either preventing them 
~d finding a better way to correct 

em. 


Prevention of the rather minor 
Maladjustments now being experi- 
enced would require Government 
control of virtually every act by 
every citizen in the U. S. There 
are many who doubt that even that 





| 


| 
| 
i 
| 


is thinking) 


type of all overall control would 
work. 


Keeping unemployment below 
10 percent of work force is one 
thing. Keeping unemployment 
under one percent of the work 
force is at least a thousand times 
more difficult. 

Even with all the totalitarian 
power at its command, the Russian 
government is not capable of cop- 
ing with one of its top economic 
problems right now, War casualties 
and a reduced birth rate during the 
first years of World War I cut 
deeply into the age groups which 
are now entering the labor force. 

+ * oa 


An Unwelcome Solution 


BOLSTER the labor force, 
soldiers are sent home by the 
Red Army. Cutting military 
strength is hardly the way the 


TRUCKS 


Ae 
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Soviet leaders like to make this 
adjustment but it is the course 
forced upon them. 

This year’s birth rate in the 
U. S. will lead to a shortage or 
surplus of workers in the coun- 
try about 1976. No one knows 
whether it will be a shortage or 
a surplus and, by 1976, no one 
will be able to do much about it. 
If maladjustments in the econ- 
omy cannot be prevented and 
nothing happens to correct them 
before they get out of hand, the 
boom rushes on to one of two dis- 
asterous conclusions — runaway in- 
flation or a serious crash and de- 
pression, 

+ * * 


Bright °58 Forecast 
By GE Lamp Manager 


A healthy 5 percent increase in 
sales and the expenditure of more 
money ($15 million) for plant 
modernization and equipment 
than in any single year in its his- 
tory has been forecast for Gen- 
eral Electric’s lamp division in 
1958 by Donald L. Millham, gen- 
eral manager. 


The lamp division, Millham | 


J 


said, is anticipating a business 
rise early in the second quarter. 
This is about three months ahead 
of what has been predicted for 
business in general. Terming 1957 
as a year of “disappointment,” 
Millham said he viewed the com- 
ing year with optimism, with 
relatively stable employment and 
@ general improvement in busi- 
ness. 
= * * 


Lee. Rubber Reports Gains 
In Sales, Profit for Year 


Lee Rubber & Tire Corp. reported 
sales of $48,601,093 in the fiscal year 
ended Oct. 31, an increase over the 
$46,581,943 total for the previous 
fiscal year. 

Profit for the year was put at 
$1,762,581, up from the $1,612,800 
for the previous year. The company 
| said the sales total was the second 
highest in the history of the firm. 


> * * 


|Walker Mfg. Sets Records 


In Sales, Profit for Year 

Sales and profit of Walker Mfg. 
Co., Racine, Wis., set records in the 
fiscal year ended Oct. 31, the com- 
pany announced. 
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| sented 
| losses on the sale of assets and re- 
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compared with $34,426,047 in the 
previous fiscal year. Earnings were 
equal to $7.22 per share on the 296,- 
251 shares outstanding, compared 
with $4.92 per share on 241,034 
shares in the previous year. 

+ + * 


Twin Coach Loss 
Tops $2.8 Million 


An estimated loss of $2,850,000 for 
1957 was announced by Twin Coach 
Co., Kent, O. In 1956, the company 
lost $770,793. 

Total 1957 sales were approxi- 
mately $28,500,000. This was an in- 
crease of $4 million over 1956. 

William H. Coleman, who was 
elected president last September, 
said the company’s 1957 operating 
loss totalled approximately $850,000. 
The remaining $2 million is repre- 
largely by non-recurring 


valuation of inventories, he said. 
> * s 


Woodall Industries 


Woodall Industries, Inc., fourth 
quarter, 1957: Sales, $6,590,146; net 


Net sales were put at $36,237,544,| earnings, $385,520. 


when they are 
equipped with 


EATON 2-SPEED AXLES 






a trucks have to go—on or off the highway—Eaton 
2-Speed Axle equipped trucks go quicker—and at lower cost per 
mile. That’s because Eaton 2-Speeds provide o right gear ratio 


for every hauling situation. 


To enable truckers to ‘“‘“make time” on the open highway, Eaton 
2-Speed Axles provide a HIGH-HIGH ratio—trucks GO at top 


legal speeds. When POWER is needed on steep grades or to 
pull out of tough off-the-highway spots under full load, drivers 


select the LOW-LOW ratio—and GO! This wider choice of gear 
ratios means reduced stress and wear on engines and other vital 
truck parts. It means that Eaton 2-Speed Axle trucks keep GOing 
for many extra thousands of trouble-free miles—they cost less to 
operate and maintain, and are worth more at trade-in time. 


E ATO 








CLEVELAND, 


AXLE DIVISION 
MANUFACTURING 


More than Two Million 
Eaton Axles in Trucks Today. 
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OHIO 


@ -roovcr $: Engine Valves e Tappets e Hydraulic Valve Lifters e Valve Seat Inserts « Jet Engine Partse Hydraulic Pumps 
Motor Truck Axles « Permanent Mold Gray Iron Castings e Forgings e Heater-Defroster Wnits « Automotive Air Conditioning 


Fastening Devices e Cold Drawn Steel « 








Stampings e Gearse Leaf and Coil Springs e Dyngmatic Drives, Brakes, Dynamometers 
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You’ve got a goodwill ambassador} 


Ford Times shows people unusual places to go in their 58 Ford—like this scenic new section of the Pan-American Highway at the Mexico-Guatemala border. 


Readers learn unusual bits of information about historic landmarks as This Mackinac Bridge painting illustrates a Ford Times news story dealing with new roads, t ‘ nd fac 
they turn the pages. This one is Washington, D.C.’s Ford Theater. ; 
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the FORD TIMES 


and facilities being opened to the public. 





february 1958 





Each month, we send out some 1,200,000 copies of 
FORD TIMES to people that you Ford Dealers 
select from your own community. Constant first- 
hand evidence of its popularity — thanks from 
subscribers, requests to be put on the mailing 
list, the sight of well-thumbed copies in schools 
and professional waiting rooms—proves the 
worth of this unique magazine. 


Its broad circulation indicates that people 
everywhere are interested in FORD TIMES’ 
hints on where to go, what to see, where to eat; 
they appreciate the tips on Americana, fishing, 
hunting, antiques, recipes, puzzles, handicrafts, 
hobbies—even the latest in camping equipment. 


FORD TIMES helps create respect and good 
will for you in your community. And because its 
modest cost is shared by Ford Division, it’s an 
economical way to attract key prospects and 
keep customers. 


One more reason why it’s great to be a dealer in the 
Ford Family of Fine Cars 
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Readers learn that Ford Motor Company is active in 
many fields of research and engineering—like this Far 
Side Missile for U.S. Defense. 





Ford Times helps you tell prospects about new models 
by featuring them in unusual ways. 






Ford Times’ readers learn about exciting vacation spots 
and discover their legends, beauty and accessibility. 





i EAS SOON 
For food lovers, places like Normandy Farm in Maryland 
are singled out and their favorite recipes featured. 
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COMPRESSOR—A compressor unit, spe- 
cially designed for servicing Truck tires, 
has been announced by Binks Mfg. Co., 
3122 Carroll Ave., Chicago 12, Ill. The 
unit con be mounted in the bock of a 
small pickup truck. Known as the Model 
33-1039, the two-stage tank-mounted unit 
has a 30-gallon tank built to ASME speci- 
fications for 200 pounds working pressure. 
Standard tank pressure from 165 to 175 
p.s.i. is maintained by a VD constant 
speed unloader. The unit is powered by 
@ standard, 7.5-horsepower gasoline en- 
gine with a speed of 2450 r.p.m. at full 
load. 





UTILITY BOX—A pickup truck steel utility 
box morketed under the name of Impact 
“Stowaway” is now available to the 
jobbing trade. This new carry all fits all 
pick up trucks and can be assembled in 15 
minutes. Special features include a tamper 
proof key lock and a full length con- 
tinvous hinge. Weight is approximately 
60 pounds, ond has a capacity of ap- 
proximately 8.2 cubic foot. Ray Brown 
Automotive, 5656 Santa Monica Bivd., Los 
Angeles 38, Colif. 





BODY-HOIST CHART—Truck dealers and 
salesmen can specify the exact dump body 
and hoist to install on any given truck 
chassis to havi a stated material with a 


slide-chart available from Daybrook Hy-- 


dravlic Division, lL. A. Young Spring & 
Wire Corp., Bowling Green, O. The slide- 
chart is called the Daybrook “Field En- 
gineer.” Simply by using a series of 
tables and charts on the slide, any truck 
dealer or salesman can determine correct 
body lengths, proper hoists and per- 
centage of front axle loads for any given 
single axle or tandem axle truck chassis, 
it is claimed. 
a a 


Bundyflex Tubing Called 


Choice of Auto Makers 
Bundyfiex copper-fused steel 
tubing has been chosen by car 
manufacturers as air feeder lines 
for air suspension systems, accord- 
ing to Everhot Products Co., 2001 
W. Carroll Ave., Chicago, Il. 
Bundyfiex tubing, which is 
copper-fused, tin coated and seam- 
less, is the only tubing double- 
walled from a single strip with 
bevel edges, the firm says. Bundy- 
flex tubing is also used interchange- 
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ably as brake lines, gas, oil and oil- 
filter lines, Everhot added. 





TAIL GATE—An elevating tail gate 
known as the “Weight Lifter,” powered 
model, mounts underneath a pickup to the 
truck frame with four bolts. (No Protru- 
sions or posts above the truck body.) It 
is 12 of six-volt battery-electric-hydraulic 
powered, with the reservoir, pump, valve 
and control switch all in one unit. This 
control package mounts in a convenient 
place on the side of a truck body, with 
only the leads to the battery to hook up. 
it has an 800 Ib. lifting capacity, and 
according to the manufacturer, H. S. 
Watson Co., 1316 Sixty-seventh St., 
Emeryville, Colif., lifts this lood in five 
seconds. 

ee a 


Interchangeable Cab 


Designed for Fork Trucks 


A cab interchangeable among 
four models of the company’s 
Clarklift line of fork trucks has 
been introduced by the Industrial 
Truck Division, Clark Equipment 
Co., 1921 Escote St. Battle Creek 
80, Mich. 

Interchangeability, the manufac- 
turer points out, is provided to 
reduce the number of cabs required 
by fork-truck fleets. 





MUD-FLAP BRACKETS—fFrvehouf Trailer 
Co., 10941 Harper Ave., Detroit, Mich., 
hes put on the market a contour mud 
flop bracket which enables truck and 
trailer operators to economically comply 
with the new Illinois mud flap low. 

These contour brackets enable the 
operator to utilize his existing mud flap 
equipment, it is said. The bracket can be 
installed on practically any trailer or 
straight truck. When the present flaps 
ore secured to the brackets they are 
transformed into the legally required 
contour shape, it is claimed. 

et 





IMPACT WRENCH—Rusted muffler fas- 
teners are said to be loosened speedily 
and easily with an electric impact wrench. 
Using a Y-inch Thor SpeedWrench, a 
mechanic is shown spinning off rusted 
muffler clamp fasteners, The power and 
speed of this electric wrench, manufac- 
tured by Thor Power Tool Co., Prudential 
Plaza, Chicago 1, Ill., cuts removal and 
replacement time by more than half, it is 
claimed. ‘ 











TIRE PATCH—The Tru-Balance ‘“‘Life- 
time” tire repair unit, designed for off- 
the-road and heavy-load carrying tires, 
has been morketed by Patch Rubber Co., 
Akron, O. Every ply end in the patch is 
serrated and every ply end gum stripped, 
offering three times the grip of a straight 
edge, it is climbed. The patch is cush- 
ioned on two sides, a zinc oxide “cream™ 
being used on one side to reduce trans- 
mitted heat and improve flow of cushion 
gum into the buffed area, and biack 
cushion on the other. The patch is said to 
outlast several retreads. 

i ae 





WHEEL DOLLIES—Handling wheel loads 
vp to 2400 pounds is a line of four 
models of Salsbury Hercules Wheel Dollies 
introduced by Salsbury Corp., 1161 E. 
Florence Ave., los Angeles 1, Calif. The 
dollies ore used for removing, replacing, 
lifting and transporting heavy single or 
dvol wheels, They feature 4-inch swivel 
wheels for straight line manevveroability, 
three-point suspension for uneven floors 
and a specially designed 2-inch leveling 
adjustment screw for horizontal alignment. 
Heavy-duty models are equipped with 
hydraulic jocks. 

e-¢ @ 





TRAILER HITCH—Premier Mfg. Co., 
Portland, Ore., has developed a trailer 
hitch, the Premier 590, which the Oregon 
State Industrial Accident Commission has 
approved for all highway uses. It is a 
fully avtomatic, swivel pintle type hitch 
to accommodate a two-inch drawbar eye. 
The hitch has a breaking strength of more 
than 80,000 pounds and weighs 27 
pounds. 





4 
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ACCESSORIES KIiT—This kit for carry- 
ing drill accessories, known as Model 
No, 80K35, is being marketed by Wen 
Products, Inc., 5808 Northwest Highway, 
Chicago 31, Ill. The box comes filled with 


the accessories shown. 
* * *& 


Alexander-Tagg Markets 
Heavy-Duty Mufflers 
“Engine-Mated” mufflers for use 


with heavy construction equipment 
are offered by Alexander-Tagg In- 








NEW PRODUCTS 


dustries, Inc., 400 Jacksonville Rd., 
Hatboro, Pa. 

The welded steel mufflers are 
available along with stacks, duals 
and other exhaust-system parts and 
accessories. 





ELEVATING TRAILER—A hydraulic ele- 
vating trailer for all-purpose hauling has 
been announced by Easy Loader, Inc., 
6910 Chase Rd., Dearborn, Mich. The EZ- 
Loader has a hydraulically operated bed 
which lowers to ground level for easy 
loading and then raises to hauling posi- 
tion. It is unnecessary to detach trailer 
from havling vehicle for loading or un- 
loading. Tail gate forms heavy-duty 
loading ramp as well as secure body 
closure. Rated at 2,000 pounds capacity, 
unit is of all-steel construction and weighs 
only 960 pounds. 


ALUMINUM DUMP TRUCK—This is said 
to be the largest aluminum dump truck 


in the world. Built of metal supplied 
by Aluminum Co. of America, the colossus 
has ao capacity of 37% cubic yards and 
weighs 27 tons. Its wheels alone are more 
thon five feet high. A special feature is 
a heated dumper floor, Built by Mack, 
the aluminum rig is powered by a 335 
horsepower turbocharged diesel engine 
end contains a four-speed torquemotic 
transmission with a torque converter. It 
measures 30 feet, 3 inches in length, is 
12 feet, 4 inches wide, and 11 feet, 11 
inches high. 
2s 


Heil Uses Aluminum 


To Build Rock Bodies 

Heil Co., Milwaukee, has com- 
pleted the first of a series of large 
rock bodies fabricated from special 
aluminum alloy plate and extruded 
sections. 

Other features of the off-highway 
units are all-welded construction, 
great size (about 36 cubic yards 
heaped), rounded interior corners 
to prevent adhesion of sticky ma- 
terial and heated floor construc- 
tion. The units will be used to haul 
bauxite in a Caribbean mining 
operation. 





BATTERY TESTER—The No. 655 battery 
condition tester is the latest addition to 
the line of Hoyt automotive electrical test. 
ing meters according to its sales division, 
Burton-Rogers Co., 42 Carleton St., Cam- 
bridge 42, Mass. This four inch diometer 
D. C. voltmeter has an easy-reading, self- 
explanatory scale for precision testing of 
all six and 12-volt batteries. The ex- 
panded scale, readable to 1/100th of a 
volt, has defined color areas indicating 
battery condition by three tests: No-load 
method, load method using starter and 
proper setting of voltage regulator. 

* * 





AIR CONDITIONER—"Sweat box" con- 
ditions in the driver's cab in the heat of 
summer are said to have been eliminated 
by Hewitt Moving & Storage Co., Cadillac, 
Mich., by the installation of Kysor air- 


“ | conditioners mounted atop the cab. The 


all-metal units deliver cooled air to the 
cob interior and sleeping quarters at 
the rate of 340 feet per minute, main- 
taining a constant temperature in the 
70's in the hottest weather, it is claimed. 
Starter button is conveniently located in 
the cab roof. 





TRANSPORT UNIT—"‘Master Max," the 
stepdown, lightweight propane transport 
unit made of T-1 steel, manufactured by 
Master Tank & Welding Co., Dallas, Tex., 
is said to meet the latest ASME code 
ruling, 1204-3, requiring a two-inch 
straight flange with a knuckle section on 
all T-1 steel transports. Purpose of the 
fiange is to elevate strain on the curved 
sections of stepdown tanks constructed 
of T-1 Steel—the lightweight highest 
tensile steel approved for LP Gas. “Master 
Max" tanks come complete with a choice 
of tractors. 











POWER WRECKER—The “Profit Maker" wrecker is designed for mounting on any 
% or one-ton truck with four-speed transmission and helper springs. The telescopic 
boom is said to make possible such jobs as motor removal, truck loading and a 
variety of similar lifting and raising jobs. Boom capacity in normal towing position 
is 2% tons, fully extended it is 500 pounds. The unit weighs 750 pounds, Ashton 
Power Wrecker Equipment Co., Inc., 1701 W. Lafayette Ave., Detroit 16, Mich. 
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Now With The New RAMBLER AMERICAN... 


Rambler Dealers 


Can Sell A Car 
For As Little As 


104 MONTH 


*Yes! You can sell a Rambler American Deluxe Sedan at the full factory delivered 
price, equipped with Directional Signals, Reclining Seats and White Sidewall Tires 
—including finance charges at 6% on a 36 month contract, % down, for $40.10 a 
month. This, of course, does not include freight, insurance or state and local taxes. 








We have the Product for the 
Expanding Compact Car Market... 
YOU Have the Opportunity! 


Director of Dealer Development 

American Motors Sales Corporation 

Detroit 32, Michigan 

Gentlemen: Will you please provide me with more complete information 
about the Rambler franchise. | understand that | am under no obligation 
and my inquiry will be held in the strictest confidence. 

Rambler Franchises also available in important Export Markets. In Canada write to: 
American Motors (Canada), Ltd., 2951 Danforth Ave., Toronto aaa cccesasenscennretacrnensiecerincenicnsess cena inpeiedninihipanctincaianciniuataclagpiiasianiaatigaiipentaiaininaiitiediaeites 
II cscccssoreentieenstaeseipaineninnanttiiatimincitaiaieasi nine iantadinias intent iatmeamemaal 
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MAIL THIS COUPCN TODAY! 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





Unhappy Practitioner Blasts Auto Engineering Setup 
“ 4 UTOMOTIVE engineering is for the birds.” 

This is the considered conclusion of one engineer who 
has spent nine years as a product and process engineer for 
one of the Big Three auto makers. 

This man, who has a college degree in industrial engineer- 


ing, has held three positions 
during these nine years and 
now is earning in excess of 
$700 a month. 

Money, however, isn’t the sore 
point with him. More than any- 
thing else he’s unhappy about 
his future in the industry. 

His other “gripes” concern his 
firm’s lack of initiative, his in- 
ability to make use of his educa- 
tion and his inability to get per- 
sonal satisfaction from his job. 

“To start with,” he said, “promo- 
tions depend on which clique, if 
any, you belong to. These cliques 
are usually comprised of former 
associates from other divisions or 
departments in the company. 
“And, regardless of how success- 
ful the former organization was, 
these guys move up when there are 
openings. Naturally, this kills all 
incentive for the men who were in 
the department first. As a rule, the 
men who win the promotions are 
good, but they’re not deserving.” 
2 ” . 


‘Join the Right Clique’ 

Toe heard an executive justify 
such a move in this way: ‘This 

guy worked for me a while ago. I 

know he can do the job; so Ill 

bring him in from outside the de- 


‘dumped us all on the market.’ 
No matter how good a job a man 
does, they'll Ss = 


time. You’re 


sure, but... 
is ‘made available.” 
> £ 


‘Afraid of Mistakes’ 





until the competition has come out 
with it. 

He commented, “They’re so afraid 
of making a mistake, They think 
that if they make a mistake or two, 
they'll jeopardize their jobs—which 
is probably true. But the system 
shouldn’t work that way.” 


Switching to a discussion of 
engineering education, he said, 


that he never has used a fraction 
of his college education in any 
of his jobs. 

He added that he already has 
forgotten more than he learned in 
college. However, he said that in 
some specialized jobs the engineers 
make better use of their schooling. 
The dverage engineer is lucky if he 
uses 10 percent of what he learns, 
he added. 

“Any high school graduate,” he 
continued, “with a basic design 
background and a little mechanical 
know-how could handle any of the 
jobs I’ve had. The fact is, my boss 
is just a high school graduate, and 
he has three engineering graduates 
working for him. 

7 > * 


Speaking and Writing 
= Amore eight supervising en- 
gineers in one of my previous 
departments, none was a graduate. 
They just happened to be in the 
right place at the right time.” 
This engineer said that a major- 
ity of the non-graduates were very 
capable men but he thought even- 
tually there will be all college men 
in the good positions because “the 
college men will eventually get the 
experience, but the experienced 





Thugs Have Good Cry, 
But Get No Cash 


ATLANTA.—Burglars tore the 
dial off a safe at Frank Gra- 
ham Oo. (Lincoln-Mercury- 
Continental) and got a blast of 
tear gas, but no cash. 

They left without reaching the 
contents of the safe. 





men probably won’t get the col- 
lege.” 

“The colleges,” he maintained, 
“fall short in their educational 
methods, mostly on reports. 
There’s an awful lot of report 
writing required of engineers 
these days, The universities 
should stress this. 

“In college, you may be required 
to write one big report a year. In 
industry, you make 100 small con- 
densations or reports to every big 

one. 

“The ability to express yourself 
is important if you’re going any- 
where in this business. You often 
have to speak to groups of 30 or 35 
persons in making a presentation. 
The public speaking courses in 


college are all right but you don’t 
get enough experience.” 
* + * 


College ‘Too General? 


——— up this situation, he 
said that colleges and univer. 
sities aren’t giving their students 
enough of the information that 
will equip them for industry. 

“The colleges aren’t following in. 

dustry,” he continued. “They’re too 
general. Maybe there should be a 
specialized course of training after 
you get on the job.” 

Asked about the reported short. 
age of engineers, this man said, 
“Yes, there is a shortage of 
actual engineers. ['m referring to 
men who have the ability plus the 
aptitude plus the degree. 

“Most recent engineering grad- 


uates don’t want to go on the 


drawing board because of the 
drudgery. They want the title and 
the other compensations in a 
hurry. I believe every man should 
have three to five years on the 
board, I spent 3% years learning 
layout and detailing on a board.” 
In answer to a question, this 
engineer said, “I don’t believe that 
a union would be worth a darn in 
the product engineering field be- 
cause this field has to depend on 
ability—not seniority. But I'll admit 
it’s not working that way now.” 


For Todays Most Complete Line of Quality 
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train that provides the very 
maximum in single reduction 
performa 


Whatever your requirements 
for highway or off-the-road 
equipment —Timken-Detroit 
offers you a full line of driving, 
trailer and front axles... 
brakes and gear boxes... 
backed by over 50 years of 
manufacturing experience and 
proved by field performance 
and laboratory testing. 

One example of the engi- 
neering features and superior 
quality built into every 
Timken-Detroit product is the 
improved ‘3 for 1’’ Letter 
Series Axle. 
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road. 


















This advanced single-speed 
double-reduction final drive 
delivers consistently high per- 
formance either on or off the 


2-SPEED 
HYPOID SINGLE-SPEED HYPOID-HELICAL 
SINGLE-REDUCTION | HYPOID-HELICAL DOUBLE-REDUCTION! 
A rugged single-speed power DOUBLE-REDUCTION! This final drive gives you the 


most advanced two-speed 
double-reduction gearing 
available today. 
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What's New... 
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In Parts and Accessory Distribution 


WARREN, O. — Hull Mfg. Co., 

ucer of compasses for automo- 

biles, is observing its 25th anniver- 

and has introduced a compass 

in silver finish to commemorate the 
event. 

Other colors offered are jet black, 
Nassau blue, Bermuda green, desert 
sand and Adirondack gray. The 
compasses may be installed in 
boats and small aircraft as well as 
cars. 

The company said that about 
two-thirds of the estimated four 
million car compasses now in use 
were built by Hull. The Hull com- 
pass, as an auto accessory, was de- 
veloped 25 years ago by Walter E. 
Hull, company president, 

= + 


Bosch Plans to Set Up 


Schools for Blaupunkt 
NEW YORK.—Robert Bosch 


Corp. has announced plans to con- 


throughout the U. S. for Blaupunkt 
car-radio distributors. 

Blaupunkt technicians, direct 
from the German factory, will set 
up one-week schools in major cities. 
Five Blaupunkt models are being 
sold in the U. S. 

> + * 


Black & Decker Branch 


TAMPA, Fla—Black & Decker 
Mfg. Co. has opened a new sales 
and service branch here at 3407 S. 
Dale Mabry Highway. 

> + = 


Wholesaler Course Slated 


For Ohio State U. in June 


CHICAGO.—P lans have been 
finalized fer holding the seventh 


University, Columbus, O., accord- 
ing to the National Standard 
Parts Assn. 


The course is sponsvred by the 


duct technical training programs| National Assn. of Wholesalers. 





Wholesaler members of NSPA 
attend through their association’s 
affiliation with NAW. 


+ > * 
AP Merchandising Kit 
TOLEDO. — “Profit-Product- 


Promotion” is the theme of this 
year’s Muffler Specialist Kit being 
distributed to dealers by AP Parts 
Corp. A feature of the merchan- 
dising kit is a three-color booklet 
outlining dealer selling strategy 
based on quality, performance and 
acceptance plus the high volume 
and profits available to aggressive 
dealers. ‘ 
* = 


3 Judges Are Selected 


For MEWA Essay Contest 


CHICAGO. — Judges have been 
chosen for the annual assay contest 
for members of the Young Execu- 
tives Group of the Motor & Equip- 
ment Wholesalers Assn. The essay 
theme is “How Wholesalers Can 


Conduct On-the-Job Employe 
Training Programs.” 

The judges are Carl Johnson, 
Johnson Bros. Auto Supply Co., 
Wichita, Kans.; Paul Erhardt, Paul 
Erhardt, Inc., Salem, N. J., and 
Robert L. Sirotek, Illinois Auto 
Electric Co. ‘ 

+ * 


Portland Boosters Elect 
PORTLAND, Ore.—The Automo- 
tive Boosters Club of Portland has 
named Paul Hartzog, president. 
Tom Zetterval is vice-president; 
George Springer secretary, and Bill 


Titus, treasurer. 
? . 


AAR Announces 
Publicity Program 


NEW YORK.—The Automotive 
Affiliated Representatives has ap- 
proved a new advertising and pub- 
lic relations program for 1958. It 
consists of quarterly mailings of 
colorful brochures and is intended 





Don Allen Says Sales 
In’57 Again Hit 40,000 


NEW YORK.—Don Allen, Chev- 
rolet’s biggest dealer, ended his 
20th year in business with another 
40,000 car-sales score, he an- 
nounced. New-car sales accounted 
for 20,350 of the 1957 total, he 
said, which topped his 1955 record. 

Allen reported a 34.9 percent 
increase in December sales over 
the corresponding period last 
year. Total sales for the year . 
showed a 5.2 percent increase 
over 1956, he added, with new-car 
sales jumping 36 percent. Sales 
tetalled more than $67 million, 
although profits were down, he 
said. 





possibilities of new products and 
improve the salability of present 
products. 


Preparing the campaign is Mur- 


to reach every manufacturer in the| Tay F. Furman, a New York adver- 


automotive industry. 

Each brochure describes the 
functions of AAR both regionally 
and on a national scale. The cam- 
paign also includes a product- 
rating questionnaire which is de- 
signed to analyze the marketing 
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IMPROVED TIMKEN-DETROIT 





Axle 


“3 FOR 1” LETTER SERIES 


DRIVING AXLES WILL DO THE JOB BETTER THAN EVER BEFORE! 


With the “3 for 1” you gain maximum interchange- 
ability. You have your choice of three interchange- 
. using the same housing, hubs, 


drums, brakes and axle shafts. All parts are standard 


able final drives . . 


production items. 


Timken-Detroit “3 for 1” Letter Series Driving 
Axles give you longer operating life . . . lower main- 
er replacement parts inventory. 


tenance cost... 


CHECK THESE “3 FOR 1” FEATURES: 


improved Hypoid Gears! Redesigned offset and in- 
creased Hypoid gear diameter provide longer gear 
life, smoother performance, and quieter operation. 

Refined two-speed shift collar and cross shaft! Im- 
proved design gives positive locking action—reduces 







gear wear and maintenance. Each set of teeth per- 
forms but one function, driving or locking. 


Improved torsion-flow axle shafts! More splines 
per shaft and increased root diameter give greater 
torsional strength, longer life. 


Famous time-proved differential —rugged, reliable 
and smooth! Extra strong gear body and teeth, plus 


hot-forged trunnion, give long trouble-free operation 
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even under the roughest kind of treatment. 


Hot forged steel axle housing! The rectangular form 
of these high-carbon steel housings is the lightest, 
strongest shape of housing that is available today. 


improved “’P” Series Power Brakes and “DH” Series 
Hydraulic Brakes! Available in a complete range of 
sizes, these advanced brakes offer the most depend- 
able stopping power—lower maintenance cost—easy 
adjustment and longer service. 


Plants at: Detroit, Michigan 


Oshkosh, Wisconsin + Kenton and Newark, Ohio 
New Castle, Pennsylvania 
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ROCKWELL SPRING AND AXLE COMPANY 
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World’s Largest Manufacturer of Axles 
for Trucks, Busses and Trailers 


tising man. The 1958 AAR publicity 
committee consists of David Levin, 
New York, chairman; J. Paul 
Saunders, Bowling Green, Ky.; 
Alan F. Parrish, Los Angeles, and 
Harry B. Marinoff, New York. 


Industrialist Gets U. S. Post 


WASHINGTON. — Dennis D. 
Brown, vice-president of Kem Mfg. 
Co., Fair Lawn, N. J., has been 
named by the Department of Com- 
merce to the National Defense Ex- 
ecutive Reserve Unit, set up to aid 
the nation in any emergencies. 


NSPA, MEWA Set 
Unity-Plan Report 


CHICAGO. — Reorganization 
plans, as proposed and developed 
by the National Standard Parts 
Assn. and the Motor & Equipment 
Wholesalers Assn., will be an- 
nounced Feb. 19 at a joint meeting 
in Los Angeles. The meeting will 
precede the annual conventions of 
the associations. 

The plans were formulated at a 
January meeting attended by the 
reorganization committees of the 
two groups. They said the meeting 
brought “further progress and a 
broad area of agreement.” 

Representing NSPA at the meet- 
ing were Edward Gammie, presi- 
dent; John Reynolds, senior vice- 
president; Don Teetor, past 
president, and Henry Trauscht, 
past director. MEWA committee- 
men were Jay Davis, president; A. 
J. Thompson, vice-president, and 
Virgil Smith and John F. Creamer, 
past presidents. 
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Pasclaher Offers 
$55,000 in Contest 
To Push Filters 


NEW YORK. — A nationwide 
$55,000 sweepstakes for service- 
station operators has been an- 
nounced by James B. Lightburn, 
general sales manager, After 
Market division, Purolator Prod- 
ucts Inc., Rahway, N. J. 

The contest, scheduled to run 
from March 1 to Apr. 30, will kick 
off the newest idea in oil-filter sales 
promotion, the Purolator Seal of 
Protection, Lightburn said. 

There will be 2,000 individual 
prizes of $25 U.S. Savings Bonds 
and five $1,000 bonds. Each dealer 
can enter as many times as he 
wants to, Lightburn said. 

He said dealers will place a Puro- 
lator Seal of Protection on the door 
jamb of every car or truck that 
comes into their station. On the 
seal they indicate whether they 
changed the filter or suggested to 
the driver that he make the change 
soon. 

Then they enter the license 
number of the car or truck on the 
self-addressed entry blank. As soon 
as 20 cars have been entered on a 
form, they mail it to Purolator and 
start on the next entry, Lightburn 
added. 

Winners will be announced by 
May 31, he said. 


+ 

Elliott Auto Supply Moves 

MINNEAPOLIS.—Elliott Auto 
Supply Co., Inc., has moved to its 
new and larger $150,000 building at 
3015 Cedar Ave. The firm will con- 
tinue to maintain warehouse facili- 
ties at 2427 Golden Valley Rd. 


This Thursday mail 
helps make your sale 





Your hometown mailman is on the job for you every 
week of the year. Every copy of TIME he delivers 
is a sales-call on one of your best customers. 


TIME readers have new cars in their plans and 
needed “car-fare” in their bankbooks. 


TIME families are apt to buy more than one car. 
The proportion of TIME families owning two 
or more cars is three times that of the U. S. as 
a whole. 

They buy their cars brand new. Three out of 


four cars owned by TIME readers were pur- 
chased fresh from the factory dealers. 


They drive their cars more miles, equip them 
more fully, trade them more often. 


Any given week, car manufacturers step into more 
than 2,250,000 homes via TIME ...to invite your 
key car customers to step into the car you’d like to 
see them drive. 


Follow the mailman...he delivers sales with TIME 
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Es SERVICE AND UTILITY 












MODEL 700-6 
6 compartments, 

25 sq. ft. floor 
loading area 
















MODEL 900-S 
with lockable 
sliding top 
and rear 
closure 


MODEL 1050-S 
with full top closure. 
35 sq. ft. floor 
loading area 


UNDERSIDE VIEW 


showing bridge-type 
construction of 


heavy gauge floor 
assembly. 


7-POINT SUPERIORITY means extra sales... 


] Bonderite-Protected Against Rust, 5 Handy Single Siam Catch, 2-Point 
Corresion—a Morrison exclusive! Locking Bers on long compartments 


2 Bridge Girder Floor Construction — — exclusive with Morrison! 
a Morrison exclusive! 6 Sefety Bumper Step and Gravel 


5 te Shield for all makes of trucks—only 


in all with Morrison! 
Combinations in compartments 
—only with Morrison! - 7 User-Designed, Precision-Engi- 


neered Models, combinations, ac- 
cessories to fit any application and 
make of truck—versatility offered 
only by Morrison! 


Horizonte! Meterials Bin with 
flexible shelving on all models—a 
Morrison exclusive! 


INTERESTED in the extra volume Morrison superiority could 
bring you? For details write: Morrison Service and Utility 
Body Division, Morrison Steel Products, Inc., Box 3003, 
680 Amherst Street, Buffalo 7, New York. 














Put Your Auction In The Spotlight 


Thousands of leading car dealers . . . your best 
customers . . . . read AUTOMOTIVE NEWS 


every week. 


An advertisement or listing of your auction in our 
"LEADING USED-CAR AUCTION DIRECTORY" 
will let them know who you are, where you are, 


and all the good things you have to offer. 


Frequency rates on request. 


Contact 


Automotive News 


2666 PENOBSCOT BLDG., DETROIT 26, MICH. 


(Space in “Leading Used-Car Auction Directory” reserved for 
recognized wholesale auto auctions only.) 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

| THE past the higher courts 

consistently held that if an auto- 
mobile is used to transport nar- 
cotics, or the like, the holder of a 
mortgage on the automobile stands 
to lose the amount of his mortgage. 

Last month, however, a higher 
court rendered an important de- 
cision to the effect that this law is 
not applicable to 
automobiles con- 
fiscated in a state 
different from 
where the auto- 
mobile was sold. 

For illustration, 
in State v. 1953 
Ford, 311 Pac. 
(2d) 480, the testi- 
mony showed 
facts, as follows: 
A man named 
Smith purchased 
an automobile from a dealer in 
Bexar County, Tex. Smith executed 
a note for the unpaid balance of 
the purchase price and gave the 
dealer a chattel mortgage on the 
automobile to secure payment. 


An important clause in the 
mortgage prohibited Smith from 
removing the automobile from 
Bexar County without the writ- 
ten consent of the mortgagee, or 
automobile dealer. In violation of 
this clause, Smith brought the 
automobile to California, where 
he used it. The automobile was 
seized by the California state 
authorities. 


In subsequent litigation the 
higher court held that the state of 
California must give up possession 
of the automobile to the Texas 
dealer who sold it to Smith. This 
court said: 


“A person financing the sale of 
an automobile in Texas for use ex- 
clusively in that state will look to 
the laws of Texas for the deter- 
mination of his rights and duties. 
He cannot reasonably be expected 
to familiarize himself with the 
statutes of the 48 or more juris- 
dictions into which the automobile 
would possibly be taken without his 
consent.” 





L. T. Parker 


> * > 


Manufacturer Not Liable 


A FEW weeks ago a higher court 
held that an automobile manu- 
facturer is not responsible nor 
liable for failure of its automobile 
dealer to fulfill a contract for the 
sale of an automobile. 


For illustration, in Reeder v. Gen- 
eral Motors Corp., 310 Pac. (2d) 401, 
the testimony showed facts, as fol- 
lows: A man named Reeder signed 
a retail car contract with Valley 
Motor Co. for the purchase of a 
Buick. Valley Motor Co. was an 
authorized Buick dealer. 


The Buick automobile desired 
by Reeder was not in stock and 
it was necessary to make a fac- 
tory order. Reeder traded in an 
Oldsmobile for which he was al- 
lowed $2,075 tradein allowance on 
the purchase price of the new 
Buick. 

Later, because the credit of 
Valley Motor Co. was not satisfac- 
tory to General Motors Corp., the 
latter refused delivery of the car to 


Antiknock Agent 
Patented by Ethyl 


NEW YORK.—Ethyl Corp. 
reports that patent coverage has 
been obtained on a new antiknock 
compound for gasoline, being tested 
by numerous oil companies. 

The experimental antiknock 
agent, an organic compound of 
manganese, is the first potentially 
commercial antiknock since the in- 
troduction of tetraethyl lead, Ethyl 
said. It is being tested as a sup- 
plement to tetraethyl lead, the firm 
said. 

The company said the class of 
chemicals covered by the patents 
is one in which a cyclopentadienyl 
group is attached to a metal which 
also is attached to other organic 
and inorganic groups. The anti- 
knock under test is a derivative of 
cyclopentadienyl manganese car- 
bonyl, and has been designated 
AK-33X, Ethyl said. 








| Reeder, who sued General Motors 


Corp. for damages. 

In holding the latter not: liable, 
the higher court said; 

“Plaintiff's (Reeder’s) right to 
receive the car was conditioned on 
Valley Motor’s right to receive it. 
When Valley Motor lost that right 
with defendant (General Motors 
Corp.), plaintiff lost it also.” 

> 
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Sunday Statute Is Valid 


ONSIDERABLE discussion has | 

arisen from time to time over | 
the legal question: Is a state, county 
or city law valid which prohibits 
the sale of automobiles on Sunday, | 
when the law does not prohibit op-| 
erations of other businesses? 

Last month a higher court clearly 
answered this question in the} 
affirmative. 

For illustration, in Max Mosko 
Auto Co. v. Attorney General, 309 
Pac. (2d) 581, a state law was 
litigated which prohibited the sale | 
of new or used motor vehicles on | 





Sunday. 
Certain automobile dealers con- | 


_ Highways 


A compulsory insurance law and 
creation of a special State fund to 
reimburse accident victims of un- 
known or uninsured drivers are 
urged in one of three minority re- 
ports filed by a Michigan commis- 
sion studying ways to deal with 
financially irresponsible motorists. 

A second plan proposed an un- 
satisfied-claims fund from which 
accident victims could recover 
damages or death benefits of from 
$500 to $10,000 when the driver or 
car owner was uninsured or unable 
to pay. 

The third proposal calls for a 
tightening of driver licensing and 
vehicle-registration laws and rec- 
ommends specifically that license 
plates be sold only to vehicle own- 
ers who hold a valid driver's 
license. 

James M. Hare, Michigan secre- 
tary of state, has estimated that 
50,000 unlicensed motorists are now 
driving in the state, and insurance 
and safety officials believe these 
drivers are responsible for a high 
percentage of accidents in which 
uninsured vehicles are involved. 

> . > 


Ford Dealer Presents °58s 


To 3 Kansas High Schools 


H. P. Triplett Motor Co., Burden, 
Kans., has presented 1958 Fords 
to the public schools of three 
Kansas communities. 

Accepting the autos at presenta- 


Safety Award— 


H. D. Tompkins, right, chairman, Inter- 
Industry Highway Safety Committee, and 


vice-president, Firestone Tire & Rubber 
Co., presents a “Tribute” from the com- 
mittee to William F, Hufstader, General 
Motors vice-president. Hufstader received 
the framed citation “In grateful recogni- 
tion of his personal contribution to the 
automotive and allied industries on behalf 
of safer and more efficient highway 
transportation through his distinguished 
service as chairman of the national com- 
mittee from 1952 to 1954." Hufstader has 
been a member of the  Inter-industry 
Committee since 1948. 





tested the validity of this «t 
law, which permitted propric tor 
of other businesses to keep + 
business establishments oper 
Sundays. 

The higher court held th: 
valid which prohibited the sale 
new or used automobiles on Su 
days, and said: 


“The fact that the sale of motor! 


vehicles is singled out for legi 


; 
tive treatment is no ground for 


complaint.” 
” aa & 
Trucker Sues Ford 
In Tilt-Cab Accident 
MARTINEZ, Calif. — Claiming 
that he was disabled permanently 


when the latching device on hig) 


tilt-cab truck gave way, Russell 1 
Hammerschmidt, Miami, has sued 
Ford Moter Co. for $308,080. 
Hammerschmidt contends 
equipment was improperly 
signed and manufactured. He filed 


the 
de- 


| suit in Contra Costa County Supe 


rior Court. 

He said he was catapulted 
through the windshield of the truck 
when the latch gave way as he wag 
driving through Nevada at 


|m.p.h. He said he suffered disabling 


head, spine and internal injuries. 


& Safety 





tion ceremonies were Jim Ashcraft, 
Cambridge High School; Darwin 
Wadsworth, Dexter High, and 
Hulen Howe, Burden High. The 
firm has presented dual-control 
Fords to the three schools each 
year since driver training was in- 
stituted. 


Safety Expert Hits 
Driver Training 
By the Unqualified 
Too many beginning drivers still 
are being taught on a “catch-as 
catch-can” basis and wind up “driv- 
ing by the seat of their pants,” ac 
cording to Thomas N. Boate, man- 
ager of the accident prevention de 


partment of the Assn. of Casualty 
and Surety Companies, New York 


He said that as recently as the” 


end of World War II, most drivers 
were being taught to drive by 
either a relative or a close friend 
and that many still are learning in 
this manner. 

“This system of training is re 
markably successful,” he said, “in 
passing along to each new genera- 
tion of drivers the mistakes of pre 
ceding generations.” 

He added that the nation’s best 
hope for improving the abilities of 
its 80 million licensed motorists lies 
in properly educating drivers while 
they are young. He praised the 
high school driving courses taught 
by trained instructors. 

Boate noted that his association 
has been active in training such 
instructors since 1947 and that last 
year it trained or helped train 1,38 


teachers in 15 states. 
” > > 


Publish More on Safety, 


Fleet Executives Urged 

Fleet safety directors should 
write and publish more material on 
the problems of their particular 
profession, according to Ned 
Dearborn, president of the National 
Safety Council, in announcing the 


‘opening of nominations for the 1957 


Marcus A. Dow Award. 

Pointing out that such material 
is given weight in selecting win 
ners of the award, Dearborn 
trade publications are anxious 
get more articles on fleet safety 
administration, and it is up to the 
industry’s safety men to suppl 
them. 

“By doing so, fleet safety engk 
neers will enhance their profe® 
sional status where it means the 
most—within their own industry, 
he said. 


* ” * 


High Court OK’s Radar 


New York State’s highest court 
has ruled that radar is reli 
scientific evidence in speeding case 
The court of appeals said radaf 
should be accepted in the same 
light as fingerprints, ballistics test# 
and other scientific devices. 
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RECORD-SMASHING 


WITH 
ADVERTISING DRIVE. - 


T-10- -COAST 
ERFUL COAS 
_ RADIO COVERAGE! | 


“Alemite News Desk” | 
Program... 


Timely, popular listening! Sells for | 
you on a national scale, with hard- 
hitting local impact. Over 100 mar- 


eae at least 5 programs a week : Mote’ ne D 


---MONEY-BACK GUARANTEED BY ALEMITE, A DIVISION OF STEWART-WARNER CORPORATI 





CASH IN ON THIS 
TWIN DEAL! 


fastest selling feeforyou! 


imported Swedish- 


dditives egg) 
N\\\3 


Swedish-design imported stainless steel 
flatware packed right in 
each case of 


g “Tune-Up” Twins! 
ae 


team up to make 
Deus, MTA 


wars 
mano Aimire 
, 2 ond ML EENTR EET 
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CD-2 WITH PHOSPHODYNE! 


Alemite CD-2—first in dealer sales—now contains super-protecting 
phosphodyne to give important new resistance to Engine Fade-Out 
— the gradual decrease in car power. Phosphodyne adds greater 
film strength to even finest oils . . . keeps vital cylinder walls bathed 


in oil . . . makes motor oil work full time against engine wear. Ex- customers: 
clusive CD-2 Formula clears up, cleans out power-robbing sludge. 


HANDY MILEAGE COMPUTER! 
Add new CD-2 with phosphodyne to your customers’ crankcases 


with every oil change. Gives sparkling new power-performance. With each purchase of “Tune-Up” Twins, your 
customers receive a free mileage computer. 
Gives average miles per gallon, or miles per 
hour, at a glance. 


You make steady, profit-producing sales! 


PLUS...GUARANTEED CARBURETOR- 
CLEANING KLEEN TREET! 


No other additive cleans out dirty carburetors and fuel lines like 
Alemite Kleen Treet. This great new partner of CD-2 works while 
your customers drive. Helps give better starts, faster pick-ups, new- 
car performance. Add Kleen Treet to your customers’ gas tanks — 


and watch them come back for more! 


RATION e 1826 DIVERSEY PKWY ., CHICAGO 14, ILLINOIS 
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get ready now! 


MEET THE BIG DEMAND FOR \ 
SPRING RADIATOR CLEANING! 


Spring is radiator clean-up time! Sell your customers Alemite 
Cooling System Conditioner before they drain out anti-freeze. 
Cooling System Conditioner loosens dirt, scale and rust... 
holds it in suspension for fast, positive removal. After drain- 
ing, add another can of Alemite Cooling System Conditioner 
to safeguard radiator against rust and scale for one full year. 
No messy flushing. Works while your customers drive. Make 
two sales to a customer for double profits! Money-back guar- 


anteed by Alemite! 


Radiator anti-Rust 2% 
ater pump lubricat! 


YOU SELL FIVE CASES 


(12 cans to a case) for 


ola acai 
cic 75a 


Symbol of] Join the swing t 
ALEM ees — greater aie ee Dcieat 


DIVISION big ‘‘Tune-Up” Three! 


STEWART- WARNE ORDER FROM 


CORPORATION YOUR JOBBER TODAY! 








) 


AUTOMOTIVE NEWS, FEBRUARY 3, 1958 





Sales Conditions in Various Areas... 


_ Auto Market Reports 


Minneapolis 


Auto sales in Hennepin County 
(Minneapolis) during 1957 in- 
creased more than 6 percent over 
1956, but remained about 11 per- 


cent behind record 1955 sales, ac-! 


cording to Finance and Commerce, 
Minneapolis business newspaper. 

Registrations of new cars totalled 
95,839 in 1957, a total exceeded only 
by 40,362 in 1955 and 39,650 in 1950. 

New-car registrations for Decem- 
ber totalled 2,750, compared with 
in November and 2,445 in De- 
cember, 1956. 

By makes, registrations were: 
Chevrolet, 801; Ford, 652; Olds- 
mobile, 214; Plymouth, 213; 
Buick, 185; Pontiac, 140; Mer- 
eury, 102; Cadillac, 74; Chrysler 
65; Dodge, 61; Edsel, 56; Ram- 
bier, 51; Studebaker, 21; DeSoto, 
20; Lincoln, 20; Volkswagen, 19; 
Nash, 4; Hudson, 2, and miscel- 
laneous, 50. 

Truck registrations totalled 128 
in December, compared with 158 in 
November and 135 in the year- 
earlier December. By makes, they) 
were: Chevrolet, 43; Ford, 40; In- 
ternational, 19; Willys, 7; GMC, 5;| 
Dodge, 4; Volkswagen, 4; Mack, 3; | 
White, 2, and Studebaker, 1— 
(Donald M. Lyons.) 

= * as 


| 
Washington, D. C. 

New-car registrations in the Na-| 
tional Capital area totalled 1,561 in| 
December, compared with 1,824 in| 
November and 1,976 in December a 
year earlier. 

New-truck registrations also de-| 
clined, dropping to 122 from 158 in 
the previous month. Year-earlier 
registrations amounted to 51. 

By makes, December new-car 
registrations were: Chevrolet, 
47; Ford, 311; Plymouth, 176; 
Oldsmobile, 111; Pontiac, 87; 
Dodge, 59; Buick, 58; Mercury, 
4; Cadillac, 41; Chrysler, 33; De- 
Soto. 25; Lincoln, 19; Rambler, 
16; Imperial, 14; Edsel, 8; Stude- 
baker, 7; Metropolitan, 6; Hud- 
son, 1, and miscellaneous, 96. 

Truck registrations were: Ford, 
#%; Chevrolet, 31; GMC, 22; Inter- 
national, 14; Dodge, 3; White, 2, 
and miscellaneous, 4. 

For the entire 12 months, new- 
car registrations amounted to 23,- 
969, compared with 26,506 in 1956. 
New-truck registrations totalled 
22908 in 1957 and 2,426 in 1956.— 
(William Ullman.) 

” 


* * 


Youngstown, O. 


New-car registrations in Mahon- 
ing County (Youngstown), O., 
during December slumped to 636, 
compared with 788 in the previous 
month. 

New - truck sales, meanwhile, 
dropped from 80 to 53. 

By makes, new-car sales were: 
Ford. 166; Chevrolet, 142; Pontiac, 
$1; Plymouth, 48; Buick, 45; Dodge, 
#2; Chrysler, 30; Oldsmobile, 29; 
Mercury, 22; Cadillac, 15; DeSoto, 
li; Volkswagen, 10; Rambler, 9; 
Lincoln, 6; Edsel, 5; Studebaker, 
2; Willys, 2; MG, 1; Hillman, 1; 
Volo, 1, and Jaguar, 1. 

Truck registrations were: Chev- 
Tolet, 16; Ford, 13; International, 7; 
GMC, 6; Dodge, 3; Divco, 2, and| 
Miscellaneous, 6. 

* 


* * 


Louisville 


New-car sales in Louisville and 

erson County for December 

totalled 1,535, up slightly from the 
November count of 1,501. 

The year’s total was 18,876, com- 
Pared with 20,114 in 1956 and 25,- 
668 in 1955. 

By makes, December registra- 
tions were: Chevrolet, 514; Ford, 
385; Buick, 119; Oldsmobile, 112; 
Plymouth, 110; Pontiac, 56; 
Mercury, 55; Edsel, 29; Cadillac, 
23; Rambler, 20; Dodge, 14; 
Chrysler, 12; DeSoto, 11; Lloyd, 
11; Volkswagen, 9; Studebaker, 7; 
Lincoln, 5; Imperial, 4; Metropoli- 
tan, 4; Triumph, 4; Renault, 3; 


_ 


Fla. Firm Buys 55 Macks 
JACKSONVILLE, Fla.—Great 





Southern Trucking Co., Jackson- 
_Yille, has announced the purchase 


55 Mack tractors as part of its 
et modernization and expansion 
ogram. 


Jaguar, 3; Continental, 2; Hudson, | tions than in the like week of 1957. 
2; Packard, 2; Isetta, 2; Simca, 1; | A total of 481 new cars ang 32 
English Ford, 1; Willys, 1; Hill- | new trucks were registered, 60m- 
man, 1; Mercedes, 1; MG, 1, and | pared with 477 new cars and 37 
Austin-Healey, 1. new trucks in the previous week. 

Truck sales in December ac- A total of 848 used cars and 41 
counted to 131, compared with 140) used trucks were sold, compared 
in the previous month, The year’s! with 745 used cars and 34 used 
total was 1,985, compared with 2,-| trucks in the week ended Jan, 9. 
197 in 1956 and 2,761 in 1955. Repossessions totalled 52, com- 

By makes, December sales were: | pared with 13 in the previous week 
Chevrolet, 65; Ford, 29; Interna-| and 46 in the like week of 1957. 
tional, 22; Dodge, 7; GMC, 3; Volks-| (Krank Kappel.) 
wagen, 2; White, 2; Mack, 1; Willys, ~~ =a * 

Omaha 


1, and miscellaneous, 3.—(A. W. 
Williams.) 
Chevrolet led the pack during 
December in Omaha with 404 sales, 
followed by Ford, 350, and Plym- 


* * * 


Cincinnati 


Motor-vehicle registrations in| Outh, 94. ‘ ; 
Hamilton County (Cincinnati), O.,| Other major sellers included 
during the week ended Jan. 16| Pontiac, 65; Oldsmobile, 64; Buick, 
totalled 1,402 units, or 109 more| 42; Cadillac, 32; Edsel, 23; Mercury, 
than in the previous week. How- | 22, and Dodge, 20. 


ever, there were 303 fewer registra- Volkswagen topped foreign-car 





registrations with 10. There were 
eight other imports registered. 
Total sales for December num- 
bered 1,170, compared with 938 in 
November. Truck sales totalled 88, 


compared with 79 a month earlier. | 


Ford had 41, Chevrolet, 23. — 
(Arthur R. Oleson.) 


* * * 


St. Paul 


Ford led new-car registrations in 
Ramsey County (St. Paul), Minn., 
in 1957, a total of 3,737 coming into 
the county for sale, compared with 
3,393 Chevrolets and 1,545 Buicks, 
the second and third highest. 


Chevrolet led in 1956 with 3,761 
new cars registered, compared with 
Ford’s 3,031. Buick was in third 


_| place that year also with 1,901. Car 


registrations in Ramsey County 
last year totalled 15,165 compared 
with 15,321 in 1956 and 18,293 in 
1955.—(Donald M. Lyons.) 


* * * 


Boise, Id. 


A total of 327 new cars were regis- 
tered during December in 
County (Boise), Id., compared with 
179 in November. 

By makes, registrations were: 

Ford, 104; Chevrolet, 84; Ram- 


Ada | 





33 


bler, 20; Oldsmobile, 15; Volks- 
wagen, 14; Plymouth, 13; Pontiac, 
12; Cadillac, 11; Mercury, 7; 
Buick, 5; Studebaker, 5; Chrysler, 
4; Lincoln, 4; Dodge, 3; Edsel, 
2; Willys, 2; DeSoto, 1; Imperial, 
1, and miscellaneous, 20. 

New-truck registrations num- 
bered 63, compared with 37 a 
month earlier, By makes, they 
were: Ford, 23; Chevrolet, 11; GMC, 
7; International, 7; Willys, 3; 
Dodge, 1, and miscellaneous, 11. 

> * * 


Birmingham, Ala 
New-car sales in Birmingham, 
Ala., declined slightly during De- 
cember to total 1,547, compared 
with 1,615 in November. 


December registrations by makes 
were: Chevrolet, 502; Ford, 457; 
Buick, 102; Oldsmobile, 101; Pon- 
tiac, 89; Plymouth, 78; Cadillac, 43; 
Dodge, 32; Mercury, 32; DeSoto, 
18; Volkswagen, 15; Imperial, 14; 
Chrysler, 11; Lincoln, 7; Nash, 7; 
Renault, 6; MG, 5; Rambler, 5; 
Edsel, 4; Hillman, 4; Studebaker, 


|4; Simca, 3; Morris, 3; Triumph, 


2; BMW-Isetta, 1; Jaguar, 1; Vaux- 
hall, 1, and English Ford, 1— 


| (Stuart Riddle.) 





Yes, lock out slow-poke accounting; get fresh 
facts on time with BURROUGHS SENSIMATIC. 


Do you find the endless paperwork 
that you face every day an over- 
time headache? Well, it’s easy to 
streamline the operation . . . to 
have a complete, accurate and 
always up-to-the-minute profit- 
and-loss picture at all times. 


How? With the Burroughs Sensi- 
matic 500 . .. the accounting 
machine that lets automobile deal- 
ers maintain their factory-approved 
bookkeeping setup mechanically. 


With the Sensimatic even your 
newest operator can zip through 
your daily accounting jobs, making 
those figure facts immediately 
available for your countless busi- 
ness decisions. (It totals up to 19 
different columns of figures auto- 
matically.) And Sensimatics pay 


keep on returning 
after year. 


for themselves in short order—then 


a profit year 


For the whole story, just call our 
nearby branch office and ask for a 
copy of our free booklet on Auto- 
motive Dealer Accounting Systems. 
Or write to Burroughs. Division, 
Burroughs Corp., Detroit 32, Mich. 


See our new film ** The Open Road,”’ 
a story of Sensimatic savings told 
in dealers’ own words. Then let us 
demonstrate how it works for you. 


BURROUGHS AND SENS! MATIC—TM'S, 











Affecting Factories and Dealers . . . 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Advertising people along New 
York’s Madison Ave. are quietly 
rejoicing over the word that Volks- 
wagen of America, Inc., is about to 
hire an advertising agency. 

The size of the account, which 
most likely won’t exceed $750,000 in 
annual billings—won’t bring on any 
cheers, but the thing that has 
ruffled most advertising men is 
Volkswagen's strong sales success 
with virtually no advertising. 

Its meteoric success has been 
achieved mostly by a strong word- 
of-mouth campaign in the U. S. 
and abroad. 

Scott Stewart, ad director for the 
company’s subsidiary in New York, 
said the company has been talking 
for a year about the advisability 
of engaging an agency. 

Stewart said “we just feel that 
we can’t get along anymore without 





making this move. We are taking 
On an agency because we have an 


eye on the future.” 
* 2 +. 


Look Erases Records 


In 1957, Look magazine had a 
gain of more than 130 advertising 
pages over 1956, a gain of more 
than $9 million in advertising 
revenue, and a gain of more than 
1,000,000 in circulation for alltime 
highs in all categories, according to 
an announcement by Vernon C. 
Myers, publisher. 

Myers said that 1957 marked the 
18th consecutive year of advertising 
revenue gains for Look, the 14th 
consecutive year of circulation 
gains, and the 5th consecutive year 
of advertising page gains. 

Publishers Information Bureau 
figures show that gross advertising 
revenue on Look for 1957 totalled 
$43,352,335, compared with $34,350,- 
878 in 1956, for a gain of $9,001,457 
or 26.2 percent. Myers said Look in 





1957 carried a total of 1,764.80 pages 
of advertising, compared with 
1,630.90 in 1956, for a gain of 133.9 
pages or 8.2 percent. 


* * * 


New Films for Pontiac 
Alexander Film Co., Colorado 
Springs, Colo., has announced the 
production of a series of 14 movie 
commercials on the 1958 Pontiac. 
Alexander has produced the 
Pontiac movie commercial pro- 
grams for the last nine years. 
In addition to its role as pro- 
ducer of the Pontiac film pro- 
gram, Alexander is conducting 
a@ merchandising campaign to 
promote the use of the film 
series to 3,400 Pontiac dealers 
throughout the country. 


* * « 


AMC Program Now 


George Romney, president of 
American Motors Corp., has an- 
nounced that hereafter the Nash 
Conservation Awards, started in 
1952, will be known as the “Ameri- 
can Motors Conservation Awards.” 


Under the terms of the program, 
20 awards are given each year, 10 
to professional conservationists and 
10 to laymen who have contributed 
their services to worthy conserva- 


tion causes. The awards to profes- 
sionals carry a cash gift of $500. 
Awards to laymen consist of a 
sculptured bronze and walnut 
plaque. Ty 


Mich. 4As Plan Meeting 


Michigan Council, American 
Assn. of Advertising Agencies, will 
sponsor a “Million $ Talent Night,” 
Wednesday, Feb. 12, at the 
Sheraton-Cadillac Hotel in Detroit. 


John F. Henry, vice-president of 
Geyer Advertising, Inc., Detroit, 
and chairman of the meeting, said 
the ‘million dollar’ program would 
feature seven separate seminars on 
various phases of advertising, plus 
a speaker. 

The forums will be held on copy, 
art, research, media, public rela- 
tions, client-agency relations, and 
merchandising-sales promotion. 

+ * + 


SPDAA Meets in Miami 


The first annual national meeting 
of the chairmen of the 20 zone 
Studebaker-Packard Dealers Adver- 
tising Assns. was held in Miami in 
connection with the NADA’s con- 
vention. 

The dealers voted unanimously 
to support a policy of doubling 


Today, Quaker State offers the world’s only dual-range grad- 
ing system. This means you stock only one oil at a time: 
Quaker State Light SAE-10W-20 for cold weather—Quaker 
State Medium SAE 20W-30 for warmer months. The result: 
lower inventory and storage costs, higher margin of profit 


all year long! 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 





—. 


the per unit assessment on writs 
sold to widen and solidify dealer 
advertising at the “grass root” 
level. 


The dealers heard messages from 
Harold E. Churchill, S-P president, 
and Sydney A. Skillman, genera] 
sales manager, via a direct iele- 
phone line, praising them for the 
initiative of launching the mevting 
and pledging aggressive support 
for the dealers through the fac- 
tory’s national ad campaign. 

The great bulk of Studebaker- 
Packard’s 1958 advertising dollars 
will be spent with newspaper 

ed * * 


Military Market 


Radio Station WCBI in Coium- 
bus, Miss., in cooperation with the 
U. S. Air Force, has sent form let- 
ters to auto dealers in the station’s 
service area, detailing statistics on 
the economic impact of the nearby 
Columbus Air Force Base, which is 
to be received next spring. 

In addition to giving information 
on sizes of officers and enlisted 
men’s families, the letter also gives 
data on the amount of money the 
servicemen and their families wil] 
spend yearly on food, utilities, hous- 
ing, transportation, including buses 
and cabs; clothing, furniture, car 
repairs and greasing, gasoline and 
oil for automobiles, tires and tubes 


and other items. 
« = * 


Sunday Records New Marks 


Sunday, the newspaper’s own 
entry in the magazine field, will 
establish new marks in dollar 
volume and magazine circulation 
in 1957, according to Robert N. 
Woodruff, Detroit manager for 
Metropolitan Sunday Newspapers, 
Inc. 

Advertisers will have spent over 
$45 million in the publication in 
1957, an increase of $3,500,000 
over 1956, according to Woodruff. 
National advertisers alone, which 
includes automotive, will have 
marked up an 11 percent gain 
this year, he said. 

* 


r * 


JG & C Opens Branch Office 


Josephson, Gulick & Cuffari, ad- 
vertising-public relations firm of 
Montclair, N. J., has opened a 
branch office at 420 Lexington Ave., 
New York. 

William G. Haworth, vice-presi- 
dent, will be in charge of the office. 
Haworth is a former American 
Motors Corp. public relations man. 

* > . 


Ross Roy Names Wheeler 

Ross Roy, Inc., Detroit, has 
appointed John T. Wheeler as 
account executive on the Chrysler 
division account. 

Formerly with Ken Brown, Inc., 
as manager. of Dodge, Plymouth 
fleet sales and Dodge truck leas- 
ing, Wheeler was most recently 
with Edsel division. 

> = 


TV Guide Gains 


Circulation of TV Guide has 
passed the 6 million mark for the 
first time in the magazine’s less 
than five-year history, it was 
announced. 

Sales for the Dec. 28 issue 
reached 6,078,723, an increase of 
164,435 copies over the previous 
week. The magazine’s previous 
alltime circulation high was 5,951, 
356, achieved by the Dec. 7, 1957 
issue. 


Names 


Fred J. Archibald has been named 
to handle press, radio and television 
relations in General Motors’ Wash- 
ington office. Archibald, who has 
been assistant GM regional public 
relations manager in Cleveland, 
will succeed G. Douglas Stengel, 
who has been granted a leave of 
absence. 

* > * 

Hiram E. Cassidy has been 
elected president of McCarty Co., 
national advertising agency, of 
which he has been executive vice- 
president for the last 10 years. He 
succeeds the late T. T. McCarty. 
Cassidy has been with the agency 
for 28 years. 

7 * ” 

Donald E. Jones has been elected 
a vice-president and co-chairman 
of the new business committee of 
MacManus, John & Adams, Inc., 
Bloomfield Hills, Mich. Jones joined 
the agency four years ago as 
associate research director and 
until his new assignment had been 
director of the marketing and re- 
search department, a post now as- 
sumed by Robert E. Britton. 











IN 1957, THIS ONE MAGAZINE ALONE GAINED MORE 
=| ADVERTISING REVENUE THAN ANY OTHER MAGAZINE... 


was 


= | ANY DAILY NEWSPAPER...ANY NEWSPAPER SUPPLEMENT... 


1957 


. | AND TWO OF THE THREE MAJOR TELEVISION NETWORKS 


sion 
ish- 


blic 
ind, 


ted 

-” Year after year, advertisers invest more and more money in LOOK. They find that LooK’s 
ae “exciting story of people” provides a dynamic showcase for sales .. . that, against the 

ne 
as Look backgraund of “warmth, understanding and wonder,” their advertisements work with 


and : ; . ; . 
unmatched efficiency to capture the imagination and response of 24,800,000 Americans. 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


9 
8 
7 
3 


"S6 °S7 
March 


56 7 ’ 


1 
8 
7 
3 
5 36 57 


Feb. 





7s 
- 
2 


i 
May 


"56 57 
June 


"57 "36 


Apr. 


duly 





"56 
Oct. 


Aug, Sept. 


oA 
"56 = °S7 
Nov. 


"56 57 
Dec. 


"67 
Jan, 


Prices of "57s added and '49s dropped in November, 1956, Prices of ‘58s added and ‘50s dropped in December, 1957. 
Figures alongside bars represent dollars. 


Market Trend 


Paced by solid gains on 58s, 
the overall average price of used 
cars sold at wholesale auction 
rose again last week, according 
to Automotive News’ index. 

It was the third week in a row 
that average prices went up. Last 
week’s increase was $10, com- 
pared with $26 a week earlier and 
$41 two weeks ago. The new aver- 
age was $1,014. 

Gains amounted to $85 on ’58s 
and $8 each on ’52s and ’5is. All 
other models declined as follows: 
"56s, down $12; ’54s, down $4; ’55s, 
down $2; '53s, down $2, and ’57s, 
down $1. 

At a group of representative 
auctions last week, the average 
consignment was 1634 units, 
compared with 192.1 the previous 
week, The sales ratio rose to the 


high of 73.1 percent. It 
had been 67.9 percent a week 








Monday and Thursday, Prices are for sale 
of Jan. 20 and 23.) 


ding was slow with clean cars bringing 
the price. Sold 101 cars out of 258 con- | 
signments.) | 


OCADILLAC—'57 (62) 2-dr., 


CHEVROLET — ‘58 


earlier. That had been the pre- 
vious high for the year. 

Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power | 
steering. 

* aa > 
ETROIT 


i 
(Motor City Auto Auction. Sale every 


(The weather was clear and cold. Bid- | 


CHRYSLER— 





BUICK—’57 RM sedan, $2,050° (ps); Su-) 
per Hardtop, $2,000° (ps). ‘56 Special | 
2-dr., $1,210°. "55 Super 2-dr., $1,015* | 
(ps); Special sedan, $865*, $840°, $840. | 


"54 Super sedan, $675. '53 Special 2-dr., 


$410° (ps), $375*, $340. °52 Super sedan, | 9. pSMORBILE— 57 


$220. '51 sedan, $250*, $140. i 
$3,500° (ps). | 
"66 (62) club coupe, $2,540° (ps). ‘53) 
(62) club coupe, $690° (ps). | 
Impala Sport coupe, 
wagon, $2,570°. 
$1,030°. ‘55 Bel 


$2,450° ; 
"56 Bel 


Nomad station 
Air (6) conv., 


LINCOLN—'52 Cosmopolitan sedan, 
MERCURY 


Two-ten sedan, $300, ‘52 sedan, $360. 


53 NY sedan, $350. '52 Sar- 
atoga club coupe, $160* (ps). 


DeSOTO—'55 Firedome sedan, $860* (ps). 
"49 club coupe, $100. 

| DODGE—’55 (6) Suburban, $805; Royal 
(8) club coupe, $800°, ‘54 Royal (8) 
club coupe, $525*. ‘53 Coronet club coupe, 
$285*; Meadowbrook 2-dr., $175. 


| FORD—’'57 Fairlane (8) 500 2-dr., $1,740°*; 


Victoria, $1,600*; Country sedan, $1,660; 
Fairlane (8) sedan, $1,475*. °56 Fairlane 
(8) club coupe, $1,150*° (ps); conv., $1,- 
150°, $1,100° (ps); Victoria, $1,025; 
2-dr., $900°. ‘S55 Thunderbird, $1,725*; 
(8) Ranch Wagon, $880°, $745*°, $725; 
Custom 2-dr.. $745, $585. ‘54 Ranch 
Wagon, $635*: Custom sedan, $355. ‘52 
2-dr., $255*, $140°. "51 club coupe, 
$135. °50 club coupe, $250. 

$350°. 
coupe, 
coupe, 
sedan, 


"55 Montclair club 
53 Monterey club 
$160. ‘50 


$960°, 
$450. 
$110°. 


$830°. 
"51 club coupe, 


(88) Super sedan, $2,- 
450° (ps); (98) sedan, $2,200*° (ps), $1,- 


905° (ps). ‘56 (8S) Super Holiday, $1,- 
500°; (88) conv., $1,400°; sedan, $1,- 
275°; (98) 4-dr., $1,425*. "55 (88) club 
coupe, $1,070; 2-dr., $800. "54 (98) club 


coupe, $800° (ps). "53 sedan, $425*° (ps), 


Air sedan, $950°, $800; Two-ten club) PACKARD—'53 Clipper sedan, $275, $250°, 


coupe, $960°; sedan, $950*, $710, $685. | 
54 Bel Air 2-dr., $510, $410°, $350°. '53 


$385* (ps). "51 club coupe, $250 
$160. 
PLYMOUTH — ‘57 Savoy 2-dr., $1,380°; 


$200°, | 


j 
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Plaza sedan, $1,115*. 
’53 club coupe, $280. 


PONTIAC—’ 54 Chieftain 2-dr., $625*, $550, 


$500. '52 2-dr., $105. °51 sedan, $250*, 
$120*. 
RAMBLER—’'56 station wagon, $1,210. 


| MISCELLANEOUS—’'55 Metropolitan conv., 


$575. 


BUFFALO 


56 Suburban sta- 
tion wagon, $1,200. '54 club coupe, $500. 


(Thruway Auto Auction, Inc, Sale every | 


Monday. Prices are for sale of Jan. 20.) 
(Our sale today proved tiast three 

weeks were not just coincidence. 70 per- 

cent sold out of 60 offerings.) 

BUICK—’55 Special 4-dr., $550. 
Hardtop, $730* (ps). 


CADILLAC—’53 (62) coupe, $620° (ps). 
"52 (60) 4-dr., $410°. 

CHEVROLET—'57 One-fifty 2-dr., $1,205. 
"56 Two-ten 2-dr., $1,010°. "55 Two-ten 


| 


station wagon, $945°; 2-dr., $820°. °54| 


Bel Air (8) 4-dr., 
dr., $300, 
$165°. 
CHRYSLER—'52 NY 4-dr., 
DODGE—’'5S Royal 4-dr., 
Coronet 4-dr., $265. 
FORD—'57 Fairlane (8) 
$1,400; Custom (8) 300 2-dr., 
‘56 Fairlane (8) conv., 
4-dr., $900°, $775; 2-dr.. $860. 
lane (8) Hardtop, $1,050°. 
station wagon, $670*. 


$515. 
"S52 2-dr., $185°, °51 
$155° (ps). 
$900° (ps). 


"53 


Country sedan, 
$1,360. 
$1,310; Custom 
"55 Fair- 
"54 9 pass. 
"53 Custom 4-dr., 


"53 Two-ten 2-| 
2-dr., 


CHRYSLER —'57 NY Newport, 





—., 


$460; Main 2-dr., $200. ’51 Custom 2-dar, 
$110. R 
HUDSON—’55 Hornet 4-dr., $630°*. 








54 Jet 


4-dr., $225*. °51 4-dr., $100*. 
MERCURY—’56 Monterey conv., $1,129 
’54 Custom 4-dr., $600*; Montere 2-dr, 


$590. 
NASH-—-'53 Statesman 4-dr., $255. 
OLDSMOBILE—’54 (88) 4-dr., $700", 
PACKARD—’53 Clipper 4-dr., $285 (pg) 
PLYMOUTH—’53 Cranbrook 4-dr., $299, ° 
PONTIAC—’55 Star Chief Hardtop, $949+ 

’53 Chieftain 2-dr., $200*. < 
MISCELLANEOUS — '54 

pickup, $500. 


LOS ANGELES 


(Harold Henry’s Los Angeles Auto Aue. 





Chevrolet %-tog 


tion, Sale every Tuesday. Prices are for 
sale of Jan. 14.) 
BUICK—’'57 Special Riviera, $1,845*, ‘5 


Century Riviera, $1,565* (ps); Super 4. 


dr., $950* (ps). '55 Super Riviera, $},. 
175* (ps), $1,005* (ps); 4-dr., $1,005 
(ps); 2-dr., $835*; Special Riviera, $1. 
110* (ps), $1,005*; Century Riviera, 
$1,080*, $925*; RM 4-dr. 570* (ps). 
"54 Super Riviera, $705*; Specia! 4-dr, 
$590. "53 RM conv., $405* (ps); Super 
4-dr., $305*. °51 Super Riviera, $185*, 
CADILLAC—’57 (62) 4-dr., $4,245* (pg): 
coupe, $4,200* (ps), $4,100* (ps), §3. 
900° (ps), $3,900*, $3,895* (ps), $3,759" 
(ps), $3,725* (ps), $3,695° (ps); sedap 
de Ville, $4,015* (ps); coupe de Ville 
$4,070* (ps), $4,000* (ps). °56 (60) 4 
dr., $3.000* (ps); coupe de Ville, $2,909 
(ps), $2,895* (ps); (62) coupe, $2,609" 
(ps). "55 coupe de Ville, $2,530* (ps). 
$2,400* (ps); 4-dr. sedan, $1,975* (ps), 
"53 (62) coupe, $900* (ps). ‘51 (62) 
coupe, $525*; coupe de Ville, $475*: 
conv., $470°. '50 (62) 4-dr., S$270*, "49 
(62) 4-dr., $230*; coupe, $180*, $175, 
"48 (60) 4-dr., $120*. 
CHEVROLET — '58 Impala Sport coupe 


$2,960° (ps), $2,895* (ps); Biscayne (6) 


2-dr., $2,075. ‘57 Bel Air (8) station 
wagon, $1,980*° (ps); Sport sedan, $1. 
895° (ps); 4-dr., $1,825* (ps), 4 at $1. 
800° (ps), $1,795* (ps), $1,790* (ps). 


$1,770*; Two-ten station wagon, $1,900": 
Handyman, $1,715*; 4-dr., $1,550*; 2-dr. 
$1,525*. "56 Bel Air Sport coupe, $1,550*, 
$1.540° (ps), $1,485*, $1,480° $1,445*, 
$1,425*, $1,395*; conv., $1,390*; Two-ten 
(6) Delray, $1,085; 2-dr., $1,045; One. 
fifty (6) 2-dr., $890, $775. ‘55 Two-ten 
(8) station wagon, $1,400° (ps), $1,200*; 
Sport coupe, $1,090*; 4-dr.. $1,000*: Det. 
ray, $885; 2-dr.. $815, $735; Bel Air (8) 


Sport coupe, $1,150°, $1,100*; conv., 
$1,005*; 4-dr., $875; Bel Air (6) Sport 
coupe, $965; One-fifty Handyman, $1.- 
100*, $1,085°. °54 Bel Air Sport coupe, 


$870°; 4-dr., $700, $600*; One-fifty 2-dr., 
$385. "53 Bel Air 4-dr., 2 at $575* (ps), 
$515; 2-dr., $435°; Two-ten 4-dr.. $570, 
$440. ‘53 One-fifty coupe, $355. ‘52 4- 
dr., $305; conv., $260°. '51 coupe, $315, 
"50 4-dr., $245, $240, $155. 

$2,770° 
(Continued on Page 39, Col. 1) 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 














Auction Every Friday at 12:00 Noon 
We issue Auction Checks and Titles Are 
Guaranteed by 7 Auction Insurance 

gency 





CONNECTICUT 








NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 


Crossroads 
. «+ where they meet .. . buyers 


and sellers . . . new and used car 
dealers. They meet at the dealer auc- 


tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 








12:30 SALE EVERY WEDNESDAY 


M. D. McCollum, Vice-President and Manager 
3711 Western Road 


FLORIDA | 


DAYTONA BEACH — Florida Auto| 


Auction. Municipal Air . Tues. | 


MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 


MARYLAND 
BEL AIR AUTO AUCTION 


Bel Air, Md. 
subsidiary of Manheim Auto Auction | 
% Auction Checks Issued 
*% Titles Guaranteed ! 
— Every THURSDAY at Noon — | 
Phone Bel Air, Md. 894-1580 | 
' 
i 
i 
i 
j 





MICHIGAN 








Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


ously. i 


® Conveniently located in the heart of the | 


automobile world. 


Ten acres of completely fenced parking 
area. 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times. | 
Congenial auctioneers. | 
Fair management. 


MICHIGAN'S FINEST SALE 


12:30 | 
Phone CEdar ?. } 





ich. 

EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





MISSISSIPPI 


| JACKSON — Greater Jackson Au 


. 


Auction, Inc., Wilmington St., P. 


Oo 
Box 8468, Wednesday, 12:30 P. M. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 








MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON ~- 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN ~ 


Checks and tities guaranteed 


Phone Dunkirk 3-0150 





NEW JERSEY 
Crossroads of the East 


JUNCTION OF PENNSYLVANIA AND 
NEW JERSEY TURNPIKES 


N. A. D. E. 


Dual Lane Sale — Every 
WEDNESDAY, 11 A.M. 


We issue auction checks, guarantee tities 


NATIONAL AUTO 
DEALERS EXCHANGE 


Route 206 South, Bordentown, N. J. 
(Exit 7, N. J. Turnpike) - AXminster 8-1702 








NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8B. Spielman 
John W. Becker 





Thruway Auto Auction, Inc. 
Rovte 18B 
EVERY MONDAY 


Insured Checks — Insured Titles 
Fast, Accurate Market Reports 


Phone: HObart 4700 Al Clements, Owner 


vine Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. a 
we’ 


is only five minutes away. Call us, 
pick you up. 





LAFAYETTE—‘Syracuse Auto Auction, 
Center of Empire State. Check and 


Title Protection. (Wed.). 








Buffalo, New York 


On U. S. Route 20A 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 


MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER miss" 


Your Good Will—Our Most Valuable Asset 
Phone 5-953 








PENNSYLVANIA 








MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 
%& Auction Checks 
% Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 








WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 





St | Ses) |L 


oid #* 


Fz2ilil 


In Philadelphia, buying begins at home 





The Bulletin goes home...delivers more copies to more families 


every seven days in Greater Philadelphia than any other newspaper 


Buying decisions are largely family decisions in Greater Phila- 
delphia. They are made in the home with the help of the adver- 
tising in Philadelphia’s home newspaper—The Evening and 
Sunday Bulletin. And many advertisers in this responsive market 
are taking advantage of the added impact and realism of R.O.P. 
spot and full COLOR —available in The Bulletin—evening 
and Sunday—seven days a week! 


The Bulletin exerts a powerful influence on the buying 
habits of its readers. Philadelphians like The Bulletin. They buy 
it, read it, trust it and respond to the advertising in it. The 
Bulletin is Philadelphia’s home newspaper. 

Advertising Offices: Philadelphia * New York * Chicago. 


Representatives: Sawyer Ferguson Walker Co., Detroit + Atlanta * Los Angeles 
San Francisco * Seattle. Florida Resorts: The Leonard Company, Miami Beach. 


In Philadelphia nearly everybody reads The Bulletin 








38 
Auto Designs Hit 


‘Rising Repair Costs Slash 


Insurance Profits’ 

MONTREAL.—Donald B. Martin, 
deputy manager of Royal Liverpool 
Group of Insurance Company here, 
said current “exaggerated” designs 
in automobiles are the factor in 
rising insurance premiums and the 
unprofitable state of auto-insurance 
business. 

Martin told the Montreal Insur- 
ance Institute that auto insurance 
hag been unprofitable for the last 
twh years. He suggested a survey 
of the costs of repairing different 
cars with “exaggerated” tailfins and 
grilles. 

“Manufacturers tell us their 
customers want these exaggerated 
designs,” said Martin. “Would the 
customers still want them if they 
knew what they meant in terms of 
increased insurance premiums?” 








The following imported-car prices are 
Port of Entry agures at New York, They 
include ocean freight, U. S. excise tax 
and import @ They @o not include 
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ALFA ee ae $3,- 
298; Super Spider, $3 n ‘oupe, 
$3,784; Veloce Coupe, $4, 194, 1900 Super 
Sprint Coupe—$6,083 

ASTON-MARTIN—DB24 Mark III cpe., 
$7,450. 





A-35 Deluxe 2-dr. sed., $1,- 

557; A-55 Deluxe 4-dr. sed., $2,214. 
(Heater standard.) 

AUSTIN-HEALEY — conv., $3,087; De- 


luxe conv., $3,389. (Heater standard on 
Deluxe.) 

BENTLEY—Series S—Standard Steel Sa- 
Joon, $12,900. (Other models are custom- 


built and vary considerably in price.) 
BMW ISETTA 300 — sunroof, $1,048; 


cabriolet, $1,098. BMW (lIsetta) 600—4- 
pass, sed., $1,398. (Heater standard on all 
models. ) 


CITROEN—2CV 4-dr. sunroof sed., $1,- 


298 (centerifugal clutch). DS-19 4-dr. sed., 
— (Alr suspension, heater, power 
brakes, power steering, clutch 
standard on DS-19.) 
DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 


(Heater standard on all models.) 
hardtop, $9,750; 


530. 
FACEL-VEGA — 2-dr. 
Excellence 4-dr. hardtop, $12,800. (Aute- 
matic transmission, power brakes, power 
windows, radio, heater are standard.) 

FIAT—600 Series—Multipla 4-dr. sed., 
$1,598; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Series—4-dr. sed., $1,655; 4- 
dr. TV (Fast-Touring) sed., $2,035; stat. 
wag. $2,069; TV roadster (hard top op- 
tional), $2,498. (Heater standard on all 
models. ) 

FORD (England) — Anglia 2-dr. sed., 
$1,539; Perfect 4-dr. sed., $1,639; Escort 
2-dr. stat. wag., $1629; Squire 2-dr. stat. 
wag., $1739. Mark Il Series—Consu!—4-dr. 


gsed., $2,012; conv., $2,351; Zephyr 4-dr. 
ged., $2,193; conv., $2,552; Zodiac—4-dr. 
sed., $2,365; conv., $2,910. 


GOLIATH—1 100 Sertes — Standard busi- 
ness sed., $1,995; Custom 2-dr. sed., $2,- 
088.80; Custom conv., $2,395; Custom 2-dr. 
stat. wag., $2,287.80; Empress Deluxe 2-dr. 
sed., $2,481.14; Tiger sport cpe., $2,834.98. 

standard on Empress, Tiger and 


HILLMAN—4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., $2,099: 
2-dr. stat. wag. (Husky), $1,535; 4-dr 
stat. wag. (Minx), $2,299. 


JAGUAR—Mark VIII 4-dr. sed., $5,605 
(overdrive), $5,695 (automatic transmis- 
sion). 3.4 Liter sed., $4,460 (overdrive), 
$4,560 ‘(automatic a ce XK-150 
cpe., $4,475; conv., » bb 

LLOYD — 4-pass. sed., $1,295; 4-pass. 
conv., $1,395; 4-pass. stat. wag., $1,345; 
wag., $1,545; 6-pass, stat. 


63.017; 280, ent ogi ae. 

jena. ‘ope $5,232 (with 
aipedite heed eo sot top, $5,416); 219 
4-dr sed., $3,823; 220-8 4-dr. sed., $4,283; 


Port-of-Entry Prices 
On Imported Cars 


AUTOMOTIVE NEWS, FEBRUARY 3, 1958 


Current Prices on U. S. Cars 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, tran: charges and op- 
tional equipment, 
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BUICK—Special—4-dr. sed., $2,700; 2-dr. 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr, 2-seat 
stat, wag., $3,145; 4-dr. 2-seat hardtop 
stat. wag., "$3,261. Century—4- dr. sed., $3,- 
316; 4-dr, hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr. 2-seat hardtop 
stat. wag., $3,831. Super—4-dr. sed., $3,- 
789; 2-dr. hardtop, $3,644. Roadmaster 75 
—4-dr, hardtop, $4,667; 2-dr, hardtop, $4,- 
557; conv., $4,680. Limited—4-dr. hardtop, 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
(Variable-pitch Dynafiow standard on Cen- 
tury and Super; Flight-pitch Dynflow 
standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 
master 75 and Limited. Power brakes 





220-S conv., $7,641; 300-C 4-dr. sed., 
559; 300-SL cpe., $8,905; 300-D 4-dr. | 
hardtop, $10,418; 300-SL roadster, $10,928; 
300-SC conv. or roadster, $12,272. (Power 








brakes standard on 219 sed.; sutomatic) 
transmission standard on 300-C sed. and) 


300-D hardtop.) 


METROPOLITAN — 2-dr. hardtop, $1,- 


626.10; conv., 
MG—MG “A” 
$2,462; roadster (wire wheels), 
cpe. (disk wheels), $2,695; cpe. 
wheels), $2,785. Magnette—4-dr. sed., 
740. (Heater standard on Magnette.) 
MORRIS—4-dr. sed., $1,794; 4-dr. 
luxe sed., $1,860; 2-dr. sed., $1,705; 2-dr. 
Deluxe sed., $1,761; Tourer (conv.), 
689; Deluxe Tourer (conv.), $1,745; stat. 
wag., $1,912; Deluxe stat. wag., 
(Heater standard on Deluxe models.) 
OPEL — Rekord — 2-dr. sed., $1,957.50. 
Caravan—2-dr. stat. wag., $2,370. (Heater 
standard on both models.) 
PANHARD — 4-dr. sed., $1,995; 4-dr. 


deluxe sed.. $2,195. 

PORSCHE — Speedster — 70 horsepower, 
$3,215; 88 horsepower, $3,615; 115 horse- 
power (Carrera), $5,215. Coupe—70 horse- 
power, $3,665; horsepower, $4,504; 115 
horsepower , $5,665. Convertible 
—70 horsepower, $3,915; 88 horsepower, 
$4,804; 115 horsepower (Carrera), $5,915. 

RENAULT — 4CV 4-dr, sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 

ao sed., $2,316. (Heater stand- 
ard.) 

ROVER—90 4-dr. sed., $3,295; 1058 4- 
dr. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 

ROLLS-ROYCE—Sllver Cloud—Standard 
Steel Saloon, $13,250. (Other models are 
custom-built and vary considerably in 


price.) 

2-dr. sed., $1,895; 2-dr. sed. 
(automatic clutch), $1,995. (Heater stand- 
ard.) 

SIMCA—Aronde Series—tIntendante, $1,- 
575; Deluxe 4-dr. sed., $1,645; Elysee 4-dr. 
sed., $1,745; Montihery, $1,810; Grand 
Large 2-dr. hardtop, $1,980; Grand Large 
Special, $2,030; Chatelaine 2-dr. stat. wag., 
$1,875; Plein Ciel sport cpe.. $2,795; 
Oceane conv., $2,995. Vedette V 8 Series— 
Trianon 4-dr. sed., $1,999; Versailles 4-dr. 
sed., $2,199. (Heater standard on Plein 
Ciel and Oceane.) 

SUNBEAM—Rapier 2-dr. sed., $2,499. 
(Heater and overdrive standard.) 

TEMPO — Matador — 12-passenger stat. 
wag., $2,575; 9-pass. stat. wag., $2,495; 
—— stat. wag., $2,425. (Heater stand- 
ard.) 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899. TR-3 (sports cars)—softtop, 
$2,675; hardtop, $2,835. 


$1,650.10. 
$2,546; 
$2,- 


VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50. (Heater standard.) 
VOLKSWAGEN —2-dr. sed., $1,545; 2- 


dr. sunroof, $1,625; conv., $2,045; Combi 
stat. wag. (8-pass.), $2,020; deluxe stat. 
wag., $2,120; deluxe camper, $2,737. Kar- 
port cpe., $2,445; conv., $2,- 
725. (Heater standard on all models.) 


VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on both 
models.) 


$1,967. | 


—roadster (disk wheels), | 


| sed., 


standard on Roadmaster 75 and Limited.) 
CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 
079; 2-ar, hardtop, $4,784; conv. $5,454; 
Sedan de Ville 4-dr. hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado — 
Seville 2-dr, hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop $13, 074. 
Sixty Special—4-dr, hardtop, $6,232, 
75—8-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 
OCHEVROLET (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 


ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013. — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 


4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman. $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 
(V-8 std.), $3,631. 
CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr, 3-seat stat. wag., $3,803. Saratoga— 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
$4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 
CONTINENTAL—4-dr. sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
| conv., $6,283. (Turbe-Drive, power steer- 
ing, power brakes standard on all models.) 
DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50; 4-dr. 2- 
seat stat. wag., $3,266; 4-dr. 


177.50; conv., $3,488.50. Fireflite — 4-dr. 


| sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 


$1,- | 


(wire | 


De-| 





hardtop, $3,675; conv., $3,972; 4-dr. 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4,172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. 
Firefilite and Adventurer. 
standard on Adventurer.) 

DODGE — Coronet Six—4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75. Coronet V-8— 
4-dr. sed., $2,637; 2-dr. sed., $2,556.25; 
4-dr. hardtop, $2,764; 2-dr. hardtop, Ls 
679; conv., $2, 941.50. Royal—4-dr. 
$2,797; 4-dr. hardtop, $2,915.25; 
hardtop, $2,854. Custom Reyal— 4-dr. 
$3,030; 4-dr. hardtop, $3,142; 2-dr. 


edi dr. 
sed., 
hard- 


3-seat stat. | 
wag., $3,408, Firedome—4-dr. sed., $3,085; | 
4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- | 


(TorqueFliite standard on) 
Power brakes | 








top, $3,071; conv., $3,298, Station Wagons 
—2-dr. 2-seat Suburban, $2,970.25; 4-dr. 
2-seat Sierra, $3,034.75; 4-dr. 3-seat Sierra, 
$3,176.25; 4-dr. 2-seat Custom Sierra, $3,- 
212.25; 4-dr, 3-seat Custom Sierra, $3,- 
354.25. 

EDSEL—Ranger—4-dr, sed., $2,592; 2- 
dr. sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr, hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; hardtop, $3,346. 
Citation—4-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 

2-dr. 2-seat, $2,876. Villager— 
2-seat, $2,933; 4-dr. 3-seat, $2,990. 

-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $107 for station wagons; 
$124 for Fairlane and Fairlane 500; $137 
for Custom 300.) Custom 300—4-dr. sed., 
$2,119; 2-dr. sed., $2,065; bus, 2-dr., $1,- 
977. Fatriane—4-dr. sed., $2,285; 2-dr. sed., 
$2,231; 4-dr. hardtop, $2,428.73; 2-dr. 
hardtop, $2,364.12. Fairlane 500—4-dr. sed., 
$2,437.72; 2-dr, sed., $2,383.72; 4-dr. hard- 
top, $2,508.72; 2-dr. hardtop, $2,444.72; 
conv., $2,659.98; retractable hardtop (V-8 
std.), $3,172.69. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,406.76; 2-dr. 2-seat 
Del Rio Ranch Wagon, $2,513.24; 4-dr. 
2-seat Ranch Wagon, $2,460.76; 4-dr. 2- 
seat Country Sedan, $2,567.24; 4-dr. 3-seat 
Country Sedan, $2,674.24; 4-dr. 3-seat 
Country Squire, $2,803.90. 

IMPERIAL — Imperial —4-dr. sed., $4,- 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop, 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, $5,632; 2-dr. hardtop, $5,388; 
conv., $5,758.50. LeBaron—4-dr. sed., $5,- 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Flite, power steering, power brakes stand- 
ard on all models.) 

LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, ae 2-dr. hardtop, $4,303. 
Premiere—4-dr. $5,565; 4-dr. ‘hardtop, 
$5,565; 2-dr. maraenb, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 

MERCURY—Medalist—4-dr. sed., $2,617; 
2-dr. sed., $2,547. Monterey—4-dr. sed., 
$2,721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. hardtop, $2,769; conv., $3,- 
081. Montelair—4-dr. sed., $3,236; 4-dr. 
hardtop, $3,365; 2-dr. hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser 4-dr. 
hardtop, $3,577; Turnpike Cruiser 2-dr. 
hardtop, $3,495. Park Lane—4-dr. hard- 
top, $3,944; 2-dr. hardtop, $3,867; conv., 


4-dr, 
Be 


,| $4,118. Station Wagons—2-dr. 2-seat Com- 
| muter, 


$3,035; 4-dr. 2-seat Commuter, 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 


ger, $3,635; 4-dr. 2-seat Colon, 
$3,775. (Multi-Drive Mere-O-Matic 
steering, power brakes standard ©» 
Lane; Mere-O-Matic standard on M 
Voyager and Colony Park.) 
OLDSMOBILE — Series 88 — 4-<:_ seq, 
$2,837; 2-dr. sed., $2,772; 4-dr. | ardtop, 
$2,971; 2-dr. hardtop, $2,893; con.. 
221; 4-dr, 2-seat stat. wag., $3,28' 
2-seat hardtop stat. wag., $3,395. § 
—4-dr, sed., $3,112; 4-dr. hardtop, 
2-dr. hardtop, $3,262; conv., —s 4-dr. 
2-seat hardtop stat, wag., $3,623. S % 
—4-dr. sed., $3,824; 4-dr, hardtop, 
2-dr. hardtop, $4,020; conv., $4,3' 
away Hydra-Matic, power steering 
brakes standard on Series 98.) 
PACKARD — 4-dr. sed., $3,212  2-d 
hardtop, $3,262; 4-dr. 2-seat stat 
$3,384. Hawk — 2-dr. hardtop, 
(Flightomatic and power brakes are 
ard on all models. ) 
PLYMOUTH—(Prices are for six-cylinder 
models. For V-8s, add $107.) Plaza—4-dr, 
zed., $2,169; 2-dr. sed., $2,117.50; bus. cpe, 
32,028.25. Savoy—4-dr. sed., $2,304.75; 2 
dr. sed., $2,254.25; 4-dr. hardtop, $2. 
399.50; 2-dr. hardtop, $2,328.50. Beivedern 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.59; 
4-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,. 
456.50; conv, (V-8 std.), $2,762. Fury— 
2-dr. hardtop (V-8 std.), $3,066.50, Sta. 
tion Wagons (Suburbans)—2-dr. 2-seat De. 
luxe, $2,431.50; 4-dr. 2-seat Deluxe, $2 
485.50; 2-dr. 2-seat Custom, $2,553.25; 
4-dr, 2-seat Custom, $2,607; ‘a-dr, 3-seat 
Custom, $2,747; 4-dr. 2-seat Sport, $2. 
759.75; 4-dr. 3-seat Sport, $2,899.7 
PONTIAC—Chieftain—4- dr, sed., ‘$2,638, 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
2-dr. hardtop, $2,707: conv., $3,019 4-dr. 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat, 
wag., $3,088. Super Chief—4-dr. sed., $2. 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Chief—4-dr. sed., $3,071; 4 
dr. hardtop, $3,210; 2-dr. hardtop, $3,122; 
4-dr. 2-seat stat. wag., $3,350. Bonnevilig 
—2-dr. hardtop, $3,481; conv., $3,586. 
RAMBLER — American — Deluxe 2-dr, 
sed., $1,789; Super 2-dr. sed., $1,874 
Deluxe Six—4-dr. sed., $2,047. Super Six— 
4-dr, sed., $2,212; 4-dr, hardtop, $2,287; 
4-dr, 2-seat stat. wag., $2,506. Custom Six 
—4-dr. sed., $2,327; 4-tir. 2-seat stat, 
wag., $2,621. Rebel V-8—Super — 4-dr. 
sed., $2,342; 4-dr. 2-seat stat. wag., 
636. Custom — 4-dr. sed., $2,457; 4-dr. 
hardtop, $2,532; 4-dr. 2-seat stat. wag, 
$2,751. Ambassador — Super — 4-<r. sed. 
$2,587; 4-dr, 2-seat stat."wag., $2,881. Cus- 
tom—4-dr. sed., $2,732; 4-dr. ‘hardtop, $2,. 
822; 4-dr. 2-seat stat. wag., $3.026; 4-dr. 
2-seat hardtop stat. wag., $3,116. 
STUDEBAKER—Scotsman 6—4-<dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat, 
wag., $2,055. Champion 6— 4-dr. sed, 
$2,253; 2-dr. sed., $2,189, Commander V-4 
—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat Provincial stat. wag., $2,644. 
President V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
352; Golden Hawk V-8 2-dr. hardtop, 
$3,282. (Overdrive standard on Goldens 
Hawk. Heater standard on Scotsman.) 
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are released here weekly, a5 | grock-| Chev- Dia- SG Stud 
compiled by R. L Polk repre- mond M ination- — . . 
eontetives ta stele capitals. way | rolet T Dodge} Ford Cc Mack | Reo | baker | White | Willys | Misc. 
Colorado ‘s7 274 3) 49; —- 259) 76 76} 6| 3} 9 59| 20; 
56 197] 3} S56} 12S] ——sS8 52 6| 1 1 4| 56 3} S88 
Delaware ‘57 | 46 13) 13) 35) 20 3 7) 1) 1} 5 3 3 182 
. __ 56 | 62| 3} sia] S33], Ss] 19| 2 6| 7 45 2B 
Dist. of Columbia *57| 31 { 58 23) 15) — | 2| 2) 5 182 
aati ‘56) | 39 14) 47| 23; 24 2i ! ' 5; 10) 
Ilinois ‘s7 880 32; 219; += 1002; 206) Ss 559 33) 5) 30, 37) 70) 65; 318 
ea bt ‘56| 1015) 49| 239) = 961, = 284) 513] 2 8| 31) 43 71 50} 3291 
Lousiana 57 423 3) iC 5 9 a — a 15| 24, 1142 
ee ee, | 430 3] 68} 327] ist) si i = a 
Nebraska ‘57| | -20s| 21) 18} 224) 37) 8s 2 _ 7\ 2 | «a 
56) 146) 7 39} 125) 48; oil 2 2| 3 10| 22 16| _ 53! 
New Hampshire 57| 71) 12) 51; 20 35) a. f= 3| 29 3; 
iy 56) Le 4 28) 52) 17 44 a 3 J 59 4 2791 
North Carolina 57 49 21 80; 42i;—is| SSs«*32 19 3 10! 14) 2 19) ‘ta 
‘56 481) 4) 92|__—-475| 140} 112) 54) 2 12 20} 23 10 14% 
North Dakota Z| 119) | aj 37) = 90 ; 2 8 4 @ 
74| 2 ae _ 68) 19, — Bt a ew 14) 262 
Rhode Island 7 | 2 iT il 36} 24) 22! ‘fl 1! 3 4) (Ol 
"56! 50) | 14) 33 16} : 17 es 2) | 7; 2 is 
South Dakota ‘s7/ 7i| 15) 4 —Ci<i ]sCéCS3| - | 4) 1 13} 3} 
7 56) |; | 3} 13 i 3 So 7 4 2} esi] 
Utah 57) ; ne | 44) si} 33) si; 4 a. & _ 17) 
S : 56 | 138} 37; —«0},— ss, 3; 9 lo | ae 
Vermont 57 | 57) | 9| 4l 22| 38) Hl * 29) 7) ww 
56] 44 1| 13} oe ae ee an a ae 
West Virginia ‘57 | | 201 2| x] 170 40) 76| 6 rc? 3% 8; St 
. ‘56! | i177 1 58} 138 | 65 14 2| 13] i] SI 4| 5 
14 States Reported 7 | 2951) 612) 3044) 703) 1391) 113) a a i 329,205, 44 
To Date for December ‘56! | aera 78 708} 2611) 1279} _—164| 94 114) 441 129) 9485 
Year ‘57 | cas] sasee 3258| 45793| 261564) 58392) 90813; 12403) 1963 11868} 20193 18854) s0ss4 
To Date 56) 820 283093 3782| 53427| 248403| 77121| 101751; 12253] 2807| 8200] 14272| 21247| 11006| 83818 





“The information contained in this report has been compiled from official 





state documents. 


Every reasonable precaution has bees 


exercised * insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk 


& Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. 


Polk & Co. 


New Passenger Car Registrations, 8 States for December, 1957-1956 






asec 








SE] fe anil a | 








mobile 
































Arkansas ‘S7 14 14 12 3 50 a 12 2 % 550 77! 10 
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ro se Cee Cee ees te ee a ee a se 
a oe coe ee ua as 
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To Date 56| 65930) 6537) 1114! 107517 92359| 202313 1| 1546791 eee 122277| 1449174 oe 333467/2804797| 27810 71938 99148 
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’56 Special Riviera, $1,305*. '55 Century 
Riviera, $1,100* (ps); Super Riviera, 









conv., $1,905*. '55 (98) Holiday, $1,385*, 
$1,165* (ps); (88) Super Holiday, $1,- 

























































































































sa e185" ‘Sito, Sere ts nu | Model Breakdown | ii cia tis, ton den gr ont 
’ , ’ , , . , , Ps), ; 4-dr., ,025° 
Riviera, sis" x) ; Special , Riviera, Of Auction Averages (pa). sito (88) Super 4-dr., $850*. ’52 

A ; -dr., ‘ -dr. 
Special 2-dr., $465*; Super 4-dr., $310*; Jan., Dec., Nov., OKARD—’ - $300 
Riviera, $480*, $475*. '50 Special 2-dr., 1958 1957 1957 PLYMOUTH'61 Devedere Hardtop yo 
$110*. $2,946 $2,856 * 640°. '56 Belvedere 4-dr., $1,005° (ps); 


(Continued from Page 36) OCADILLAO — ’58 coupe de Ville, $5,075* 
(ps), $5,060* (ps); coupe, $4,725° (ps). 


56 NY Town & Country, $2,100*, coupe, $1,050*; Custom coupe, $925*. °55| °57 (62) 4-dr., $3,510* (ps). '56 (60) 


1,728 1,813 $1,882 a Sport coupe, $840*; Plaza (6) 2- 
., $615. '55 Belvedere (8) Sport coupe, 
1,161 1,269 1,307 $880*, $870*; Hardtop, $815*; Savoy (3) 

















(ps) 

. °53 Windsor (6) 4-dr., $350. Montclair 4-dr., $1,040*; Monterey coupe, 4-dr., $2,710* (ps); sedan de Ville, $2,- be *. A 
pesoro "52 Custom (6) 4-dr., $165. $860*. °54 Monterey coupe, $750°, $680./ 650° (ps), $2,630° (ps); (62) 4-dr., §2,- 900 939 1,008 Plans San + esse’ BA etation’” wanen’ 
DODGE—’57 Custom Royal (8) 4-dr., $2,- | NASH—’55 Statesman | 4-dr., $710*. °52| 545* (ps); coupe, $2,410* (ps). '55 coupe 604 631 689 $435; Savoy 2-dr., $400. '53 4-dr., $305. 

tes" (ps), °SS Coronet (8) Lancer 2-dr.,| | Statesman 4-dr., $185°. de Ville, $2,220° (ps); conv., $2,125° 367 391 441 | PONTIAC—'57 Chieftain Catalina, $1,650°. 
sr r)*, 4 Royal (8) 4-dr., $605* (ps). | OLDSMOBILE—'56 (98) Holiday, $1,310*| (ps); 4-dr., $1,770* (ps), $1,690° (ps). 236 260 273 ’56 Star Chief 2-dr., $1,365* (ps); Chief- 
‘53 Meadowbrook 4-dr., $340. (ps);_(88) Super conv., $1,000* (ps). 55) "54 (60) 4-dr., $1,700° (ps). "53. (62) tain 4-dr., $1,115*.’ '55 Chieftain 4-dr 
EDSEL—'58 Pacer 4-dr., $2,445°; Ranger (98) Holiday, $1,195° (ps); (88) Holiday, | 4-dr., $890* (ps); coupe de Ville, $680*. 170 189 216 $950, $890* (ps), $810*; 2-dr., $905*: 
4-dr, Hardtop, $2,120°. $1,165* (ps). 54 (88) 4-dr., $925°. '53 | CHEVROLET—’58 Impala Hardtop, $2,- * * 190 Catalina, $850*; sedan, $710*; Star Chief 
FORD’57 Thunderbird, $2,800*; Skyliner,| (88) 4-dr., $480*. '52 (88) 4-dr., $150*,/ 600° (ps); Bel Air (8) Hardtop, $2,195. Catalina, $870*, °54 Star Chief 4-dr 
$2,490" (ps), $2,475* (ps); Country se- $130°. °50 (88) 2-dr., $135*, $100. ’57 Two-ten station wagon, $1,800°; Bel $455*. °53 Catalina, $430*; 4-dr., $210°. 
$2,051,975" (ps), $1,825%; Fairlane (8)| PACKARD—'53 4-dr., $130*. '51 4-dr.,| Air (8) Hardtop, $1,740°, $1,695°; Sport Average $1,014 $1,043 $ 751 | sTUDEBAKER—'56 Hardtop, $1,100°. 54 
500 Club Victoria, $1,955* (ps), $1,845°,| | $135°. ‘ coupe, $1,660*, $1,650° (ps); Two-ten| * Not computed. Commander Hardtop, $420°. " * 
$1,800°; Town sedan, $1,850° (ps), $1,- PLYMOUTH—'56 Savoy (8) 2-dr., $765. (6) station wagon, $1,345; 4-dr., $1,305. WILLYS—'55 station wagon, $525 
Sa ps), $1.710* (ps); Town Victoria,| ‘55 Belvedere (8) coupe, $775°; 4-dr.,| ‘56 Bel Air (8) Sport coupe,’ $1,370* MISCELLANEOUS—’58 Volkswagen, $1,- 
$1,845* (ps); Fairlane (8) sedan, $1,- $635°. 53 2-dr., $185. °52 2-dr., $155. (ps); Hardtop, $1,310* (ps), $1,155*; Fairlane (8) 500 2-dr., $1,500*, $1,315°; 840. '56 Chevrolet %-ton pickup $770 
Bp Dal hag, cation greg tans | PENTA ASS, tat Satetts| Frias Seta, TOO Pact ges, Sar’| Ture, marti, Flags, Giaee ane 
stom (8) 300 4-dr., $1,510°, = ; . 1, ° ‘ : o-ten -dr., ; 2-dr., -dr., $1,310; 4-dr., $1,290°, $1,265, $1,- 
$1385" 56 (8) 6 pass, Country sedan, 4-dr., $850°. '54 4-dr., $585*, $450°. ‘53 $950. °55 Bel Air (8) 4-dr., $1,010*, 195*, $1,160. °56 Country sedan, $1,308, WAREHOUSE POINT, CONN. 
$1.480° (ps); Fairlane (8) Victoria, $1,- 4-dr., $295, $280°, $265; 2-dr., $320°. $965*; 2-dr., $910*, $810°; Two-ten (6) $1,055; Fairlane Victoria, $1,270*° (ps), (Southern Auto Sales, Inc. Sale every 
300°, $1,295°, $1,240°; club sedan, $1,- S23 Catalina, $335; 4-dr., S246". 2-dr., $935, $805*, $800; 4-dr., $835*, $1,020; Custom 4-dr., $870, '55 Fair-| Wednesday. Prices are for sale of Jan, 22.) 
300° (ps). $i,175* (ps); conv., $1,180° RAMBLER—’55 4-dr., $810°. °54 station $795, $775, $700, $660, $615; station lane 2-dr., $995*; Victoria, $990° (ps), (The weather again dealt us a ‘rain 
(ps) 4-dr., $1,060* (ps); Main (8) wagon, $475. - wagon, $790. °54 Bel Air 4-dr., $660*, $860*; Custom 2-dr., $865; 4-dr., $800°,| storm followed by fog. The buying pic- 
Ranch Wagon, $1,265*, $1,100; Custom STUDEBAKER — °52 Commander 2-dr., $550*; Hardtop, $520; Two-ten 4-dr., $595. '54 Custom 4-dr., $600; Main 4-dr.,| ture during our sale showed some good 
(a) 4-dr., $770*, '55 Thunderbird, $1,- $190°. ‘ $555. ‘53 Bel Air coupe, $585*° (ps); 2- $425. ‘53 Main 4-dr., $250. '52 Custom) transactions. Fair on older models, but 
g20*, $1,.640*; Fairlane (8) Crown Vic- MISCELLANEOUS — 53 Chevrolet %-ton dr., $470°, $365°; Two-ten 2-dr., $400. 2-dr., $245. strong on the cleaner cars.) : 
toria, $1,155*, $1,095*, $1,000*; Country} Panel, $285. ’52 GMC van, $640°. a “o., $350, $225; 4-dr., $240. '50| LINCOLN—'58 Capri 2-dr., $4,150° (ps). | pUICK—'57 Century 4-dr, Hardtop, $1 
dan, $1,100* (ps); conv., $1,000*; club -dr., . ’50 4-dr., $225°. * ‘ 15 , mr 
sedan. $060°; Custom Ranch Wagon, $1,-| CHICAGO CHRYSLER—’55 NY 4-dr., $925* (ps);| MERCURY—'55 Monterey Hardtop, $830°;| far) “Wi°sive ~(us} Phe sie ee 
075*: Main (8) coupe, $590; 4-dr., $575. Windsor 4-dr., $880° (ps). '54 Windsor| Custom 4-dr., $675*; 2-dr., $690, $690°.| $i \onb** Cos), RR pected ny ee atop, 
‘54 ‘Custom (8) Ranch Wagon,’ $725, (Arena Auto Auction, Sale every Tues- 4-dr., $470°. *54 Monterey 4-dr., $670° (ps); coupe. Super Handte on conv., 9408"; 
hse “Crest. ‘Skyliner, $665°; Victoria, | 4@¥. Prices are for sale af Jan. 21.) DeSOTO—'54 Powermaster station wagon,| $665*; Custom 2-dr., $575*; 4-dr., $570°.| gisse op, S250". "Gi Special esnv., 
$650; Country Squire, $610*; Main (8) (We were covered with five inches of $605°. "52 Hardtop, $280°. . 
ir. $430, °53 Country sedan, $675*| S®0w. A good sale considering “Mr, Win- | DODGE—'55 Royal Lancer, $735*; Coronet | OLDSMOBILE—'58 (98) Holiday, $3,605* | CADILLAC—'56 (62) 4-dr., $2,625° (ps). 
(ps): Victoria, $475°; Custom 4-dr.,| ter.” Sold 211 cars out of 304.) 4-dr., $700°. 53 4-dr., $250°. (ps). °57 (98) conv., $2,555* (ps); Holi-| ‘55 (62) coupe de Ville, $1,920° (ps); 
$i50*; Ranch Wagon, $360; 2-dr., $325,| BUICK—'57 Special station wagon, $2,105* | FORD—'58 Fairlane (8) 500 Victoria, $2,-| day, $2,385° (ps), $2,125° (ps); 4-dr., coupe, $1,850°; 4-dr., $1,800° (ps). ’53 
$315, $305*:; conv., $300* (ps); Main (8) (ps); Riviera, $2,075*; 4-dr., $1,790*. 475* (ps). °57 Country sedan, $1,550°; $2,170* (ps); (88) Holiday, $2,360° (ps); (Continued on Page 40, Col. 1) 
2-dr.. $285, $280, $275; coupe. $230, °52 - 








2-dr.. $230, $220. ‘51 Victoria, $295, 
$185*; 2-dr., $265°; 4-dr., $235. '50 club 


* $235. 

HUDSON ——'56 Hornet 4dr... $1.300° | (ps), 

$1,000* (ps). "55 Wasp Hollywood, $800°. . ; e 

NCOLN—'58 Continental Mark III, $5,- ee t m f m d value to 
ay (ps). ‘57 Premiere eoupe, $3,315° Per ection s progra is ° tre en ous | 
(ps). °56 ia ta te — (ps) | e \ 
‘-ér., $1, ps). °§ Sapri coupe, ° ° il b 

$730, "51 ‘club coupe, $150" | me in training my truck salesmen. It will substan- 


MERCURY—'57 Montclair coupe, $2,250° | 


(ps), $1,995° (ps); en Cruiser, 99 
$2,250*; Monterey coupe, 1,975°. °56 e e 

Monterey stati | $1,640°, $1,550° il k sales 
eons cativs Sage, tae tially increase our fruc , 
Montclai . $1,580° (ps), $1,550° 

tend: Custom 4-2r.. $1,240. 55 Monterey — says €. G. Ohler, Truck Sales Mgr. 


coupe, $1,075* (ps). "54 Monterey coupe, 
eo. Byers Sons, Inc., Columbus, O. 


$850* (ps), $685*, $485°. "53 Monterey 2 G 
4-dr., $550°, $325°; 2-dr., $400°; Custom | 4 

2-dr., $320. °52 Custom 4-dr., $195*. °51/ 

4-dr., $245*; club coupe, $135°. ‘50 4-/ } 


dr.. $120. 

NASH—'55 Metropolitan conv., $585. 
OLDSMOBILE—'57 (88) Super 4-dr. Holi- 
day, $2.330° (ps). "56 (88) Super 4-dr. | 
Holiday, $1,.655° (ps), $1,555° (ps); (88) 
Holiday coupe, $1,480° (ps); 4-dr., $1,- 





425* (ps): (98) Starfire, $1,325° (ps). 
‘55S (88) Holiday, $1,285*, $1,185° (ps). 
$1.055* (ps): (88) Super 4-dr., $1,060° 
(ps) (98) Holiday, $1,250° (ps). ‘54 


(98) 4-dr., $790° (ps), $405°. ‘52 (88) 
Holiday, $350°. °51 4-dr., $130°. 
PACKARD—'54 Clipper 4-dr., $295. 
PLYMOUTH—'58 Fury, $2.910*; Belvedere 
(8) Sport sedan, $2,505°. ‘57 Belvedere 
Sport coupe, $1,895*. °56 Fury, $1,500°, 
$1.450°: Belvedere (8) 4-dr., $1,050°. '55 
Plaza (8) 2-dr.. $870. ‘54 Belvedere Sub- 
urban, $480; Plaza 4-dr., $300. "53 Bel- 
vedere Sport coupe, $360°; Cambridge 
coupe, $250, $225. ‘52 Cranbrook 4-dr., 
$225; Suburban, $235. ‘51 Suburban, | 
$275. "50 4-dr., $165. 
PONTIAC—'57 Star Chief Catalina coupe, | 
$1,955*; Super Chieftain Catalina, $1,-| 
860° (ps). "56 Chieftain Catalina, $1,-| 
095°. ‘55 Star Chief Catalina, $1,145*°| 

(ps), $955° (ps); Chieftain 4-dr., $875°.| Perfection re s Sales Meeting 

‘ 





‘5S conv., $500° (ps), $435° (ps). °50) e ° o 
eee Oe cons Commies, s10ee| Multiplies Sales Effectiveness two of the Perfect; showed 
STUDEBAKER — '55 President Hardtop, : co ing Mr. Ohler’s sal i ilms, 

—————_“a Perfection training films and data sheets help make SPecial equipment hed ce to sell 
MISCELLANEOUS Ss Chevrolet © %- better truck men of your salesmen. Give your men shee red trucks—furnishey seo” 

ton pickup, $1,045: %4-ton pickup, $1,025; basic selling facts, and spell out how to use them. and reat conducted gq _ data 

Volkswagen 2-dr., $1,520; Volvo station swer Session estion 

Wagon, $1,650. °56 Chevrolet ‘%-ton ° 

pec er, eden, esa Sis ' 

ag ag More Chassis Sales Because... 

Se aRinneaier” reuastet $100.5 Salesman Turnover Drops! 

ster, $1,250; Volkawagen, 2-dr., $985. "58 You sell the poet eniily of a complete, ready-to- The experienced salesman gets a wonderful refresh- 

ees roll truck. (Don’t ask your prospect to spend money er course. The new man gets quickly what he might 

DYER, IND. for a bare chassis that can’t make a dime for him . . 

(Len Poillak’s Dyer Auto Auction. Sale ~ spend years to learn by trial and error... all from 
every Friday. Prices are for sale of Jan. until he gets a body on it!) Your people know— Perfection training films. 

(Considerably more action om the part thanks to Perfection training—how to interpret the 


of the buyers giving the market in our 


a 2 fs customer’s job in terms of a money-making fully 


BUICK—’56 Century Riviera, $1,300° (ps). 


BCR "on Contry Rivera. $300, cient Perfection Distributor Invaluable 


$715*. °53 8 Riviera, $340*; Special : ° ° A 
2-dr., $270°. "52 Super 4-dr., $235*. ‘51 Your Perfection distributor puts on the Perfection 


8 al 2-dr., ‘See RM 2-dr., $140°. ° ee 
CADILLAC 56" (62) conv ._ $2,500° (p=) ; Bi $ S 7" truck equipment sales training films free and with- 
$2.180°" (ps); 4-dr., $1,685° (ps). ‘Sh igger aie = More Profit out charge. All you have to do is call him. Phone 


(62) 4-dr., $1,475* (ps). 53 (62) 4-dr., 


oleVious xT ot Bel Air (8) 2G, H You specify the special equipment that shows the him now for a date to start training your salesmen. 
fen (6) 4-dr.. $1,250°, $1,900. "08 Two maximum profit for the customer in his kind of - If you don’t know your Perfection 


coupe, $915*; 4-dr., $985, $915, $780. '55 . ° ee m a 
Bel Air (8) 4-dr., $690; Two-ten (8) service. Perfection training films show ji i 
2-dr., $905*; 4-dr., $700*, $700; One-fift 8 you how. distributor, wire P erf ection! 
2-dr., $490. °54 Bel Air 4-dr., $505*; 7 

One-fifty 2-dr., $395. '53 Bel Air coupe, 
$405*; Two-ten 2-dr., $335, $290. 

DeSOTO—’51 Sportsman, $155. 

DODGE—’55 Coronet (6) station wagon, 
$855. °53 4-dr., $375*. °52 4-dr., $170. 
"51 coupe, $150. 

FORD—’57 Skyliner, $2,060* (ps), $2,050*; 
Fairlane (8) 500 Victoria, $1,850* (ps); 
4-dr., $1,685*, $1,550° (ps), $1,525°; 
Fairlane 2-dr., $1,360; Custom (8) 300 
2-dr., $1,255. °56 Thunderbird, $1,855*; 
Country sedan station wagon, $1,360* 
(ps); Fairlane (8) 4-dr., $1,170, $850; 
Custom (8) station wagon, $900* (ps); 
2-dr., $700. '55 Fairlane (8) conv., $895* 
(ps); Custom (8) 2-dr., $700. 

HUDSON—'54 Wasp coupe, $195*. 

Y—’57 Monterey conv., $2,055* 

(ps), $1,995*, $1,810° (ps). "56 Monterey 








Used-Car Auction Prices 





tion wagon, $1,060*, 


CHRYSLER— 54 

D O D G E — '55 Coronet 2-dr., 
Meadowbrook 4-dr., $210. 

FORD—’57 Fairlane 


Country sedan, 


Custom conv., 
"52 4-dr., $205. 
MERCURY —'56 Custom station wagon, 
$1,270*. '55 Custom 2-dr., $650. "54 Mon- 


NASH—’53 Statesman 2-dr., 


PLYMOUTH—'56 Savoy 
Beivedere 2-dr., 


coupe, $120. 
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(Continued from Page 39) 


(ps). "51 (60) 4-dr.,; PONTIAC —'55 Chieftain station wagon, | MERCURY—’57 Monterey 4-dr., $1,810*.| 100%, $1,025; Bel Air (8) 4-dr. Hardtop, | 

4-dr., $335*, $275°. °49 $1,225*, $1,055*; Hardtop, $1,030°; conv., ’56 Montclair club coupe, $1,000*. °55/ $1,575*. | 

, $1 $1,000, ‘52 Chieftain 4-dr., $110°, °50 station wagon, $1,365* (ps). | CHRYSLER—’55 Windsor Hardtop, $1,-| 
CHEVROLET—’'57 Bel Air Hardtop, §$1,- 4-dr., $115. NASH—’55 Ambassador club coupe, $660*.| 400°, '54 NY 4-dr., $1,070* (ps). | 
’56 Two-ten 4-dr., $1,025*,| RAMBLER—’55 Cross Country, $925*. '54| OLDSMOBILE — ‘57 (88) Super station| DODGE—’55 Royal 2-dr, Hardtop, $1,125; 

$955, $950, $925, $915. ‘55 Two-ten sta- 4-dr., $475*; conv., $435. '53 2-dr., $380°. wagon, $2,250* (ps); 4-dr., $1,925°. '56/ 4-dr. sedan, $1,000° (ps). °54 Royal 4- 
$900, $730, $700,| STUDEBAKER—'56 Power Hawk, $1,150°; (98) Holiday, $1,350* (ps); 4-dr., $1,-| dr., $695* (ps). '53 Coronet 4-dr., $295°. 

'564 Two-ten 4-dr., $625*. ‘53 Bel Commander 4-dr., $910*. ‘53 Commander 350° (ps); (88) Holiday, $1,040*. | FORD—’58 Custom (8) 300 4-dr., $2,320° 

Air conv., $370; Two-ten station wagon, Sport coupe, $910*; Champion 2-dr.,| PACKARD—’55 ‘‘400”’ 2-dr., $1,350* (ps).| (ps). ’57 Fairlane (8) 500 4-dr. Hardtop, 
$300; One-fifty 4-dr., $325, $235. PLYMOUTH—’55 Belvedere station wag- $2,025* (ps); 2-dr. Hardtop, $1,875*; 

$275. '52 4-dr., $260*, $215*, $180, $175, | WILLYS—’53 station wagon, $375*; 2-dr., on, $775; Savoy 4-dr., $725*; 2-dr., $600, 2-dr. sedan, $1,825*; 4-dr. station wagon, | 
$170. "51 4-dr., $185°, $145, $125. $190, $100. $545*; Plaza 2-dr., $485. '53 4-dr., $260.| $1,985* (ps), $1,960%, $1,955*°, $1,925, 
NY 4-dr., $585*. MISCELLANEOUS — ‘55 International %-| PONTIAC—’57 Star Chief 4-dr., $1,880*| $1,925* (ps), $1,875, $1,855*, $1,850*; | 


. 53 ton pickup, $665. '54 Metropolitan conv., | 


terrible, but bidding was active and a (Portland Auto 
good percentage of sales were recorded. 


We sold 87 cars out of 133 offerings.) 
















Victoria, $925*; 
$600. 
LINCOLN—’55 Capri 4-dr., $1,025* (ps). 


| Tuésday. Prices are for sale of Jan. 21.) 


Bel Air 2-dr., $705; Delray, $575*, °53| CADILLAC—’55 (62) 4-dr., $1,980* (ps). 
Bel Air 2-dr., $505*; Two-ten 2-dr., $360. | CHEVROLET — '57 Bel Air (8) Nomad, 
FORD— 57 Fairlane Victoria, $1,665*; sta- $2,165* (ps); 4-dr. Hardtop, $2,035* 
tion wagon, $1,605; 2-dr., $1,600; 4-dr., (ps), $1,975* (ps); 2-dr. Hardtop, $1,- 
$1,550*; Custom 300 4-dr., $1,470* (ps), 840*; 4-dr. sedan, $1,890* (ps), $1,880* 
$1,380*; Main station wagon, $1,345. °56/ (ps), $1,870* (ps), $1,865* (ps); Two- 
Fairlane station wagon, ase (ps); ten (8) station wagon, $1,925*, $1,850*; 
4-dr., $1,130*; Custom 2-dr., $890. °55 4-dr, sedan, $1,625*; One-fifty (6) 2-dr., 


$1,300, °56 Two-ten (8) station wagon, 
$1,455*; 4-dr., $1,300*, 


$1,175*, $1,170*; Two-ten (6) 4-dr., $1,- 


2-dr., $745*; Main 2-dr., 





Custom 300 4-dr., $1,570*. °56 Thunder- 


Auction, Inc. Sale every | 


Custom (8) 4-dr., $845, °54 Main (8) 


Ranch Wagon, $720; Custom 2-dr., $475. 





JICK —'57 Special 2-dr., $1,765*. °! 
terey 2-dr., $530, $500°, $430°. "5% 2-dr.,| BUICK —'S7 Super 4-dr., $2,125" (ps), '56| Century scdr $1.685° (pe) Special 4.|INCOLN—'S7 Premiere Hardtop, $3,340* 
52 Monterey 4-dr., $275*; Custom) ‘gpecial station wagon, $1,605*; Riviera,| dr. Hardtop, $1,580*, $1,480*, $1,450°.| | (PS). '56 Premiere conv., $2,180° (ps). 
$1,425*; Super 4-dr., $1,555° (ps). '54| °55 Special 4-dr., $1,315; Hardtop, $1,-| MERCURY—'57 Monterey 4-dr. Hardtop. 
‘ $200. Century 4-dr., $630*, 160*: Super Hardtop. $1,250* (ps). $1,- $2,210 (ps), $2,110*, $2,100 (ps). °'56 
OLDSMOBILE—'56 (88) Hardtop, $1,440°. | cHpYROLET—’58 Biscayne 4-dr., $1,985*.| 200* (ps), $1,150* (ps). ’54 RM "2-dr,| Custom 4-dr. station wagon, $1,740* 
= $1,380°, 2 at $1,300°. '55) +57 Bel Air 4-dr., $1,700*; club coupe,| Hardtop, $1,050* (ps); Century 2-dr.| (PS); 2-dr. Hardtop, $1,320°; Monterey 
ardtop, $1,130*, $1,000°. $1,500*. *56 Bel Air (8) 4-dr., $1,125*;| Hardtop, $1,010*, $985* (ps); 4-dr.,| Hardtop, $1,345°. ‘ 
4-dr., $705. '55| Two-ten (6) station wagon, $1,125°; 2-| $850°; Special 4-dr., $655°. 53: RM 4-| NASH—'S6 Ambassador 4-dr., $1,295°. 
$800°, °54 4-dr., $580,/ dr., $1,070*. '55 station wagon, $1,195* dr., $515* (ps); Super 4-dr., $395*. °51| OLDSMOBILE — '57 (88) 4-dr., $1,980*. 
’53 Savoy 4-dr., $240°. ‘51 club (ps); Bel Air 4-dr., $970*; Sport coupe, Super 4-dr., $200*. ‘50 Special 4-dr.,| ‘56 (98) Hardtop, $1,845* (ps); (88) 
$885°, $790°; One-fifty 2-dr., $650. ‘54 $135°. Super Hardtop, $1,700* (ps). °'55 (98) 
BUICK CHRYSLER FORD STUDEBAKER 
CADILLAC DE SOTO LINCOLN PACKARD 
CHEVROLET DODGE MERCURY RAMBLER 
OLDSMOBILE PLYMOUTH EDSEL 
PONTIAC 


MONROE L 
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stop tall drag 

Heavy loads cause misalignment of 
wheels ...lead to excessive tire wear, 
poor steering, and uncomfortable ride. 
Headlights are raised off road causing 
glare in eyes of oncoming motorists. 
Monroe Load-Levelers support the added 
weight that would otherwise cause ‘‘tail 
drag”. 


stop “bottoming” and scraping 
on driveways 

Sagging rear lessens road clearance, 
causes annoying bumping, scraping and 
“bottoming’’ on driveways and rutted 
roads. Monroe Load-Levelers maintain 
proper road clearance at all times. 


stop swaying on curves 

Heavy car loading can reduce stability. 
As car rounds curves it sways and swings, 
throwing*passengers from side to side. 
Monroe Load-Levelers keep car stable. 


Monroe Auto Equipment Company - 


CASA IM on 1958s 


GREATEST SALES PRODUCER 


OAD-LEVELERS 


ide with any load on any road. 


- - - calibrated level ride under all conditions. 


Easily installed in less than 30 minutes 
on new or old model cars 


Monroe Load-Levelers are installed in 
exactly the same position and on the 
same mounting as original-equipment 
shock absorbers. Each unit includes a 
heavy-duty shock absorber scientifically 
calibrated to control standard car springs, 
and also a heavy-duty spring—an integ- 
ral part of the unit. 


The automatic control feature produces 
a comfortable, stable ride when the car is 
operated with a light or heavy load. Each 
Monroe Load-Leveler is tested and prop- 
erly valved and calibrated for a particular 
make of car. 


Contact your jobber today—for complete 
details . . . and let Monroe Load-Levelers 
carry a heavy load of profits your way. 


SLL World’s largest maker of ride control products 


MONROE, MICHIGAN 
In Canada + Monroe-Acme, Ltd., Toronto 
Monro-Matic Monroe 
Shock Absorbers Load-Levelers 


$1,230*, $1,225°, | 


$350° (ps). '56 Chieftain Catalina, $1,225*. °54 
$400. °50 Chevrolet %-ton panel, $125.| Star Chief Catalina, $675*, $600° (ps), bird, $2,330*%; County Squire, $1,575* 
(8) 500 4-dr., §$1,- '49 Studebaker 2%-ton dump truck, $580. $590*; Chieftain 4-dr., $375*. °53 4-dr.,| (ps); Country sedan, $1,475* (ps); Fair- 
575*; Custom (8) 300 2-dr., $1,295°, '56 $400*, $250; club coupe, $280. | lane (8) 4-dr. Hardtop, $1,410*; 4-dr. 
$1,015*. °55 Custom MISCELLANEOUS—’57 Alfa Romeo road- Ranch Wagon, $1,405*; 2-dr. station 
$890; conv., $815*; JENISON, MICH. ster, $1,950. | wagon, $1,300; Custom (8) 2-dr., $1,- 
’54 Custom conv., $750*, (Grand Rapids Auction, Sale every Tues-| 180*, $1,165*; 4-dr., $970*. '55 Fairlane | 
(8) 2-dr., $300, °53)| day. Prices are for sale of Jan, 21.) | | (8) Crown Victoria, $1,210*%, $1,210°| 
$450°, $365, $355°, $255. (Weather and driving conditions were PORTLAND, ORE. (ps); 4-dr., $1,120*%, $1,015*, $830°; 2-/ 


dr., $1,010*; 2-dr. station wagon, $990*; | 




















——sstny 


4-dr., $1,360° (ps); (88) Super 4-d,p 
$1,105*. ’54 (88) Super 2-dr., $9 )*, 1g 
2-dr., $450*; 4-dr., $370* (ps). 
PLYMOUTH—’56 Savoy (8) 4-dr., $',149*. 
2-dr., $1,075. °55 Plaza station w . 
$945; 2-dr. sedan, $715, $675. '54 Play 
4-dr., $375*, ’'53 Cranbrook 4-dr., $435 
PONTIAC—’' 57 Chieftain Hardtop, $2,120%, 


$2,030°. 56 Star Chief 2-dr. Herdtop 
$1,615* (ps), $1,500°, $1,440* (p.), ° 
Chieftain 2-dr. Hardtop, $1,250", $1. 
205*; Star Chief 4-dr., $1,100*, "5. 2-dr 
$365*. : 
RAMBLER—’56 4-dr., $985*. 
STUDEBAKER — '55 President Hardtop, 


$1,390° (ps). '53 Commander H «rdtop, 
$420*. °50 4-dr., $125°*. 


MISCELLANEOUS—’57 Hillman 4-dr., $1. 
185; Chevrolet %-ton pickup, $1,135; 
Dodge %-ton pickup, $1,000, °55 Dodge 


%-ton pickup, $765; Ford %-ton pickup, 


$775; Studebaker %-ton pickup, $76, 
LITTLETON, COLO. 
(Colorado Auto Auction, Inc, Sak every 
Monday. Prices are for sale of Jan. 20.) 
BUICK—’58 Special 4-dr., $2,630*. 57 Ry 
Riviera, $2,285* (ps); Century liviera, 
$1,925*; Special Riviera, $1,885*, 2 a 
$1,810*, $1,800*, $1,775*. °55 Century 
4-dr. station wagon, $1,445* (ps); Spe 
cial 2-dr. Riviera, $1,035*. °54 RM Rivyi. 
era, $700* (ps). 53 RM 4-dr., $460 
(ps); Special conv., $420. °51 Specigj 
4-dr., $220*. '50 Super conv., $145*, 
CADILLAC—'57 (62) coupe de Ville, $3, 
855* (ps), $3,630*° (ps); 4-dr., $3,700" 
(ps). "56 (62) coupe de Ville, $2,949" 
(ps). °55 (62) coupe de Ville, $2,250 
(ps); coupe, $2,150* (ps). "54 (62) 4-dr, 
$1,625* (ps). ‘ 
CHEVROLET—'58 Impala 2-dr. Hardtop, 
$2,750°, $2,725*. '57 Bel Air (8) 4-dr 
Hardtop, $1,940* (ps), $1,835*, $1,725 
(ps), $1,695*; Two-ten (8) station wag. 
on, $1,775*; 2-dr., $1,485*, $1,290; One. 
fifty (6) 2-dr., $1,255. °56 Bel Air (8) 


4-dr., $1,125; Two-ten (6) 2-dr., $1,125* 
"55 Two-ten (8) station wagon, $1,195*; 
Bel Air (8) Hardtop, $1,040*, $940, $935: 
One-fifty 2-dr., $775*, °54 Bel Air conyv., 
785°; 2-dr., $635; One-fifty 4-dr., $535, 
$465 

CHRYSLER ‘57 Windsor 4-dr. station 
wagon, $2,370* (ps). "56 NY 2-dr. Hard- 
top, $1,675* (ps). "55 NY 4-dr., $1,200° 
(ps); Windsor 2-dr. Hardtop, $1,045*. 

DODGE—'56 Coronet (8) 4-dr., $1,130*. 

FORD—'58 Fairlane (8) 2-dr. Hardtop, 
$2,500°, $2,425*. °57 Thunderbird, §2,- 
535° (ps); Fairlane 6 pass. station wag- 
on, $1,945* (ps); Fairlane (8) 500 4-dr., 
$1,785* (ps), $1,730*° (ps); Custom (8) 
300 2-dr., $1,400*, $1,285°, $1,265, $1, 
200°, $1,170. "56 Fairlane (8) 4-dr., $1,- 
160; Main (6) Ranch Wagon, $1,085* 
(ps); 4-dr., $815. "55 Custom (8) 4-dr., 
$885, $810°, $740. °54 Crest (8) 4-dr., 
$620°; Custom (8) 2-dr., $555. "52 Vie- 
toria, $350°. 

MERCURY—’'57 Montclair Hardtop, §2,- 
050°. °56 Medalist 2-dr., $1,045°. ‘SS 
Monterey Hardtop, $1,090°, ‘54 Custom 
4-dr., $755, $685; Monterey 2-dr., $700. 

OLDSMOBILE — ‘57 (88) 4-dr., $2,060*° 
(ps), $2,025° (ps). "56 (88) Super 4-dr., 
$1,670° (ps); Hardtop, $1,380*; (98) 
4-dr., $1,575* (ps). ‘55 (88) Hardtop, 
$1,055*. "54 (98) Hardtop, $1,045*; (88) 
Super 4-dr., $785°, $670°; (88) 4-dr., 
$780°. 53 (98) 4-dr., $365°. 

PACKARD—'55 Clipper 4-dr., 
Clipper 2-dr., $680° (ps). 

PLYMOUTH—’'57 Plaza (6) coupe, $1,100. 
‘56 Custom (8) 4-dr. station wagon, $1,- 
375°, $1,305°. "54 Plaza (6) 2-dr., $475. 

PONTIAC—'57 Chieftain Hardtop, $1,830. 
‘56 Chieftain station wagon, $1,625*°. "55 
Star Chief 4-dr., $1,160° (ps); Chieftain 
Hardtop, $1,140°. ‘54 Chieftain 4-dr., 
$545°. "52 Catalina, $275, $270°; 2-dr., 
$125°. 

STUDEBAKER—'56 President 4-dr., $895°. 


$775°. "ht 


MISCELLANEOUS— ‘55 Chevrolet ‘%-ton 
pickup, $810; Ford Courier, $645; \%-ton 
pickup, $685, $600. 

VALDOSTA, GA. 
(Tom Hewitt Auto Auction. Sale every 


Saturday. Prices are for sale of Jan. 25.) 

(Had a good sale today. Weather was 
cold but there were lots of dealers here, 
and they sold their cars for the high 


dollar.) 

BUICK—'57 Century Hardtop, $1,900°. "56 
Super Hardtop, $1,585* (ps). °55 Special 
4-dr., $1,000°. ‘54 Hardtop, $790°. ‘33 
Special 2-dr., $300°, ‘52 Super 4-dr., 
$115”. 

CADILLAC—'56 (60) 4-dr., 
(62) 4-dr., $1,075° (ps). 
CHEVROLET—'58 Biscayne (8) 4-dr., $2,- 
125°. ‘57 Two-ten (8) 4-dr., $1,560° 
(ps); Bel Air (6) 4-dr., $1,350. "56 Bel 
Air (8) 4-dr., $1,220* (ps); Two-ten 2- 
dr., $1,000*, $725°; station wagon, §1,- 
000. ‘55 Bel Air 2-dr., $900; Two-ten 

4-dr., $810. 

CHRYSLER—'56 Windsor 4-dr., 

DeSOTO—'55 4-dr., $1,035*. 

DODGE—'57 Coronet 4-dr., $1,540*; Hard- 
top, $1,440. °53 Coronet 2-dr., $230. 

FORD—’58 Fairlane 500 (8) Hardtop, $2,- 
300° (ps); Custom 300 (8) 2-dr., $1,675. 
’S7 Fairlane (8) Hardtop, $1,490*; Fair- 


$2,590°. ‘53 


$1,250°. 


lane 500 2-dr., $1,490%; Custom 300 (8) 
4-dr., $1,335*; Custom 2-dr., $1,315*. 
’56 Fairlane 4-dr., $1,375*; Hardtop, 


$1,345°; Fairlane 4-dr., $1,290°; Country 
sedan station wagon, $1,175*; club coupe, 
$1,125*; Custom 4-dr., $930; 2-dr., $875°. 
"55 Custom 2-dr., $950°, $650; Fairlane 
4-dr., §$775*; Ranch Wagon, $715. ‘54 
Custom 4-dr., $580*°; 2-dr., $525; Main 
2-dr., $500. ‘53 conv., $550; Custom 4- 
dr., $495; 2-dr., $175. '51 Custom 2-dn, 
$275*; 4-dr., $260. "50 4-dr., $125. 

MERCURY—'56 Monterey 4-dr., $1,290*; 
Hardtop, $1,200*. '55 Hardtop, $800*; 
conv., $700*. '54 sedan, $500*, '51 2-dr., 
$225*. ‘50 4-dr., $180. 

NASH—’55 Super 4-dr., $800. 

OLDSMOBILE — '56 Super (88) Hardtop, 
$1,700*, $1,600*; Holiday (88) 4-dr., $1,- 
400°, '55 Super (88) 4-dr., $1,350°; (98) 
2-dr., $1,090*. '53 4-dr., $400°. 

PLYMOUTH—’57 Belvedere (8) Hardtop, 
$1,885*; Plaza (8) 4-dr., $1,165*°. ‘56 
2-dr., $1,320°. ‘55 2-dr., $850; 
$710, $450. '54 2-dr., $440°, 

PONTIAC—’55 Hardtop, $900*, '53 4-dr., 
$450°. 

STUDEBAKER—’'56 President 4-dr., $850°. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues 
day. Prices are for sale of Jan. 21.) 
(Market strong in N. Y, area this 
. Dealers trying to build up stock 
for spring 
too 


4-dr., 


season, New-car slump bas 
few trade-ins available. Sold 83 cars 

out of 121 consignments.) 
BUICK—’56 Super Riviera coupe, $1,330°; 
4-dr., $1,175*; Special Riviera coupe, 
$1,285*; 4-dr., $1,230°, $1,145°. °55 Cen- 


(Continued on Page 41, Col. 2) 
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Re 
No Openings in Floor— 

A solid floor and deep carpet keep 
road noise and the weather out of the 
1958 Ford. The brake is hinged on the 
firewall and throttle linkage goes through 
the firewall to make the solid floor pos- | 
sible. The Cruise-O-Matic lever prove 
easy to operate. 


Automotive 








The Man Behind the Wheel... 





(Continued from Page 8) 


| drivers and is a source of unending | 


satisfaction for older drivers, 
women drivers and the less experi- 


about it. 


I would develop a test drive 
route for prospects that included 


feature. 

Ford announced two new engines 
this year. Orie is the 265-horsepower 
Interceptor V-8 Special and the 


| which was the engine used in the 


test car. 
> 


I 
Answers on Horsepower 


| ge ACTIVELY sell these two 
engines for they are in a way 
the answers to the horsepower 





horsepower must precede perfor- 


Washington 


(Continued from Page 9) 


allamy spoke first, saying 

- the .atton’s 41,000-mile 
interstate system wouldn’t be 
completed until 1980 under pres- 
ent financing schedules. 

This would mean at least a 20- 
year program instead of the 
13-year plan envi.ioned by Con- 

The following day, builders heard 
Senator Albert Gore, Tennessee 
Democrat and chairman of the 
Senate roads subcommittee, blast) 
the idea of a 20-year schedule as 
“fainthearted and defeatist.” 

“Such an unreasonable stretchout | 
would throw our time schedule out | 
of balance, add to the death and 
destruction from inadequate high- | 
ways, and render the planned sys- 
tem outdated before it is com- 
pleted,” Gore declared. 


New Road Jam Feared 


— ARBA speaker, Wil- 
fred Owen of the Brookings 
Institution, warned that vigorous 
preventive measures will have to be | 
taken unless motorists want to find 
themselves in as bad a traffic jam 
15 years from now as they do 
today. 

Owen said the auto industry is 
partly to blame, because it con- 
tinues to make its cars too big and 
too powerful to be truly useful in 
metropolitan areas. 

He proposed a five-point program 
to keep the nation out of any fu- 
ture traffic tangle: 

1. Renew our cities to permit 
downtown workers to live closer to 


jobs. 
2. Establish strong a 
nin meies to con su 
ere cosets and restrict road- 
side development when it clogs 
traffic. 

3. Provide adequate mass trans- 
portation between suburbs and 
downtown. 

4. Assure railroads the role of 
providing the service they can best 
render. P 

5. Control the “curious and dis- 
couraging” trend toward bigger au- 
tomobiles, 


Hughes Gets U. S. Post 


AizRs HUGHES, formerly Stude- 
baker representative in Wash- 
ington, has been named deputy 
administrator of the Business and 
Defense Services Administration, 
Department of Commerce. 

Hughes was also a Washington 
staff member of the Automobile 
Manufacturers Assn. 


. * ” * 
Trade Hearing Planned 

House Ways and Means 
Committee will start hearings 
Feb. 17 on extension of the recipro- 
cal trade agreement law. The Ad- 
ministration wants a five-year re- 
newal, but most observers think 
that even a one-year extension will 

face a tough fight. 

* x 


Council Reelects Breech 


RNEST R. BREECH, chairman 
of Ford Motor Co., was re- 
elected vice-chairman of the De- 








| CHEVROLET—'56 Bel 


partment of Commerce’s Business 
Advisory Council for 1958. 

New chairman is S. D. Bechtel, 
Bechtel Corp. president, and 
Ralph J. Cordiner, General Elec- 
tric president, is a mew vice- 
chairman, 


New members elected to the) 


council include E. J. Thomas, presi- 
dent and chief executive officer, 


|Goodyear Tire & Rubber Co. 


Used-Car A 





lenced who sometimes fear rolling! 
back before they can do something | 


a steep hill just to show off this | 


other is the 300-horsepower Inter- | 
ceptor V-8 Thunderbird Special,| 


problem because they prove that} 


doesn’t know what horsepower 


it with speed. 


To the man in the street, your 
| prospective buyer, who is against 
horsepower, you only have to ex- 
plain that low horsepower is not 
a substitute for driving skill and 
judgment—it can be a ticket to 
the morgue. 


In normal service, this engine is 
loafing along in the first half of 
its capabilities. This engine is cer- 
tain to have a long life. It is an 
engine that must be demonstrated 
because you can talk to the pros- 
| pect all day and never get the feel 
of the power through to him and 
he can never know the soothing 
satisfaction that comes from a light 
throttle that gets you places. 

> o = 

— being an out-and-out 

new engine, there are a number 
of refinements. The oil dip stick 
is located right under the latch 
that holds the hood down and the 
attendant who checks the oil does 
not have to move an inch. 

Overhead valve covers are 
bolted down by the flange with 
five bolts in staggered positions 
so that the cover will not leak 
or warp. When valve lash is 
adjusted, new self-tightening 
valve adjusting screws will be 
found that do not require lock 
nuts. This little feature makes 
adjustment not only more accu- 
rate but a lot faster even though 
it is seldom required. 

The oil pump is located inside 
the oil pan and the oil filter may 
| be removed without a wrench. It 





uction Prices 


(Continued from Page 40) 


tury conv., $915*; Super Hardtop, $915°, 
$S880°, 54 Century Riviera coupe, $805*. 
CADILLAC—'56 (62) 4-dr.. $2,060°. 
(62) sedan, $870*. "52 (62) 4-dr., $660°. 
Air (8) Sport se- 
dan, $1,250°; 4-dr.. $1,190°, $1,095; 
Two-ten (8) 2-dr., $1,045°, $980. $935, 
$895; 4-dr.. $930, 2 at $925. "55 Two-ten 


(8) station wagon, $915; 4-dr., $800*, 
$675; 2-dr., $740°, $705, $685, $670. ‘54 
Two-ten 4-dr., $505°. "53 Bel Air Hard- 
top, $440; Two-ten 4-dr.. $355°. ‘52 De- 
luxe 4-dr.. $215; 2-dr., $150°; One-fifty 
4-dr.. $195. ‘51 Deluxe Hardtop, $185; 
conv., $100°. "50 coupe, $150°. 


DeSOTO—'55 Firedome Hardtop, $1,010*, 


$940°. ‘54 Firedome 4-dr., $445°. ‘53 
Firedome 4-dr., $280°. 
DODGE—'53 Coronet 2-dr.. $305°, $265; 
4-dr., $305, $210°. ‘52 4-dr., $100 
FORD—'56 Fairlane (8) Hardtop, $1.000°. 
MERCURY — ‘55 Monterey conv., $970*; 
Hardtop, $960°; station wagon, $790*. 
OLDSMOBILE—'56 Holiday (98) coupe, 
$1,500*. ‘54 Super (88) 4-dr.. $775°. ‘53 
(98) 4-dr.. $240° ‘52 (98) 4-dr., $275°. 
PACKARD—'55 Hardtop, $845* 
PLYMOUTH—'56 Savoy (6) 2-dr., $625. 
‘55 Plaza 2-dr.. $570; Savoy 2-dr., $520. 
| PONTIAC—'55 Chieftain (8) 4-dr., $750*. 


SEATTLE 


(South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of Jan. 22.) 
BUICK — ‘56 Super Sport coupe, $1,755° 


(ps); Special Sport coupe, $1,395°. ‘55 
RM Sport coupe, $1,380° (ps); Century 
Sport coupe, $1,120* (ps). ‘51 Super 4- 


dr., $300°, $170°. ‘50 Super 4-dr., $120°. 
CHEVROLET ‘58 Impala Sport coupe, 
$2,900° (ps), $2,.745*; Brookwood sta- 
tion wagon, $2,675*, $2,595°. ‘57 Bel Air 
(8) Hardtop, §2,050°; 4-dr., $1,825°; 


Two-ten station wagon, $1,980° (ps); 
Hardtop, $1,875*; 4-dr., $1,650°. "56 Bel 
Air (8) Sport coupe, $1,620°; Hardtop, 
$1,510°; Two-ten 4-dr., $1,185; (6) 4-dr., 
$1,150. "55 Bel Air Sport coupe, $1,380*, 
$1,200*; Two-ten 4-dr., $1,095*°, $785. 

FORD—'57 Fairlane 500 (8) Hardtop, $2,- 
050° (ps); Sport coupe, $2,030* (ps); 
4-dr., $1,735°. ‘56 Fairlane (8) sedan, 
$1,505°, $1,495° (ps), $1,450°; 4-dr., 
$1,360°; 2-dr., $1,245°, $1,180°; Custom 
(8) 4-dr., $1,240°, $1,225*, $1,220°, $1,- 
095°; 2-dr., $1,050, $1,030; Main sedan, 
$870. °55 Thunderbird, $2,010*; Ranch 
Wagon (6), $1,025; Fairlane (8) 4-dr., 
$940; Custom (8) 4-dr., $895. ‘54 Cus- 
tom (8) Ranch Wagon, §$805°; club 
coupe, $725; (6) 2-dr., $630*°. ‘53 Cus- 
tom Country sedan, $690*; Ranch Wag- 

$680*; (6) 2-dr., $470. ‘52 sedan, 
$525*. "50 4-dr., $175. '49 2-dr., $100. 

MERCURY — ‘57 Montclair Hardtop, $2,- 
380° (ps). °56 Monterey Sport coupe, 
$1,460* (ps), $1,510* (ps). '55 Montclair 
4-dr., $1,365*; Sport coupe, $1,185*. ‘53 
Custom Sport coupe, $580; 4-dr., $490*; 
2-dr., $440°. '52 Sport coupe, $400*°. "51 
club coupe, $140. 

OLDSMOBILE—’57 (88) 4-dr., $2,065*. '54 
(98) Sport coupe, $1,160*° (ps); (88) 
Sport coupe, $1,065*. ‘53 (98) Sport 
coupe, $765* (ps). '50 (98) 4-dr., $120°. 


on, 


PLYMOUTH—'56 Belvedere (8) Hardtop, 
$1,295*; Savoy (8) 4-dr., $1,175*, ‘55 
Savoy (8) 4-dr., $790. '54 Savoy 4-dr., 
$595°. 


PONTIAC—’57 Star Chief Hardtop, $2,- 
295* (ps). ‘55 Chieftain 4-dr., $885°*. 
RAMBLE R—'55 Cross Country station 
wagon, $1,155*, $1,150*. ‘51 conv., $140. 
MISCELLANEOUS—'57 Volkswagen 2-dr., 


"53 | 


| $1,495; Chevrolet %-ton pickup, $1,250. 
‘56 Ford %-ton pickup, $995, $980. ‘49 
Ford \%-ton pickup, $285. 


— Auctions in Brief — 
BIRMINGHAM, ALA. 


Dixie Auto Auction. Sale every Monday 
(Jan. 20). Although the place was covered 
|; with plenty of clean sharp units of all 
makes and models, buyers took everything 
home with them but the auction barn it- 
self. It was truly a great sale, and the 
market slump that has been prevalent for 
the past few months has lifted. New trend 
is very encouraging to all concerned in the 
automobile industry. 


* * 
NEW YORK 
Auto Auction. 
21) 


CITY 


Sale every Tues- 

Cold, driving ,sleet and rain 

kept consignment and buyers away. Market 

continues to be firm in the New York area. 
> > > 


MANHEIM, PA.—BEL AIR, MD. 
Manheim and Bel Air Auto Auctions. 
Sale every Thursday and Friday (Jan. 23 
and 24). Market holding firm. Sale weell 
| attended. Sold 77% of 566 cars offered. 
* * * 
EBENSBURG, PA. 
Ebensburg Auto Auction. Sale every 
| Thursday (Jan. 23). Prices are good. Clean 
"56 and ‘S57 models are bringing a good 
dollar. Sold 78 out of 94 offerings. 
* * * 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (Jan. 23). Started off at a 


Skyline 
day (Jan. 


|} fast clip and bidding was very active 
| throughout the sale. 227 cars consigned, 
| 79% sold, 

* * * 

ST. LOUIL 


St. Louis Auto Auction Barn. Sale every 
| Tuesday and Friday (Jan, 21 and 24). 
Sales this week were good with bad 
weather on Tuesday causing a shortage of 
cars. Sold 236 out of 322. 

* * * 
ATLANTA, GA. 

Dixie Auto Auctions. Sale every Tuesday 
(Jan, 21). Plenty of cars here today. You 
could find almost any make and model of 
some of the nicest and cleanest units you 
would need. Also had several little foreign 
makes, of different varieties and models. 
Prices were still on the trend upward and 
sales continued to be above the mark they 
were in the past few months. It looks as 
though with the new year business has 
picked up with the retailer and more 
wholesalers are getting the sharp units that 
were scarce for a while. 

* * 


* 
ALBANY 
Tim Anspach Auto Auction. Sale every 
Monday (Jan. 20), Market thrives. Severe 
winter weather with the..morning ther- 
mometer reading around & below kept 
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_ Sales Testing the New Models 


mance. The man who claims he| drops down in a vertical position 
does not want horsepower just/| so it does not spill oil. 


The distributor and coil are now 


means and is probably confusing| placed at the front of the engine. 


The spark plugs have 60-degree 
tapered threads and do not require 
gaskets. They are easily serviced 
from the top of the engine because 
they are now located above the hot 
exhaust manifolds. 

A new water pump is no longer 
part of the engine front cover, but 
can now be removed as a separate 


unit. 


+ + 


Show the Carburetor 


VEN if the average person is 

not much interested in carbu- 
retors, he will be glad to look at 
this four-barrel carburetor. 

A lot of dealers close down 
the hoods after the new model 
showing and never raise them 
again for a year. Appearance and 
paint are important but even the 
most nonmechanically minded 
prospect enjoys a look at the 
power plant and an intelligent 
explanation of engineering im- 
provements. 

The four-barrel Carter on the 
test car engine is an imposing 
mechanism that is easily and 
quickly serviced. It has another 
feature that will interest every car 
owner who has ever had an engine 
ice up and stop while warming up 
in cold weather. 

Car owners will be interested in 
this new development by which 
heated air from the choke housing 
travels through a passage in the 
base of the carburetor flange and 
around both idle mixture needles 
and discharges at the edges of the 
throttle plates. This virtually elim- 
inates icing. 


> > * 
SEVERE cases of icing in 
winter, an engine might stop 
half a dozen times in as many 
blocks. Many traffic accidents have 
been attributed to icing. 

Statistics indicate that batteries 
cause most service calls in winter 
and most down batteries occur be- 
cause of the increased demand for 
current. 

These things are common 
knowledge but salesmen should 
take time to tell prospects for 
the new Ford that the voltage 
regulator in this car automat- 
ically furnishes more current for 
the battery in the winter than in 
the summer. 

These new voltage regulators 
have a bi-metal hinge on the arma- 
ture unit of the regulator which 
takes care of temperature compen- 
sation. It permits a higher voltage 
input in cold weather and tapers 


it down for warm weather. 
* > > 


‘Road Maps’ to Trouble 


Alascer everyone is concerned 
about how a dealer’s mechanics 
locate troubles, particularly in the 
electrical system, because hourly 
charges must go on whether the 
trouble is located soon or late. 
The 1958 Ford shop manual has, 


> . 


= 


number of cars and car buyers at homer Eye Catcher— 


No particular change in prices was indi- 
cated except perhaps the older models and 
dreary looking high mileage units, Fresh 
salable guaranteed cars still thrived, with 
bidders snapping them up rapidly in a real 
fast auction at good prices. 

New-car dealers supplied almost all of 
the cars offered, declaring the auction is 
saving their skins. It’s a safe guess the 
market will continue strong for the next 
few months. Sold 99 out of 117 offerings. 


Prospects will be interested in how the 
Carter four-barrel carburetor looks with 
the air cleaner removed. The view shows 
the distributor, moved to the front of 
the engine for easy servicing, and the 
hydraulic master cylinder (far deft back- 
ground), located where it can be refilled 
easily. + 





to a large degree, simplified service 
in many different ways by showing 
“road maps” by which a certain 
route may be followed to locate 
trouble and correct it. It helps the 
mechanic start right and end right. 


Every prospect will be inter- 
ested in a sample diagram such 
as may be found on Page 8-3 of 
the 1958 Ford shop manual. The 
buyer who knows that these 
things are handled in such a 
direct way will always feel in 
better hands in his dealer’s serv- 
ice department. 


The accumulation of good points, 
even though each is small, adds 
up to a lot of customer satisfac- 
tion. Here are a few such things 
that a cusomer will be glad he has 
on his new Ford: 

> * + 

ADDED sun visors on the test 
car have balled ends that fit 
into a bracket in the top center of 
the windshield — the bracket being 
a part of the rear-view mirror 
bracket, These keep the visors from 
fopping around and maintain 

alignment. 


The gas-pedal linkage does not 
go down through the floor but is 
linked from the top and enters 
the engine compartment through 
the upper part of the firewall. 
This provides a floor that has 
no holes in the bottom. 


Power steering uses a new roller- 
type pump and a centering spring 
that requires four pounds pressure 
on the steering wheel to overcome 
its pressure before the hydraulic 
force takes over. If anything hap- 
pens to the power steering, such as 
a broken belt, the car may be 
steered in the normal way without 
penalty. 

The power brakes use a conven- 
tional master cylinder, %-inch in 
diameter larger than the conven- 
tional cylinder. The air-vacuum 
bellows which gets its power to 
assist in braking from the intake 
manifold is located handily under 
the dash where it is easy to pro- 
vide any little service required. 

> * . 


Reserve Tank Helps 


N CASE of failure of the power 

braking system, only slightly 
greater foot pressure is required 
to operate the brakes even when 
the engine has stopped. In case of 
engine failure, a reserve tank pro- 
vides about three power stops. 


Frequent front-end alignment 
hits the owner in the pocketbook 
but will seldom be required on 
this Ford. The alignment in the 
front end is obtained by shims 
which results in more accurate 
adjustment and a longer lasting 
alignment. 

Shims eliminate inaccurate bend- 
ing, canting and alignment change 
due to wear of eccentric bushings. 

> > > 

HERE does the water go that 

rains against the glass and 
runs down inside the door? Faulty 
drainage can rust out doors. 


Each door in the new Ford has 
five drain holes in the bottom. So 
the water will not be trapped with 
the door shut, there are five in- 
dentations in the door plate to let 
the water run out with the door 
shut. 

I liked the foot-operated wind- 
shield washer which is started by 
pushing a small pedal under the 
dash. When pressed, twin streams 
of water are sprayed on the wind- 
shield and the wipers operate as 
long as the pedal is pressed. 

If you’re blacked out with heavy 
mud spray from a truck, you can 
still keep both hands on the wheel 
while cleaning the windshield. 

7 = 


Dash Warning Lights 

EGULAR users of Ford products 

are accustomed to the absence 

of dials with pointers showing oil 
pressure and generator charging. 
There are others who prefer mov- 
ing pointers and some who wonder 
about failure of warning lights. 
Serious buyers will ask questions 
about these things. 

I talked to a number of car 
owners about this and the chief 
fear expressed was that the warn- 
ing bulb would be out when it 
it is supposed to flash a warning. 

These bulbs are automatically 
tested every time the ignition 
switch is turned on. If the two red 
warning lights do not light when 
the switch is turned on, the bulbs 
are out and should be replaced. 
When the engine starts, the lights 
go out unless warning is intended. 
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ONLY THE BALL SHOWS 


SELL THE TRAILE 
THEY PREFER—DRAW-TITE 


BOAT-conscious car owners will spend some billion-and-o-third dollars 

“having fun” this year! They will buy boats and trailers —- AND DRAW-TITE 

HITCHES. You can profit from this huge pleasure market by featuring and 

selling the hitches that are custom built for over 500 car models. ONE 

PIECE — no parts to assemble, installs in 15 minutes. Nationally advertised 
. and priced for profit! *According to outboard publications 


CASH INONTHIS TF)P AW _TITE CO. 


TREMENDOUS 
MARKET Belleville 22, Mich. 
write for dealer information. Starke 31, Fla. 





FINEST HITCHES & COUPLERS FOR BOAT & UTILITY TRAILERS 


























SOME DEALERS HAVE 1007 ABSORPTION FIGURES! 


{National Average is 65%) 













your profits. 

Saran Witte co OPED ap Oe maath, wo cae intel © complete servien production 

program that will do this—or it costs you nothing. We will analyze your pro! and 

tell you how to correct them . . . train the entire service . « . free your 

service manager of details, so that he can think . . . free service salesmen of doing 

follow-up, so that they can have 8 hours a day to sell . . . eliminate duplicate handling 
cers . . . and get away from single-item repair 
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Flash-A-Call Service Contro 





2170 Seuth Cenalpert Avenve 
Dept. AN-174, Chicago 8, Ill. 
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car’s total weight. 


|are not unimpressive because the 


‘Sun Oil Denies 
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Chayne Sees More Growth .. . 
Plastics Gain in Autos 


DETROIT.—More plastics will be 


designed into future automobiles, 
according to Charles A, Chayne, 
General Motors vice-president in 
charge of the engineering staff. 
On a pounds-per-car basis, he 
told the Society of Plastic En- 
gineers’ 14th annual technical 
conference, the net weight aver- 
age in a standard 1957 four-door 
sedan was only 154 pounds of 
plastics, or 041 percent of the 


Nonetheless, Chayne declared, 
these weight and percentage figures 


percent increase in plastic usage 
in the 1957 car over the 1955 car 
was more than 40 percent. 

“In fact,” he said, “back when| 
your society was starting to be or-| 
ganized the total weight of plastics 
in our average four-door sedan was 
only 3.84 pounds, This reflects an 





|increase of over 400 percent in 14) 


years. 
Last year, he said more than 52) 


|million pounds of plastics were 


used in GM cars. 

Discussing the structural features | 
of automobiles, he said that “with| 
more structure designed into less | 
space, stiffness of body structure| 


FTC Charges | 
Of Price Fixing 


WASHINGTON.—Sun Oil Co. has | 


gains in engineering importance 
and steel predominates as the ideal 
building material” rather than 
plastics. 

Discussing some of the auto 
industry’s plastics needs, Chayne 
said it would be helpful if metal 
trim parts could be cemented to 
the car to replace the wide 
variety of fastening clips and 
accurate hole cutting in body 
panels. 

Protective coatings for exterior 
bright parts subject to corrosive 
conditions of street salt would also 
be desirable, he said. 


In discussing other possible ap- 
plications, he said: 

“The large and compounded 
curved glass windows in today’s 
automobile presents serious han- 
dling problems in production and 
costly replacement in the field. 

“Rubber oil seals present some 
problem today as a result of the 
oil industry’s constant improvement 
in oil by the addition of new addi- 
tives. 

“Upholstery fabricates may some 
day completely eliminate the need 
of seat covers. Plastic upholstery | 
fabrics whose edges can be easily 
heat sealed effectively and econom-| 
ically have a place in the future of 
the automobile. 

“Thermo-setting plastic laminates 
and printed circuitry offer much| 
promise. In general terms, car 
manufacturers are seeking plastics 
|with higher strength, better cold- 
| flow properties and lower cost.” 


Outside of its products, the auto- 


denied Federal Trade Commission | motive industry also is turning to) 
charges of illegally fixing the re- | Plastics engineers for “the rela- 
sale price of regular gasoline and| tively new applications of plastics 





forcing unwilling independent serv- 
ice station dealers into unlawful 
agreements which are unprofitable 
to them. 

The company said the challenged 
selling practices are legal and were 
adopted in good faith to meet 
“special competitive conditions.” 
The FTC complaint had alleged to 
be unlawful Sun’s consignment 
plan used in the Norfolk- 
Portsmouth-Virginia Beach (Va.) 
area and other areas. 





Sun admitted entering into con- 
signment agreements with dealers 
in the Virginia area, but it noted 
that there are 17 military installa- 
tions in the area, each operating 
one or more establishments where 
gasoline is sold at greatly reduced 
prices. 

This, the company said, has 
changed motorists’ normal buying 
habits, and for Sun to sell to its 
independent dealers at normal 
wholesale prices would make it im- 
possible for them to compete price- 
wise with the military installations. 

The answer contended that Sun, 
“through its consignment plan, 
assumes risks made necessary by 
the special competitive conditions 
prevailing in the area which dealers 
are not able to bear.” 


97 BMC Exports 
Set New Record 


BIRMINGHAM, England.— Brit- 
ish Motor Corp. announced it pro- 
duced nearly 450,000 vehicles in 
1957, an increase of 33% percent 
over 1956. 

BMC also said a record 49.2 per- 
cent of this production was ex- 
ported, or nearly 220,000 vehicles. 
The best previous export record 
was set in 1955 when BMC shipped 
nearly 190,000 vehicles. 

More than a quarter of all BMC 
exports, some 58,925 vehicles, went 
to North America. BMC said the 
cars and parts exported to America 
earned over $69 million, an increase 
of 94.18 percent over 1956. 


Brownell, Sutton Head 


Dealer Units in 2 States 


BIRMINGHAM, Ala. — Blaine 
Brownell jr., president of Brownell 
Pontiac Co., is the new president 
of the Jefferson County Automo- 
bile Dealers Assn. 

Ivey Sutton jr. has been elected 
president of the Wilmington (N.C.) 
New Car & Truck Dealers Assn. 
John Brennan was named vice- 
president and P. R. Smith was re- 
elected secretary-treasurer. 


as tooling material,” he said. 


“The value of . . . plastics for 
tooling is evidenced by faster tool 
fabrication, lower tool costs, 
lighter weight tools and easier 
modification of tools which be- 
come involved in engineering | 
changes,” Chayne said. | 
“Complete tooling programs in 
plastic can be completed in one- 
third to one-half the time required 
to produce an identical program of | 

conventional tooling,” he said. 
“Many forming dies can be made 
with plastic in a matter of days, 
in contrast with weeks and months 
required to produce their conven- 
tional counterparts.” 


Chevrolet Looks 
To 20-Year High 
In Sales Share 


CINCINNATI. — Chevrolet cur- 
rently is outselling all competition | 
and, if current sales levels con-| 
tinue, may chalk up its highest 
share of the automobile market in 





|more than 20 years, an official of 


Chevrolet said 
week. 


This was the optimistic sales 
picture presented to 250 Chevrolet 
dealers by K. E. Staley, executive 
assistant to the general sales man- 
ager of the division. The meeting 
included dealers from Ohio, Indi- 
ana, Kentucky and Tennessee. 


Staley said that Chevrolet sold 
132,500 cars in December, or 13 
percent more than in the like 
period of 1956. He also said that 
since introduction of the 1958 cars 
Nov. 1, Chevrolet has won about 
28 percent of the passenger-car 
market. 

It has been more than two dec- 
ades since Chevrolet compiled a 
better yearly market penetration 
than it is currently running, Staley 
said. Chevy’s highest postwar 
share of the U.S. car market was 
26.3 percent, achieved in 1956. Last 
year’s figure was 24.5 percent. 

Because of the “great popularity 
of the 1958 line” of cars and trucks, 
Staley told the dealers that Chev- 
rolet’s production schedules will 
remain at about their current level 
for the next two or three months. 

He pointed specifically to the 
appeal of the Impala. 

Although “we heve upped pro- 
duction on these models substanti- 
ally, we have not been able to 
satisfy the heavy public demand,” 
he asserted. 


in Cincinnati last 
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Brochure on request 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volumei 
@ Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cers Are Located 
In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 


Service 


Sowice 
BUILD VY BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 
tomers assures better serv- 
ice relations . . . builds 
repeat business .. . i 
creases sales volume. 
Typical sample, complete 
details on request. 


-S$temac INC. 


Division of C. A. Norgren Co. 
12N1 SO. CHEROKEE ST., DENVER 23, COLO 





MOTOR oy 
MASTER 


MOTOR MASTER PRODUCTS CORP. 
BOX 96., DEFIANCE, OHIO 


| UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 
PLUGS. 
OMOTOR MASTER’ UNIVERSAL 
JOINT KITS. 
NAME 
STREET 
GOVl @ STAT 6 cece 
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(Continued from Page 1) 
nature of the automobile market, 
competition and cost of production. 

“Prices of any one manufac- 
turer must be competitive with 
values offered by other automo- 
bile manufacturers and with the 
values of other products compet- 
ing for the customer’s dollar, 

Reuther, whose lengthy testimony 
emphasized his proposal last fall 
for a $100-a-car price cut on 1958 
models, offered 
on Wednesday to 
reduce his new 
profit-sharing de- 
mand by 25 per- 
cent if the Big 
Three trims prices 
by that amount 
now. 

In a prepared 
statement, Curtice 
declared that a 
$100 price cut 
would have been 
last year 





Walter P. Reuther 
“entirely unjustified” 


without an equivalent cut in costs. 
. = = 


oo that GM’s payroll costs 
increased 66 percent from 1948 
to 1958, the GM chief said that new- 
model improvements demanded by 
consumers and by competitive 
market conditions contribute to 
added labor costs. 

“A product that the public con- 
siders inferior, even though low- 
priced, will not sell,” Curtice ex- 
plained. On the other hand, sub- 
stantially increased product values 
may make a higher price fully 
acceptable.” 

At this point, Senator Joseph 
©. O'Mahoney, Wyoming Demo- 
erat, broke in to ask Curtice 
whether the corporation hasn’t 
received customer complaints 
that the “longer, lower” features 
are actually disadvantages. He 
mentioned that parking is be- 
coming increasingly tough 
because of bigger cars. 

Curtice emphatically replied that 
he didn’t think these features are 
detriments. GM cars, he declared, 
“have attained their present dimen- 
sions because of popular demand 
by the public.” 





Tells Senate of GM Cost Absorption oo» 


Curtice Hints New Price Hike 


whether the company planned to 


build a small car in this country. 
* * + 


‘Not Practicable’ 


a said the company has 
given the question “constant 
study” over the years but “so far 
has not found it practicable from 
an economic standpoint.” 

He said GM is importing its 
German-built Opels at a current 
rate of 1,000.to 1,500 a month and 
will perhaps bring in 15,000, all 
told, during 1958. 

(In Cleveland Wednesday, 
Chevrolet General Manager Ed 
Cole told a news conference that 
GM still had no plans to build 
an economy car. Cole said 
import-car sales were “flattening 

o + 


INCREASE IN MATERIALS, PAYROLLS, TOOLS 
AND ALL OTHER COSTS 
Gm COMPOSITE PASSENGER CAR 
1958 Goen OVER 195) Bon 
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GM’S COST-PRICE PIE 
. Curtice Highlight 


Sales Gains Cheer New Yorkers 


(Continued from Page 2) 


those of domestic units, Observers 
wonder if foreign-car sales are 
going to parallel domestic sales 
from now on. Up to now, most 
foreign car dealers have been im- 
mune to the ups and downs of 


O'Mahoney then turned to car| domestic sales. 


imports, 


> > > 


asking the GM chief) 
© 


Although there are no signs of 





Reuther’s Price Cut Audit 


Effect of $100 Cut in Passenger-Car Wholesaic Prices on Profits of 
General Motors, Ford and Chrysler Assuming That the Price 
Cut Would Increase the Industry’s Unit Sales by 1,000,000 
Cars Per Year (First Nine Months of 1957) 


Dollar Sales Volume Before Price Cut 


Less Cost of Price Cut . 
Adjusted Sales Volume 


Profits Before Taxes after Price Cut 


Amount ....... 


As Percent of Adjusted . Sales ..... 


Company’s Share of Pewee Ss 
Unit Sales . 


Company’s Share for 9 Months of 
1,000,000 Per Year Increase in 
Industry Unit Sales 


Sales Value of the Increase 
at $1,700 Per Car 


GM Ford _ Chrysler 
(dollar amounts in millions) 


$8,235 34,419 $2,746 
210 148 96 


$4,271 $2,650 





$8,025 


124 
4.7% 


$ 445 $ 


10.4% 


$1,013 
12.6% 


30.9% 20.0% 


232,000 150,000 


$ 394 $ 255 


Profits Before Taxes on the Increase 


Total Profits Before Taxes: 
Amount 
As Percent of Net Worth 


Profits After Taxes After Price Cut.... 


Profits After Taxes on the 


Total Profits After Taxes: 


As Percent of Net Worth 


15.6% 13.3% 


(1)—Obtained by applying the pre-tax profit margin to the increase in sales. 
(2)—Obtained by applying to the increase in profits before taxes the ratio of 
reported profits after taxes to reported profits before taxes. 





UAW Arithmetic, with Assist to Fribley— 


Here's a sample of the mathematical “‘ammunition” 


presented to the Kefauver 


Senate subcommittee last week by UAW President Walter P. Reuther. The above table 
estimated what Big Three profits would be had the industry cut prices $100 a car 
and gotten a million more sales as a result. The $100 price cut and one-million-unit 


sales increase are identical with figures in 
Fribiey, then president of NADA. 





@ proposal made in late 1956 by Cari E. 





out” and forecast total U. S. sales 
this year of no more than 300,000 
economy models.) 

Reuther contended there is com- 
petition among the Big Three but 
that it doesn’t extend to prices. The 
reason, he said, is that three com- 
panies dominate the field and “each 
one can tell how the others will 
react to any competitive move.” 

* * * 

EUTHER said he didn’t believe 

there has been any drop in the 
American public’s need for new 
cars but “there has certainly been 
a decline in their willingness or 
ability to buy new cars at even 
rising prices.” 

He said there’s “no doubt what- 
ever” that substantially more cars 
would have been sold both in 
1956 and last year if the price 
line had been held, As for 1958, 
he said it is equally certain that 
the “gloomy prospects” for sales 
would be brightened considerably 
if the recent price hikes were 
cancelled and replaced by price 
cuts or rebates to buyers. 
Reuther proposed establishment 
by law of a “consumers’ council” 
that would hold hearings on the 
necessity for proposed price in- 
creases in the automobile and cer- 
tain other industries. 


The findings, he said, would not 


|be binding on the industry but 


would inform the public as to the 
justification of a price increase. 
* * = 
. A 110-PAGE brief presented to 
the Antitrust subcommittee, 
Reuther retorted to Big Three criti- 


cism of his profit-sharing plan and| age GM worker’s share of the 
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called the proposal a solution for 
slow auto sales. 


“Consumer resistance to high 
prices is the force that is holding 
back automobile production and 
contributing to the hard times we 
are experiencing,” Reuther de- 
clared. 


“Nothing would help more 
right now to get the auto lines 
rolling and our whole economy 
headed back toward full employ- 
ment than a passenger-car price 
cut which General Motors could 
well afford.” 

Recalling that the industry re- 
jected his proposal last fall for a 
$100-a-car price reduction, the 
UAW chief said a share-the-profits 
scheme for consumers and em- 
ployes by GM would stand as a 
substitute certain of producing ad- 
ditional auto sales volume. 

= * + 
EUTHER denied GM President 
Harlow H. Curtice’s charges 
that the profit-sharing idea is “in- 
flationary” and “extravagant.” 

“The supplementary economic de- 
mand,” he told the Senators, “is not 
inflationary, because it does not 
represent any addition at all to 
costs at the time of production. 

What it does represent is simply a 
demand that when returns from 
sales exceed those costs by an 
amount in excess of the profits 
base which has already been estab- 
lished by the major corporations 
for calculation of executive bo- 
nuses, our members should also be 
permitted to share in that excess, 
and we recommend that other em- 
ployes and consumers should share 
in it also.” 

Reuther gave this comparison of 
the profit-sharing plan in terms of 
Curtice’s own income: 

“If the UAW supplementary 
demand had been in effect at GM 
from 1947 through 1956, the aver- 





concern on the part of dealers or 
distributors in foreign lines, one 
distributor is reported to have 2,- 
000 cars on hand for which no 
orders have been placed by dealers. 
Another importer has some 400 cars 
on hand. 

Where it was a crime to talk 
discount in the import market last 
year, it is apparent that deals now 
are being made. The foreign car 
dealer, however, tries to cover up 
by giving a long trade. 

It has become apparent too that 
the argument that foreign cars 
hold their resale value better than 
domestic makes is beginning to lose 
some of its validity. One of the top 
imports, famous for its almost-full- 
retail resale value after a year of 
use, dropped some $200 on the 
wholesale market in December in 
this area and has not recovered to 
date. 

One official of a foreign-car dis- 
tributor said that he expects 1958 
to be a good year during the first 
six months, but that he thinks the 
last six months will be a problem 
to all importers. 

Certainly the realization has 
come to most imported-car deal- 
ers that the gravy train will not 
last forever. Most expect 1958 to 
be another good year, but they 
are cautious about 1959. 





Volkswagen will appoint an ad- 
vertising agency within a few days. 
This is the first time since VW 
entered the American market that 
it has felt any need to spend money 
on advertising. It is not being done 
because of falling sales but because 
VW recognizes, as do most other 
importers, that the present situa- 
tion cannot stretch into infinity. 

Imported-car advertising is be- 
ginning to occupy more space in 
newspapers, with an occasional 
gimmick. Domestic dealers smiled 
when they saw a recent ad which 
showed a sports car, retailing in 
the U. S. in the neighborhood of 
$2,600, with a lead worded to give 
the impression that the car could 
be delivered anywhere in the world 
for about $1,950. The price was 
followed by an asterisk which in- 
dicated such a price is for delivery 
in London. 

“That’s just the way our gim- 
mick advertising started,” one 
domestic dealer said. “You can’t 
tell me that everything is rosy 


|bet things aren’t going the way 


in that field, when they have to 
advertise that way.” 

“That might be one of the top 
selling sports cars,” another dealer 
injected, “but when they have to 
advertise that way, I’m willing to 


they would like them to. Listen, I 
know how you can buy them from 
dealers, too, and all it indicates to 
me is that they are getting 
panicky.” 


Ford to Build 
‘Hideaway’ Softtop 
In T-Bird Line 


SAN FRANCISCO.—With more 
than 3,000 advance orders already 
claimed for Ford division’s forth- 
coming four-passenger hardtop 
Thunderbird, the company last 
week announced plans to build a 
soft-top convertible whose folding 
top can be completely concealed in 
the trunk space area. 

William Clay Ford, product plan- 
ning and styling vice-president of 
Ford Motor Co., said that based on 
the average selling rate of the 
former two-passenger model, the 
advance orders for the four-door 
model represent two full months of 
sales. 

In announcing the new soft-top 
model, Ford claimed a principle 
never before used in soft-top design 
and operations. 

The only difference between this 
and the soft-top Continental intro- 
duced in the fall, according to in- 
dustry observers, is where the 
folded top is concealed inside the 
trunk area. 

In the case of the Continental, 
the top is folded into a “well” be- 
tween the back of the rear seat 
and the front section of the trunk, 
while in the new Thunderbird, the 
top will fold into the trunk area, 
much in the same manner as is 
employed in the division’s hard-top 
retractable unit introduced last 
year. 

In the case of the Continental, 
the rear window is electrically- 
operated by the driver, while in 
the new Thunderbird ‘the rear 
window must be unzipped before 
lowering the top, officials said. 











1948 CHEVROLET FLEETMAsrER 
Bue Mem Seren 


Decade of Difference— 


The ‘58 and ‘48 middle-line Chevrolets 
were contrasted by GM President Harlow 
H, Curtice in the course of his appear- 
ance before the Senate price investiga- 
tion. The cost of making the Chevrolet 
has risen 68 percent but the price only 
58 percent in 10 years, he said. 


excess profits would have worked 
out over the years to an average 
of just over $600 per year, or 
$6,000 over the 10-year period. 
“In the same 10 years, Mr. Cur- 
tice received bonuses totalling $3,- 
930,000 on top of salary payments 
totalling $1,630,000. It is somewhat 
difficult for me to follow his logic 
in describing $6,000 taken out of 
excess profits as extravagant for a 
GM worker, while he apparently 
considers almost $4 million for 


himself a modest reward.” 
= = = 


7 UAW’'s theory that auto 
price increases have been un- 
necessary was the subject of a 
number of the 29 tables Reuther 
used to bolster his argument. 

A $100 price cut through the first 
nine months of last year, one UAW 
table contended, would have cost 
GM $104 million in net profits, Ford 
$71 million and Chrysler $45 mil- 
lion. 

This, the table concluded, 
would have trimmed GM profits 
to $499 million, or 14.5 percent of 
net worth; Ford profits to $213 
million, or 143 percent, and 
Chrysler profits to $59 million, or 
12.2 percent. 

Another union chart depicted still 
lower profits inroads, had the Big 
Three won one million more sales 
as the result of a $100 price cut in 
the January-September quarters of 
1957. 

Reuther recalled that Carl E. 
Fribley, GM dealer and then presi- 
dent of NADA, suggested in the 
fall of 1956 that a $100 per car 
price cut would raise sales by one 
million units a year. The UAW 
chief noted that Fribley reiterated 
his belief last August. 

> > > 


QrtucEs by the UAW of the Big 
Three bonus plans showed that 
GM paid an average bonus of 
$6,050 to 14,205 employes in 1956, 
while 60 GM officers and directors 
averaged $163,000 in bonuses. 

For the same year, the UAW 
said, the Ford bonus payout aver- 
aged $4,350 and was shared by 
4,244 workers, while 35 company 
executives got an average bonus of 
$71,000. Chrysler paid no bonuses in 
1956, but in 1955 1,139 bonus recipi- 
ents averaged $7,500 and nine exec- 
utives averaged $128,000. 

Reuther charged that the “lav- 
ish bonus plans for auto execu- 
tives encourage them to drive for 
highest possible profits regardless 
of the public good.” 

Alluding to the subcommittee’s 
investigation of “administered” 
prices, Reuther asked Chairman 
Estes Kefauver, Tennessee Demo- 
crat, to quiz Ford officals 
about the two-fold price boost on 
1957 Ford cars in the fall of 1956. 
Ford prices were posted, only to 
be revised after Chevrolet prices 
were announced. 

“Presumably,” Reuther stated, 
“Ford first set its prices on some 
basis which was satisfactory to the 
company. The company statement 
at the time strongly implied that 
they were set at a level necessary 
to compensate for increased costs. 

“Yet when Chevrolet set prices 
higher, Ford promptly threw 
aside its apparent competitive 
advantage, and snapped instead 
at the opportunity to increase its 
profits by raising its prices 
higher also. 

“This would be considered lunatic 
behavior in a genuinely competitive 
industry, but it is quite to be ex- 
pected in an administered price 
industry.” 
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AUTOMOBILE ADVERTISING AND 
SALES PROMOTION MANAGER 





WANTED 


Challenging position available with Willys Overland 
Export Corporation. Your background should include 
a record of success in automobile advertising and 
promotion either domestic or Ter Automotive 


wholesale experience would be a va 


uable plus. Jeep's 


vehicle sales overseas are in first place in their weight 
class among all American manufacturers, providing a 
rewarding future for a capable and energetic automo- 
bile man. Starting salary $9,600.00 range. Please ad- 
dress reply to: Willys Motors, Inc., 940 N. Cove Blvd., 
Room 105, Administrative Personnel, Toledo |, Ohio. 








One Exclusive Franchise 


Available in Each Open Market 


Unusual Growth Distributorship Offered 


In Distinguished, Highly Profitable 


Business With Secure Future 


The leading manufacturer in a dy- 
namic young, but proved-by-success 
national industry, has a single pro- 
tected franchise in each open area 
for individual or group able to meet 
highest qualifying standards. 
During the past few years, we 
have selectively built up a national 
organization, providing a field sup- 
port team to train our distributors 
and provide continual assistance at 


all levels, including company-paid 
advertising and publicity. Their suc- 
cess is documented. 

Today, there are only 29 remain- 
ing “blue-chip” distributorships in 
the U.S. No franchise fee is required. 
If you are qualified by reputation 
and experience, a low five-figure in- 
vestment is sufficient to establish 
you in this solid business with an 
unlimited future. 


Why Your Business Will Be Secure, 


Competition Negligible 


You will be part of a dynamic in- 
dustry, whose sales already register 
high in the millions. You will be rep- 
resenting the Number One company 
in the field, the International Swim- 
ming Pool Corporation, and enjoy 
the full impact of a national brand 
known to every man, woman and 
child...a name synonymous with 
swimming pools. 

Our product, Esther Williams 
Swimming Pool for homes and mo- 
tels, capitalizes on the name, per- 
sonality and sales appeal of this 
great swimming celebrity, through 
whose personal efforts it is now pos- 
sible for people of ordinary means 
to enjoy what used to be a rich 
man’s luxury. 

You will be demonstrating and 
selling the first great advance in 
swimming pools in twenty years. The 
Esther Williams pool is all concrete, 
in-the-ground, beautifully designed 
with complete top-quality equip- 
ment. Easy to sell, simple to install, 
fully guaranteed. It offers exclusive 
safeguards, including a safety ledge 
and strong safety cover. Unique 
water-saving filter recirculates 
water, giving it diamond sparkle. 

The pool carries both Good House- 


keeping and Parents’ seals, assuring 
public acceptance. Available in sev- 
eral sizes, it is priced within the 
budget of most homeowners and 
financing is easily available. Nation- 
ally advertised on TV, Radio, in 
Life, Better Homes & Gardens, 
Good Housekeeping and other pub- 
lications. 

If you need further proof, let us 
send you the names of a representa- 
tive list of our distributors. Check 
with them on their present success 
and future prospects. 

As growth potential is great, we 
can consider only correspondingly 
successful businessmen. Technical 
knowledge in field of general con- 
tracting advantageous but not es- 
sential as standardization simplifies 
the pool construction. Annual serv- 
ice contracts provide continuing 
income. 

We will appoint distributors in 
open areas at once as the first sign 
of Spring will heighten consumer 
demand. (Dealerships also avail- 
able.) Write today outlining your 
qualifications. Address President, 
International Swimming Pool Corp., 
131 East Post Road, White Plains, 
New York. 


to deal with a distributor: 
cars per deal and slightly lower 
price per car. (German VW dealers 
operate on a markup equivalent to 
$135 a car.) 





}agreed on the deal, paid for the) that he doesn’t have a VW fran-| 
cars, had them insured, cleared and| chise. Some employ mechanics 


put aboard a ship, his job is done.| trained at the VW factory. 


| 


Well-Heeled ‘Buyers’ Bus 


in Germany... 





Black Market Booms in VWs 


(Continued from Page 2) 


obscure freighter for $100 apiece 
over retail. 


He leaves these transactions to 


the “amateur.” 


+ = * 


Distributor Links 
wo by the very nature 


of his operation, has to deal 


big. By doing a few favors in the 
right places he often can work his 
way into a transaction with a dis- 
tributor. 


He has two reasons for preferring 
More 


Once Wolfgang has made such 


| a deal (much of the bargaining 


appears to concern the size of 
the Old Payola), the distributor’s 


Dealers franchised to handle do- 
mestic makes are in the field about 
as often as are independent dealers. 

First is the dealer who puts one 
or two VWs in the front line of 
his used-car lot and “nails them 
down.” He finds they help draw 
traffic to the lot. 


Second is the dealer who handles 
from four to a dozen at a time, and 
actually will sell the cars at retail 
at the going used-Volkswagen 
price (usually higher than the 
legitimate new-Volkswagen price if 
the used VW is a ’57 or ’58). 

= * > 
ITHER of these dealers finds 
it necessary, as a rule, to do 
business with a foreign buyer. Their 
source is private owners, or import 
brokers. These brokers, mostly 





German dealers may find their | 


shipments cut back a few units | volume operator. 


several 


ing VWs legitimately have a wait, 
too.) 


in ensuing weeks. (Germans buy- | 


centered in and about New York, 
are among the better clients of 
Wolfgang and Joe. 


The third type of dealer isa 
He may have 
hundred Volkswagens on 


|his lot. He has his own buyers in 


| Germany. He freely plasters Volks- 


Wolfgang, however, can cable his| wagen signs about his lot and has 


| U. S. client to expect 30 or 40 new/ yw literature in his sales office. 
Volkswagens on the dock in New) 


York 30 days hence. 


If it weren’t for the fact that 


|he has so many VWs on hand, it| 


Once he has made his contact,| would sometimes be tough to tell 


* * * 


E buyer told Automotive News: 
“To buy one car is no problem. 


To buy 100, you must know whom 
to see. If you don’t know your way 
around in Germany, you can spend | 


| a lot of time spinning your wheels. 


i 


“This business is not for ama- 


teurs. This business is not for 
dummkopfs. 
for one-timers.” 


This business is not 


Said another: “Buying in Ger- 


many separates the men from the 
| boys. 
with ‘em.” 


You got to make medicine 


He winked and said, “It takes 


an operator to operate in Ger- 


| many.” He thought for a moment 





in the Volkswagen “free” market. 


Naughton Rises 
In Dodge Sales 


Dodge 
president-sales. 


the Dodge sales 
staff in May, 1955, 
and in the fall of 
that year was 
named assistant 
sales manager. 
The following 
year he was ap- 
pointed general 
truck sales manager. 


and added: “An operator with 
money.” 


Most of the “free-market” VWs 


now enter the U. S. through East 
Coast ports. They roll west on 
| haulaways, six and sometimes 
| seven to a truckload. 


Since few of the VWs obtained 


| through these channels are export 
models, they lack safety glass, 
sealed-beam headlamps, bumper 
overriders, U. S.-type speedometer, | 
leatheret upholstery and U. S.-type 
| turn signals. 


> 
|The Car’s the 
peel operators install safety 


> > 
Thing 
glass and sealed beams. Some 


the U. S. Some don’t 


About the only thing that U. S. 


dealers without Volkswagen fran- 
chises care about is that the cars 
have been obtained and delivered. 


Buying the cars is tough. As 
they well know, nearly anybody 
can sell them in the U. S—even 
at prices they must command 
on the “free” market. 

There are three types of dealers 





DETROIT. — Promotion of John 


B. Naughton to assistant vice- 
president-sales of Dodge, has been 
announced by Lee 


Desmond, 
vice- 


Naughton joined 


John B. Naughton 


Prior to joining Dodge, Naughton 


served with Ford. His previous 
retail experience includes several 
years as general manager of a 
chain of large-volume dealerships. 





The volume operator has sales- 
men trained on the VW, he 
merchandises the product care- 
fully and isn’t afraid to spend 
plenty of money on advertising 
—mostly geared to the “imme- 
diate delivery” angle. 

He occasionally wholesales — if 

the price is right. 
| Independent operators handling 
Volkswagen, without exception, re- 
|fused to discuss retail prices with 
Automotive News (along with many 
| other points). 
| Detroit shoppers, however, find 
that the independents tag VW 
sedans at $1,995 for ‘58s, $1,795 for 
| ‘Sts and $1,695 for ‘56s. Karmann- 
Ghia coupes sport a fancy $2,795 
| tag. 
By comparison, the authorized 
new-car price in Detroit for a VW 
sedan is $1,717. A Ghia retails at 
| $2,614. 





Eight-Month VW Wait 
HE three franchised Volkswagen 
dealers in Metropolitan Detroit 
last week quoted a waiting period 
| of eight to 13 months on sedans 
|and 15 minutes to eight months on 


| Ghias. 


do it abroad before the cars are) 
shipped. Some do it when the VWs 
| arrive in 
bother. 


| 


Volkswagens purchased from 
authorized dealers carry a full 
factory warranty for 6,000 miles or 
six months. Those bought from 
independents sometimes carry no 
warranty, sometimes some sort of 
guarantee according to the whim 
of the dealer. 

Actually, the factory has sent 
out a directive to its authorized 
dealers in the U.S. advising them 
to welcome “free-market” Volks- 





wagens into their service depart- 
ment and to place them under 
the regular factory warranty if 


they are inside 6,000 miles or six 
months. (Dealers estimate this on 
the basis of the car’s serial num- 
ber.) 

Authorized VW dealers can con- 
vert a “free-market” European- 
type VW into an American-type 
VW by installing new over-rider 
bumpers, safety glass, turn-blinkers 
and sealed-beam lamps for approxi- 
mately $190. 

Serial numbers of such “free- 
market” Volkswagens which come 





French Scooter Offers 
Automatic Transmission 


SPRING VALLEY, N. Y.—The 
world’s first motor scooter with 
automatic transmission, the 
Manurhin, is being imported into 
the U. S. by Scootomat, Ltd. 

Manufactured by the Manurhin 
works of France, the scooter 
features a clutchless, continuous 
speed changer that adjusts auto- 
matically to changing road condi- 
tions, Scootomat said. 








under factory warranty are.re. 
ported to the factory and a $4 
service charge reportedly is billed 
to the originating dealer. 


* * * 


OME authorized VW dealers are 
bitter about forwarding the 
serial number, saying thai this 
should enable the factory to track 
down “free-market” sources and 
stop bootlegging. 

“They may be doing that check- 
ing now,” said one VW dealer- 
ship spokesman. “I don’t think 
bootlegging of VWs will go on 
too much longer. 

“For one thing, the man who 
buys a VW is buying for economy 
and utility. There’s nothing very 
economic about paying $2,000 for 
a used VW, and I hear they are 
getting harder to move. 


“If the factory would just send 
more cars to the U. S., it would 
solve the whole thing.” 

> + * 


New Volkswagen Firm 


Slated for Australia 


MELBOURNE, Australia.—A new 
company is being formed here to 
develop the manufacture and mar- 
keting of Volkswagens. 

To be known as Volkswagen 
(Australasia), Pty. Ltd., the firm 
would have 51 percent of its stock 
owned by Genram Co., a German 
firm, while the rest would be held 
by Australian firms. The company 
will buy the factory of Martin & 
King here, where Volkswagens cur- 
rently are assembled. 





¢ 
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When your customers 
change to Wovr’s Heap, 
100% Pure Pennsylvania, 
they get... 


@ Lower oil consumption 
@ Fewer repair bills 
@ Smoother engine per- 
formance, longer life 
It all adds up to an im- 
portant difference to them 
. . - and to you, too, be- 
cause satisfied customers 
keep coming back for more. 
That's why it pays to stock, 
display and sell the su- 
or premium quality 
motor oil that makes the 
difference... WoL¥’s HEAD, 
100% Pure Pennsylvania. 
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Impressive 


Se L, es APPROACH! 





Hand your next 
prospect a 


FULL COLOR 
BUSINESS CARD 


These colorful business cords ore now ovoil- 
able to the following dealers: 


© BUICK ® DeSOTO © FORD 

© CHEVROLET® DODGE © PLYMOUTH 
© CHRYSLER © EDSEL © PONTIAC 
Write today for Free Sample Folder 


UTLEY BROTHERS, inc 
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NOW SERVING OVER 4000 DEALERS 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 
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Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Feb. 1, Week, Jan. 25, Output, Feb. 2, Feb. 1, 
1958 1957* 1958* January 1957* 1958 
AMER. MOTORS** ...... eee 3,483 16,284 6,184 16,284 
IIEE ssescsssscnsesesessceees Bee: sim 3,483 16,284 5,324 16,284 
CHRYSLER CORP. .... 13,250 28,652 12,579 65,657 130,929 65,657 
Dar RNR .nnnnseceesececccseee 1,400 3,242 679 6,711 15,032 6,711 
Imperial ...........:........ 450 911 128 2,111 3,799 2,111 
SOOD: . sccerseornsreivennsosinie 400 3,848 1,489 6,520 16,888 6,520 
SND. curvcbivensinsrsvinéetetinns 2,150 6,549 2,683 9,642 28,985 9,642 
Plymouth «0.0.2.0... 8,850 14,102 7,600 40,673 66,225 40,673 
FORD MOTOR*** ........ 31,280 41,352 30,204 137,122 207,811 137,122 
SEINE eicecctenansiecincevianeneites ee devsbews 380 Aen ininn 1,924 
SEI cxsvasceteonesnscsneseteotsseste 29,400 32,340 25,013 119,537 162,342 119,537 
SEED. -cesisvvesevessnseseseanecs 820 1,415 991 3,240 6,399 3,240 
SNEED sccucvsesssisessnsosnces 530 7,597 3,820 12,421 39,018 12,421 
GENERAL MOTORS .. 61,859 68,914 59,759 275,476 321,959 275,476 
SEE: Susvhibistincibonisecndionn 6,909 36,375 56,967 36,375 
SED... :dsvesnsvrinvsvecetinns 3,188 13,467 15,700 = 13,467 
eee 34,805 152,574 158,407 152,574 
Oldsmobile .................... 8,534 40,725 47,806 40,725 
IEEE, | pavednncstetivetcionsennes 6,323 32,335 43,079 32,335 
SP CORP. ........ 1,470 2,627 7,284 2,627 
INTE; duiiniaibaiilceseicicssinen. “danebsovs 241 428 2,231 428 
Studebaker .................. 1,229 2,199 5,053 2,199 
Total Cars, U. S........... 110,159 140,411 107,495 497,166 674,167 497,166 
*Revised 
**american Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Feb. 1, Week, Jan. 25, Output, Feb.2, Feb. 1, 
1958 1957* 1958* Jandary 1957* 1958 
CHEVROLET ................. 5,500 7,806 5,661 25,534 34462 25,534 
EE 125 90 94 480 386 480 
I a aioisaeccaitennsiapeiicticbel 60 80 72 262 365 262 
DODGE 1,300 1,862 959 4,348 8,107 4,348 
FORD . 5,750 7,939 5,110 23,787 25,489 23,787 
ek acmhecietelis 1,250 §©1,391 1,439 5,745 7,855 5,745 
INTERNATIONAL. ...... 2,696 1,254 2,676 11,772 11,146 = 111,772 
oir cicecssshinindstsahunads 380 425 382 1,239 1,865 1,239 
Ui | 4 236 314 442 1,183 442 
i le Catan sachdeniaas 410 344 407 1,758 1,863 1,758 
SE ees 1,160 1,847 1,115 4,777 7,313 4,777 
MISCELLANEOUS*** 40 40 42 268 187 268 
Total Trucks, U. S..... 18,671 23,314 18,271 380,412 100,221 80,412 
Total Cars, Trucks, 
eee 128,830 163,725 125,766 577,578 774,388 577,578 
Total Cars, Trucks, 
tiled 8,050 9,558 6.231 33,007 47,406 33,007 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....136,880 173,283 131,997 610,585 821,794 610,585 





“Revised, Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four-Wheel- 


Drive, ete. 


N. B.: All U. S. totals include cars and trucks for military orders. 
Ree and Sterling are included in. White totals; Brockway 


***Autecar, Freightliner, 
included in Mack totals. 


slipshod work that is showing up in|work and the resultant drop’ in 


breakdowns and unsatisfactory per- 
formance of new cars, he said. 
Moore said workers are harming 
themselves and “their troubles are 
coming right back home.” He in- 
timated that recent layoffs in Cana- 
dian automobile plants were in 
part to blame for this slipshod 





Renault Buys Laboratory 


From N.H. Vehicle Unit 


LEE, N. H.—Renault of France, 
automobile manufacturer, has pur- 
chased the dynamometer laboratory 
of Motor Vehicle Research here, it 
has been announced by A. J. 
White, director. 

The 15-ton chassis dynamometer 
and the engine dynamometers are 
said to constitute one of the biggest 
independent installations outside of 
Detroit. 

The new Motor Vehicle Research 

Scientific Evaluation Group here, 
headed by Prof. J. Karas of the 
Mniversity of New Hampshire, will 
ork with MVR and legal and 
rance firms to evaluate auto- 
hotive accident trauma. 





Canadian Auto are 
Are Called Slipshod 


(Continued from Page 2) 


new-car sales. 


Spokesmen for Canadian fac- 
tories were quick to rally to the 
auto workers’ defense. Gordon E. 
Grundy, president of Studebaker- 
Packard of Canada, said S-P’s fac- 
tory men “put their hearts and 
souls into their work . . . Canadian 
workers needn’t take a back seat 
to those in any country.” 

Theodore J. Emmert, executive 
vice-president of Ford Motor Co. 
of Canada, said the quality of Can- 
adian Ford products “has never 
been higher.” 

A spokesman for General Motors 
said cars sold in 1957 were remark- 
ably trouble-free and the service 
record was probably the best iri the 
company’s history. 


$80,000 Fire at Merritt 

ARKADELPHIA, Ark.—An early 
morning fire destroyed two build- 
ings housing Eugene Merritt Motor 
Co. and 12 automobiles, including 
seven new Dodge and Plymouth 
cars,.on Jan. 20. Loss was estimated 
at $80,000. Eugene Merritt is the 
owner. 





But 30,000 Under ’57 ... 


Car Production Near 
Highest Rate of Year 


(Continued from Page 1) 


week to readjust production 
schedules to field inventories. 

Despite its labor difficulties, 
Chrysler Corp. was able to show a} 
slight output gain over the pre- 
vious week as it advanced from a 
corporate total of 12,579 assemblies | 
a week earlier to an estimated 
13,250 last week. 

* + - 

— MOTOR’S jump from a 

company total of 30,204 assem- 
blies the previous week to an esti- 
mated 31,280 cars last week re- 
sulted primarily from an output 
upsurge at its Ford division. 

Mercury worked only its Los 
Angeles assembly unit last week 
and as a result showed only 530 
assemblies, as compared with 
3,820 units a week earlier. Mer- 
cury officials said the closedown 
of operations at the division’s 
Wayne (Mich.), St. Louis and 
Metuchen (N. J.) plants was for 
readjustment of work schedules. 

Ford division, which worked five 
days last week, upped its output! 
from 25,013 units a week earlier to 
an estimated 29,400 during the past 





By L. H. Houck 
Staff Writer 

JEFFERSON CITY, Mo.—The 
general Midwest auto market is 
characterized at the moment by 
heavy advertising, freshened-up 
deals and a rash of gimmicks, all 
apparently designed to move out 
new and used cars at a brisker 
rate. ‘ 

While newspapers are ap- 
parently beating the drums for a 
future upsurge in the economy, 
most business-wise and battle- 
scarred veterans of the auto retail 
business are busy reducing in- 
ventories, especially in used cars 
in the °49-to-’53 bracket. 

Industrial unemployment is rising 
in St. Louis and Kansas City and, 
to a smaller degree, throughout a 
10-state central area. However this 
is the time of year when employ- 
ment is usually at its lowest and 
spring always brings a certain 
upturn. 

Fall and winter unemployment 
has been particularly evident in 
the factories making construction 
and road machinery. This equip- 
ment hit a slump which developed 
to major proportions by Christmas. 
This situation contributed much to 
unemployment. 

While there has been consider- 


highway program, this situation 
will probably become much brighter 
when the sun shines again in the 
spring. 

One ray of encouragement 
comes from the heavy snow 
which hit the Midwest recently. 
This snow presages a good winter 
wheat crop in the western sec- 
tion. 

Wheat, the important money crop 
for thousands of farmers and 
ranch owners in Missouri, Kansas 
and other states, was just begin- 
ning to need moisture when the 
snow hit. 

The-snow has contributed ma- 
terially to good prospects for other 
crops, including grass for livestock, 
so that experts say that the over- 
all picture for the farmer is 
brighter than it has been for 
several years. 

Dealers in agricultural areas have 
been hurt for several years because 
most farmers have been out of the 
market for new cars and used cars, 
except for minimum requirements. 
A prosperous season means that 
many will trade their three and 
four-year-old cars in as quickly as 
the cash is assured and thus hedge 
against a drouth next year or a 
season of low prices. 

Some dealers are taking more 
kindly to factory advice on parts 
inventories. The question of dealer 


able pessimism regarding the new | 


| five work days. Six of the division’s 


assembly plants did not work Fri- 
day. 
aad * . 
Eyeing MOTOR’S corporate 
output rose from 59,759 units a 
week earlier to an estimated 61,859 
last week as all divisions except 


Mezey Appoints Ressler 
Textile Division Director 


Herb R. Ressler, formerly with 
Thermoid Co.’s textile division, has 
joined the Mezey Agency as direc- 
tor of the textile 
division. 

Mezey Agency 
has recently ac- 
quired the sales 
representation of 
Artloom Carpet 
Co., Philadelphia, 
which manufac- 
turers floor cover- 
ing for the auto- 
motive industry. 
Ressler has a 
broad background 
in the textile field. His offices are 
located in the Fisher building. 





H. R. Ressler 


45 


Buick scheduled increased car out- 
put. 

Buick slid from 6,909 to 6,575 
units as the result of a four-day 
schedule at its Flint plant last 
week. 

American Motors upped its out- 
put of Ramblers to an estimated 
3,770 assemblies last week, while 
Studebaker-Packard was idle again 
last week for adjustment of pro- 
duction schedules with field inven- 
tories. The previous week S-P 
turned out 1,229 Studebaker cars 
and 241 Packards. 

Last week marked the third week 
this year that S-P assembly lines 
were halted. 

cd + * 

RUCK manufacturers turned 

out an estimated 18,671 units 
last week for a 2.2 percent climb 
from the previous week’s 18,271 
units, but 19.9 percent below the 
week ended Feb. 2 a year ago. 

Commercial-car output for 
January totalled an 
80,412 units—a 5.5 percent decline 

from the 85,070 trucks built dur- 
ing December and a 144 percent 
drop from the 93,873 units rolled 
from the lines during January a 
year ago. 

Canadian car-truck operations 
produced an estimated 8,050 vehi- 
cles last week, as compared with 
the 6,231 units built the previous 
week and 9,558 vehicles rolled from 
the lines during the week ended 
Feb. 2. a year ago. 

Vehicle output in Canada during 
January totalled an estimated 
33,007 units, compared with 44,975 
cars and trucks produced during 
the same month of 1957. 





success is also occupying the atten- 
tion of factories. 

Some dealers have not taken 
the trouble to set up parts in- 





Truck Equipment Show 
Opens in L. A. May 15 

LOS ANGELES. — The 1958 
National Truck, Trailer and 
Equipment Show will be staged 
by the Automotive Council of 
Los Angeles, Inc., at the Great 
Western Exhibit Building, May 
15-18. 

J. W. Williams, general chair- 
man, said the show will have 
about 200 exhibits of trucks, 
trailer and allied equipment. 








Midwest Market Shaky, Gimmicks Abound - 


ventory controls with the result 
that their investment is out of 
line with profits. 


Gimmick dealers are out in full 
force with no-downpayment deals, 
clearance sales with $50 downpay- 
ment On any car in stock, stripped- 
price advertising on new cars, and 
in both Kansas City and St. Louis 
the mysterious Mr. Green, Mr. 
Jones, or Mr. Smith, with a tele- 
phone number, makes a bid for 
those with bad credit. 


For the alert dealer, the best 
deals are coming from the non- 
shopping owner who has not yet 
thought about trading. And there 
are plenty of owners out here 
with ‘52s up to ‘55s who are able 
to trade. 


Dealers Beseech Congress re 


Plea for Picket Relief 





(Continued from Page 3) 


right to picket employes and em-| 
ployers for organizational purposes 
only.” 

> . . 


Unions Apply Pressure 
LMENDORF said there is no 
doubt that economic pressure 

“is being brought to bear on us 

since the picketing started last 

year. 


“We can’t get deliveries of Olds-| 





Du Pont Workers | 
Honor Williams 


DETROIT.—Richard C. Williams, 
who has retired as national auto- 
motive sales manager of the 
Fabrics and Finishes department, 
E. I. Du Pont de 
Nemours & Co., 
was honored at a 
dinner given by 
associates in the 
department’s De- 
troit sales office. 

A bound book 
of more than 200 
letters from 
friends in the 
company and 

be leaders of the 
R. C. Williams automotive and 
allied industries with whom he had 
been associated during more than 
40 years with duPont, was pre- 
sented to Williams. He also re- 
ceived a shotgun from friends. 

The dinner was attended by 40 
employes of the Detroit sales office. 
Bronson E. Howard, an automotive 
sales representative, was toast- 
master. : 





mobiles and, on occasions, Chevro- 
lets. We have to go to St. Louis to 
pick up the cars because union 
drivers won't deliver them, If they 
do deliver, the pickets try to get 
their names and then they are in 
trouble. 

“It is difficult to say whether 
or not our new car business has 
been hurt by the pickets. But 
being so close to St. Louis (20 
miles), I imagine some people 
have decided against buying 
here.” 

Elmendorf said all General 


| Motors dealers are having trouble 


getting deliveries on new cars. 
Sometimes they have difficulty get- 
ting deliveries on parts for their 
service departments. 

“How long we can stand this 
pressure remains to be seen,” he 
said. “However, we believe we have 
loyal employes who are with us, 
and when the St. Charles citizens 
know all the facts they will support 
us.” 


> * 

Buffalo Strike Ends 
EANWHILE, an initial con- 
tract proposal for shop workers 

at Streng Oldsmobile, Inc., Buffalo, 

has been approved by members of 

Machinists Lodge 1053. The striking 

mechanics have returned to work. 

John Mullen, union business rep- 
resentative, said the one-year pact, 
covering 19 shop workers, provides 
for reduction from a 44 to a 40-hour 
week, overtime pay and wage in- 
creases of 20 cents an hour for 
mechanics and 15 cents for other 
hourly rated workers. The workers 
struck the firm Jan. 13 for union 
recognition. 
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Indicators Are Mixed .. . 


Economic Index Ebbs 





Business activity has eased 
slightly in the last seven days, 
leaving the Automotive News Eco- 


nomic Index at 99.4 percent of last 


week's level. 

When compared with reports 
for the like week last year, busi- 
ness stands at 92.7 percent of the 
year-ago level. This is the fourth 
report in the last five showing 
the economy off by a little more 
than 7 percent from the level of 
like weeks a year earlier. 

The week - to - week comparisons 


Obituaries 
C. K. Whittaker, Retired 


Studebaker Executive 


LOS ANGELES. Chester K. 
Whittaker, 68, former executive 
vice-president of Studebaker Corp. 
and president of Studebaker Pacific 
Corp., died Jan. 24. 

Mr. Whittaker joined Paul G. 
Hoffman Co. here in 1923 and later 
was transferred to South Bend. He 
returned to Los Angeles in 1935 
when Studebaker set up its West 
Coast assembly plant. He retired in 
1955. 


- 
Kenneth K. Kaufmann 

LOS ANGELES.—Kenneth K. Kaufmann, 

56, West Coast representative for Firestone 

Tire & Rubber Co., in charge of major 

petroletim @ompanies, is dead. He joined 

Firestomé im 1938 as a petroleum company 
representative. 


. * . 
Joel T. Daves Jr. 
WEST PALM BEACH, Fila. — Joel T. 
Daves jr., past president of the Paim 


Beach County Automobile Dealers Assn., 
died unexpectedly of a cerebral hemor- 
rhage. 

Prior to coming here Mr. Daves was 
engaged in the automobile business in At- 
lanta, and was a former president of the 
Atlanta Automobile Dealers Assn. 

* * * 
Wilson Hemingway 

VICKSBURG, Miss.——Wilson Hemingway, 
94-year-old retired dealer who was engaged 
in the auto business in Vicksburg for a 
number of years, died at his home in/ 
Greenville, Miss., . oan, “ 


H. Er. Boween 
BEAUMONT, Tex.—H. E. (Bill) Daw- 
son, 68-year-old retired operator of Dawson 
Motor Exchange here, died Jan. 17 
local hospital. 
* * az 
Charles F. Jung 
CINCINNATI. Charlies F. Jung, 69, 
founder and president of Atlas Motors, 
Inc., Cincinnati's oldest Dodge-Piymouth 
dealer, died of a cerebral hemorrhage Jan. 
17 at his home. He was a member of 
NADA and the Cincinnati and Ohio Auto- 
mobile Dealers soem. 


Cannes E. Francis 

PORTLAND, Ore.—-Clarence E_ Francis, 
69, president of Francis Motors (Ford) 
and vice-president of Francis Lincoin- 
Mercury, died while vacationing in Paim 
Springs, Calif. He formed Francis Motors 
in 1916 and also had been president of 
Francis & Hopkins Motors and Northwest 
Truckstell Sales. Mr. Francis was president 
of the Portland Automobile Dealers Assn. 
im 1942. He had been a director of the 
Oregon State Motor Assn. since 1929 and 
was president from 1953 to 1955. 

7 o > 
William J. Corr 

CHICAGO.—William J. Corr, 67, retired 
director of services for Mack Trucks here, 
died Jan. 11 at Mayo Brothers Clinic, 
Rochester, Minn. Mr. Corr had been living 
in Plainfield, N. J., where he had been 
with Mack. 

* * * 
Frank J. Campbell 

CHICAGO.—Frank J. Campbell, 58, dis- 
trict parts and service manager for Cadil- 
lac, died Jan. 14 in MacNeal Memorial 
Hospital, Berwyn, mm. 


John ‘Baker — 

ST. CHARLES, Ill.—John Baker Norris, 
president of Norris Ford, St. Charles, died 
Christmas Day in Delnor Hospital. 

* * * 


William S. McCown 
STAUNTON, Va.—William 8S. McCown, 
71, retired automobile dealer, died Jan; 14 
at his home here. 
* 


* * 
Samuel R. Biggs 

WILLIAMSTON, N. C. Samuel R. 
Biggs, 74, who opened the first automobile 
dealership in tls azea, in 1912, died Jan, 20. 

Harry J. Felz 

CHICAGO.—Harry J. Felz, 61, a retired 
Chrysier-Piymouth dealer, died Jan. 19 
while visiting his children in Los Angeles. 
Mr. Feliz owned Felz Motor Sales, Inc., 
here until his retirement two years ago. 
He also had an auto dealership in Aurora, 
Tn, 


Joseph T. Labadie 

WINDSOR, Ont.—Joseph T. Labadie, 50, 
an auto dealer here since 1930, was found 
dead in his office Jan. 26. He became a 
Partner in Webster-Labadie Ford in 1930 
and opened J. T. Labadie, Ltd., in 1945. 
His GM dealership handied the Buick, 
Pontiac, Cadiling, Veuumen and GMC lines. 


ieiiiemes L Banks 
LOUISVILLE.—Clarence L. Banks, 73, 
died Jan. 25 at a hospital here. He founded 
one of the first auto dealerships in Ken- 
tucky but retired from auto retailing about 
20 years ago to devote his time to other 
business interests. 


in a 





mostly fall into the same pattern 
observed in recent weeks—a num- 
ber of indicators showing small 


gains but even more showing small | 


losses. 


An exception this week is lum- 
ber production which is 10.4 per- 
cent above last week’s total. A 
good number of mills reported an 
upsurge in orders for delivery in 
early spring and there was specu- 
lation on whether the predicted 





home-building boom of 1958 was, 


beginning to gather steam. 


The stock market continued its 
slow but steady gain and savings 
deposits went up as they have in 
seven of the last eight weeks. 


Most indicators of production are 
below the year-ago level with steel 
output a full 40 percent below the 
rate at this time last year. 

Steel-making might be expected 
to be below the 1957 level. After 
the steel strike in the summer of 
1956, the industry operated at near- 
peak rates for about half a year 
before beginning the slide to the 
present level. 

Some steel men say that more 
steel is being consumed than is 
being produced, as customers pare 
inventories. For weeks, the indus- 
try has shown some of the biggest 
year-to-year losses among all indi- 
cators of production. 

In recent months, cars have 
been turned out at a rate 8 to 26 
percent below the year-earlier 
rate. But the steel industry has 
been producing at a rate even 
below that of its biggest cus- 
tomer with output 26 to 40 per- 
cent below the year-ago level. 
Department store sales show a 


year-to-year gain for the sixth con-| 


| secutive week and used-car prices 
have held steady at better than 3 


percent above last year’s average.| 


However, business failures 


jumped up to 333—a total above | 
|any for comparable weeks since} 


1939. 





sified Want Ads 


HELP WANTED 


oF 


SERVICE MANAGER, Must have volume 








shop experience, accustomed to adminis- 
tration and organization. This position 
is open with long established dealership 
in Intermountain area. Present service 
volume $35,000 per month. Excellent pos- 
sibilities for increase. Compensation— 
salary, monthly incentive and volume 
bonus, yearly arrangement, Box 7809, 
c/o Automotive News, Detroit 26. 





SALES MANAGEMENT TRAINEE 
Large National Organization, with branches 
in principal cities selling a service to auto- 
mobile dealers, has need for several men, 
who are presently employed in sales work, t 
qualify for salaried sales positions. If oppor- 
tunity for advancement in present job is 
limited, these positions will present a strong 
challenge to men with managerial ability. 
Positions lead to sales management responsi- 
bilities. Need men age 30-35, mature per- 


sonality and neat appearance. Submit resume | 


of your education and experience, with com- 
plete details of present position. Give salary 
expected. 


Box 7882, </o Automoitve News, Detroit 26. 





WANTED — SALESMEN to sell the book 
‘“‘Auto Costs’’ which features factory 
invoice prices of all 1958 cars and equip- 
ment. Huge demand from auto dealers, 
banks, finance companies and leasing 
companies. High commission—No terri- 
tory restrictions. Write Auto Costs, Box 
224, Dept. B.. New York 1, N. Y. 


OFFICE MANAGER-ACCOUNTANT: Ford 
dealership selling 400-450 new cars and 
trucks, needs office manager-accountant. 
Send references, employment history, and 
recent photograph. Smith Ford Sales, 
Inc., 420 W. McCarty S8t., Jefferson City, 
Mo. 











SALES 
REPRESENTATIVE 


Ohio Manufacturer of Circular Welded Steel 
Products has opening in truck and trailer rim 
sales. New position. 


Must be familiar with industry; knowledge of 
rim design, manufacture and application pre- 
ferred. Salary—open, Replies held confiden- 
tial. 


Box 7883, c/o Automotive News, Detroit 26. 





RATES: TWENTY-TWO CENTS 


(22¢) 


PER WORD FOR EACH 


CLASSIFIED WANT ADS |e 


Reaching an estimated 150,000 readers engaged in all branches of the nation's automotive rh 
INSERTION 


POSITION WANTED ADs 


Tle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full najne 


and address at regular rates. 


TEN DAYS 
WANT AD DEPT.., 





REGIONAL MANAGERS, 
SALES REPRESENTATIVES 
AND INSPECTORS 


Auto Warranty has openings for addi- 
tional men in several choice territories. 
These are unique opportunities in the 
warranty field. We offer a dealer the 
most complete coverage of any lan 
available. You pay the claims in the field 
(no waiting for drafts from the home 
office). The oldest insurance company in 
the world insures our claims payments. 
Our President is an automobile dealer- 
distributor, and the officers of the com- 
pany are all experienced automotive men. 
Because of this, our program is designed 
with the dealer's interests in mind, which 
make it a most saleable plan. 

If you would like to work where you can 
offer the best in the field, we would like 
to hear from you, Replies confidential. 


AUTO WARRANTY COMPANY 
1000 Telfair Street 
Augusta, Georgia 





PARTS MANAGER for medium sized Gen-| 


eral Motors dual dealership located West- 
ern Pennsylvania, Excellent salary and/| 
bonus incentive 
to capable aggressive man, Send com- 
plete details about yourself in first letter 


Add One Dollar 
Box Number ads are forwarded to advertiser 
IN ADVANCE OF PUBLICATION DATE. Contract 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





| 


to Box 7880, c/o Automotive News, De- 
troit 26 
WANTED—AN AGGRESSIVE experienced | 


sales manager who can get the job done. 


Dealership of 650 units and up. Salary 
and share in net profits. Location, Mid- 
west. One of Big Three. Box 7881, c/o} 


Automotive News, Detroit 26. 


POSITION WANTED 


the 
employment 
accepted at 
namely ei ae ls 
$1.00 per in- 
Cash 
abd 


Te encourage this classification for 
benefit of those seeking 
ee) meet d 


a ae BS 


eet hd la) ore 


ik 


ee Le 


word for each imsertion 


Le 


el 


sertion for use 


mn odvance rete does not 


cee) lk ee nm this section 





| GENERAL MANAGER—Would like to 


| 





make a change. Age 31, 
accounting knowledge. Have worked my 
way up through all departments——began 
as mechanic nine years ago. Present 
dealership selling over 40 new and 70 
used per month (Ford dealership located 
in southeast). Would prefer Ford or 
Chevrolet deal. Can put your operation 
on a daily operating basis. Ford district 
approval and top character references. 
Income in ‘57 over $10,000. Not inter- 
ested in filing applications or a family 
deai, only in a well financed deal need- 
ing a general manager. 
deal. Reply Box 7858, 
News, Detr Detroit 26 


BU SINESS ESS MANAGER- ACCOUNTANT, 
extensive experience in all phases of GM 
dealer operations, Capable in analyzing 
operating results and forecasting. Excel- 
lent references. Box 7870, c/o Automo- 
tive News, Detroit 26. 


FOREIGN CAR SALES MANAGER—Age 


Prefer a larger | 
c/o Automotive | 


28, married, eight years’ experience fine| 


ear field as sales manager, general sales 
manager and buyer. Exceptional 
edge all phases foreign car operation. 
Familiar with B.M.C., Jaguar and Tri- 
umph, Rootes Group, BW, Fiat, 


knowl- | 


Nuffield, | 


Morgan, English Ford line and Standard | 


Motors. Can supply references. 
to relocate. Box 7876, 
News, Detroit 26. 


GENERAL MANAGER, Available Febru- 
ary ist. 
ership selling 2,000 units yearly. Proved 
honesty, best references. Can put money 
in right deal. Prefer Chevrolet or Ford. 
A three cent stamp can solve your prob- 
lem. Box 7877, c/o Automotive News, 
Detroit 26. 


ATTENTION AUTO INDUSTRY LEAD- 
ERS. Auto and truck leasing expert 
formerly consultant and executive of 
lease firm, finance and insurance com- 
pany; outstanding training and experi- 
ence as successful G.M, dealer, all de- 
partments. Highly recommended by top 
executives of G.M., Ford, and Chrysler 
and other affiliated industry executives. 
Author of auto sales manual and the 
only known auto and truck lease book. 
Have proven ability to attract and in- 
spire good personnel and handle all types 
of clientele properly. Immediately avail- 
able. Box 7889, c/o Automotive News, 
Detroit 26. 


CAR LEASING MANAGER—Presently ac- 
tive with experience all phases. Top 
references furnished. All replies in strict 
confidence, ‘‘Principals only.’’ Write Box 
7900, c/o Automotive News, Detroit 26. 


ACCOUNTANT - BUSINESS MANAGER - 
comptroller. Ford- Chrysler experience, 
financial statements, daily operating con- 
trol, cost control. 36 years old, willing 
to relocate. Available immediately. Box 
7887, c/o Automotive News, Detroit 26. 


GENERAL MANAGER, Young, age 30, up 
to $15,000 to invest in GM deal, if war- 
ranted. Prefer dry warm climate, but not 
essential. 7 years very successful retail 
and factory operation. College, married, 
3 children. Factory and Motors Holding 
approval assured. Solid background in all 
phases of dealership operation. Will fly 
anywhere for interview. Box 7909, c/o 
Automotive News, Detroit 26. 


Willing 





c/o Automotive | 


Eight years’ experience in deal-| 





($1) 
unopened. Display ads 


Tg 





POSITION WANTED 


insertion for use of a box number. 
$12.30 per column inch. CLOSING 
rates supplied upon 


Replies 


request 


DEALERSHIPS AVAILABLE 





| GENERAL MANAGER—7% years’ experi- 


ence automotive field. 6 years with Cad- 
illac Retail Store in Detroit. General 
sales manager Cadillac Branch one year. 
Have leadership ability and organizing 
qualities, also proven record of sales. 
Prefer GM dealership Detroit and en- 
virons, but am flexible, Age 39, married, 
one child, Box 7884, c/o Automotive 
News, Detroit 26. 





TRAVELING SALES REPRESENTATIVE. 
Executive ability, 33, college graduate, 
aggressive. Eleven years volume retail 
automobile sales, parts, and management 
experience. Proficient in conducting sales 
training schools and sales meetings, neat 


dresser, good personality, willing to 
learn, Box 7885, c/o Automotive News, 
Detroit 26. 


OFFICE MANAGER-ACCOUNTANT. De- 
sires to locate in Florida or Southwest. 
Seven years’ GM experience. BA in ac- 
counting. Capable of assuming man- 
agerial responsibilities, Write Box 7886, 
c/o Automotive News, Detroit 26. 





|AUTO SALES AND ADMINISTRATION. 


Advertising, sales promotion, aggressive 
leadership. Age 29, excellent character. 
Available in 30 days. Write P. O. Box 
381, Lansing, Mich, 


and other fringe benefits| BUSINESS MANAG El R- ACCOUNTANT 


with large dealer experience. Can be an 
asset to sizeable dealer desiring an as- 
sistant. Thoroughly qualified in the auto- 
mobile business. College graduate. Box 
7888, c/o Automotive News, Detroit 26. 








GENERAL OR SALES MANAGER, Age 
32, married, three children. Previous sales 
and sales manager experience. Ten years 
with Chrysler dual, Can hire, train and 
develop sales force to sell at volume 
profitably. Remuneration secondary to 
opportunity. Please outline details. Can 


arrange interview at your convenience. 
Box 7890, c/o Automotive News, Detroit 
26. 


DEALERSHIPS AVAILABLE 








DEALERSHIP — EASTERN PENNSYL- 
ANIA, Rte. 422, handling independent 
line. Comparatively new building, ap- 
proximately 7,000 sq. ft., lot 250 x 250. 
Asking price $65,000. Can be financed. 
Must be sold account health. Box 7901, 
c/o Automotive News, Detroit 26. 





married, g00d | cHICAGO AUTO ROW dealership handling 


Chrysler Beautiful seven car 
showroom and 
lot across the street. Very low overhead, 
above average service absorption. Fran- 
chise well established in same location 
seventeen years. Experienced staff will 
stay. 
longer. Price $35,000 cash includes parts, 
tools, equipment and furnishings. Owner 
retiring. Reply in confidence; state your 
experience and financial condition. Box 
7902, c/o Automotive News, Detroit 26. 


product, 





DEALERSHIP HANDLING RAMBLER in|} 
Illinois. | 
new building, good | 


seat town in central 
time dealer, 
used car lot, excellently equipped shop 
and good service following. Owner 
failing health, Box 7903, c/o Automotive 


News, Detroit 26. 


county 
Long 





HANDLING CADILLAC, PONTIAC, GMC | 


Located in Southwest. Town of 
30,000. No real estate. Will sell for in- 
ventory parts and equipment. Box 7874, 
c/o Automotive News, Detroit 26. 


DEALERSHIP NOW HANDLING Stude- 
baker; also Mercedes, in large Eastern 
North Carolina city. Business well estab- 
lished. Potential 350 per year. Excellent 


trucks. 





location. Building, 11,000 square feet 
floor space. Ample parking. Lease or sell. 
Box 7893, c/o Automotive News, De- 
troit 26. 





AUTO SHOWROOM LEASE 
Big 3 Franchise Available If You Qualify. On 
Main Thoroughfare, Newark, N. J. 9,000 Sq. 
Ft. under roof. 11,000 Sq. Ft. paved, enclosed 


| parking area tronting 2 streets. One of New- 


ark's Mos? Beautiful Showrooms. Closing 
rooms, bookkeeping and executive offices. 
Also available—large Used Car Lot. If inter- 
ested, write Box 7897, c/o Automotive News, 
Detroit 26. 





DEALERSHIP HANDLING Dodge- 
Plymouth in central Ohio county seat 
tewn. Low overhead, good service opera- 
tion, Parts, signs and all shop and office 
equipment puts you in business for only 
$9,000. Sold over 100 units last year, No 
receivables or used cars, Box 7894, c/o 
Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE in New York 
State handling Chrysler, Plymouth, Im- 
perial. No used cars or accounts receiv- 
able. Beautiful location, great potential. 
Approximately $20,000 will handle. Reply 
to Box 7895, c/o Automotive News, De- 
troit 26. 

FLORIDA DEAL FOR SALE; now han- 
dling Rambler, Fully equipped building 
with attractive used car lot adjoining. 
Corner location on U. 8, Highway and 
local Main Street. Four car showroom 
with general office and two adjoining 
air-conditioned offices. All you do is 

move in, It is complete, including office 
furniture. Located in a town of approxi- 
mately 22,000 population with good 
weekly payroll. You need very little 
money and factory approval to get into 
this money-maker. Lease available at a 
nominal monthly figure. Total price 
$5,000. Box 7896, c/o Automotive News, 
Detroit 26. 


deluxe offices. Used car) 


Facilities may be leased yearly or | 











EX-FORD FACTORY MAN wants 


— a = — 


SIMCA 


America's Best Import Buy 





Consumers Report Jan. 1958 
Tom McCahill's Reports 
E. B. Jones Motor Co. 


Distributors for 


ILLINOIS, INDIANA, OHIO & 
MICHIGAN 
2007 State St. East St. Louis, iii, 
UP 4-8532 BR 1-27 





DEALERSHIP AVAILABLE NOW-—Han- 
dling Chevrolet metropolitan midwest— 
1,500 new-car potential—30 years profit. 
able location. Will lease modern build 
ing. Priced to sell quickly due to othe 
interest. Factory approval and cash re 
quired, All replies must be confidential, 
Write Box 7819, c/o Automotive News, 
Detroit 26. 

DEALERSHIP FOR SALE Handling 
Dodge and Plymouth, Fully equipped, 
raodern layout in fast-growing area, Has 
possible gross of $20,000 to $30,000 per 
year. Will sell part or all. Reason for 
selling—failing health. Building for sale 
or lease. Contact J. F. Livermon, c/o 
American National Bank, Portsmouth, 
Virginia, Attention: Frank Lawrence, 

SUNNY CALIFORNIA, Large dealership 
handling General Motors medium priced 
car, Best metropolitan location, large 

service and parts business, top used car 

set-up. Old established location, unlim- 
ited business to be had. Very good lease, 

Factory approval required. Box 7873, c/o 

Automotive News, Detroit 26. 


DEALERSHIP HANDLING OLDSMOBILE 
in eastern Indiana. Ideal location. Will 
lease building and adjacent used car let, 
City of 40,000. Must have factory ap- 
proval and cash requirement. No used 
cars or accounts to buy. Owner retiring. 
Box 7862, c/o Automotive News, Detroit 
26. 

‘BIG 3°’ 
& Connors Brokers, 
Hartford, Conn. 


franchise in Connecticut. Caplan 
145 Holcomb &t., 


FLORIDA 


Deal Handling Olds with Small 
Foreign Car 

Industrial county seat town, 22,000 popu- 

lation. Zone of influence 50,000. Only 

Olds deal in county. 150 car potential. 

Entire setup brand new, including mod- 


ern building and adjoining paved used 


car lot with metal canopies. Building 
sully air-conditioned except open-type 
rour car showroom. Located U. S. 17 in 
new shopping center, 20 miles off east 
coas} on St. Johns River. Buy only parts, 
accessories, equipment, office furniture 
and fixtures. We keep used cars and re- 
ceivables. Prefer not to sell property. 
Long-time lease available. Factory ap- 
proval required. Write Box 7906, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING BUICK— 
FLORIDA, One of the best towns in 
Florida, approximately 15,000. Signed my 
first Buick contract in 1929 and want to 
retire. It will be necessary for you to 
have Buick’s approval and sufficient capi- 
tal. In reply give your entire business 
experience and banking references. Box 
7746, c/o Automotive News, Detroit 26. 


quunnpeuneeneraeamemenmeeaeenne 
| DEALERSHIP HANDLING MERCURY in 


eastern Indiana industrial city. Low 
overhead, very little capital required. No 
used cars or accounts to buy. Will lease 
building and adjoining lot. Must have 
factory approval. Box 7864, c/o Auto 
motive News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC, 
Cadillac and Vauxhall, Fringe deal in 
metropolitan area in midwest, Fine fa- 
cilities, excellent potential—No blue sky, 
accounts receivable, real estate or used 
cars, Anxious to sell due to health. In 
your reply state net worth and experi- 
ence. Box 7866, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS WANTED 





Big 
Three deal in town of 15-40,000, Prefer 
to buy from dealer wanting to retire who 
can stay on for six months. Please show 
new and used car sales separately for 
1956 and 1957 and include picture of 
facility. Box 7908, e/o Automotive News, 
Detroit 26. 


WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap 
proved. Replies held in confidence from 
everyone. Box 7748, c/o Automotive 
News, Detroit 26. 


RETIRE!!!! 


Two young, hard working, family men with @ 
total of twelve se) sea’ experience in 
complete operation the new and used caf 
business, would like to start in business 
lack capital. Geod background and refer- 
ences. You retire and let us buy as we 90 
Prefer n Arizona area. Address rep! 





| to Box 7899, c/o Automotive News, Detroit 26. 
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DEALERSHIPS WANTED 
gOUTHWEST OR MIDWEST AGENCY— 














100 to 30¢ car. Rent only. Have cash 
and can assure factory approval. Replies 
held in confidence, Also may be inter- 
ested in managership with buy-in. Box 


7904, o Automotive News, Detroit 26. 


GENTRAL STATES—medium size single 
dealer point. Desire buy-in arrangement. 
Factory approved, Replies held in con- 
fidence. Box 7905, c/o Automotive News, 
Detroit 26. 

BiG THREE on Long Island. Factory ap- 

val assured, Will consider any size. 
Replies held in strictest confidence, Box 
7898, c/o Automotive News, Detroit 26. 


———————— 
MILITARY BUSINESS 
— Got Your Share? — 

Military people will want to: 





— Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 
uy We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis for 
officers and first three grades enlisted per-| 
sonnel. 
Militory Military 
Finance Co. Acceptance C 
502 Tioga Bidg., P. O. Box 2166 
2020 Milvia San Antonio, Texas | 
Berkeley 4, Calif, CApitol 6-268! 
THornwal! 3-7423 
“Worldwide Financing for Military 
& Personne!” 
5, i, ae 
7 “WORK PATTERN 
— A pattern by which salesmen may or- 
ganize their selling so as to do just 
Han- the right thing with the prospect at 
est— exactly the right time. Relieve your 
rofit- men of tedious planning, daily reports, 
uild- and red tape so their time can all be 
other applied to selling actual prospects. 
L Te Weekly, monthly and year-to-date com- 
ntial, parison of all salesmen. 
jews, Including supply of forms "WORK 
— PATTERN" costs you only $24.25. (5% 
dling discount if check accompanies order.) 
7 You'll save the cost and more in 
on applied time the first week, 
| for 
sale Automotive Enterprises 
om Jaikins Bidg. Birmingham, Mich. 
> 


VOLUME OPERATION! 


MANAGEMENT SERVICE GUAR- 
ANTEES INCREASED PROFITS IN 
4 WEEKS! 


19 years’ experience! 


Principals well-known in automotive 
field! 

No capital outlay; your only cost is 
percentage of net profits! 

Available for | dealer who needs in- 
creased volume—FAST! 

Our proven methods are acceptable 
to GM and Ford! 

Sales during past 3 years over 14 mil- |} 
lion dollars in a single operation! | 
Our team of experienced men GUAR- 
ANTEE absolutely no sales complaints! 


Box No. 7892, c/o Automotive News, 


i 
| 
Detroit 26. | 





DEALER SERVICES 


LOST ANOTHER 
NEW CAR SALE? 


Did you lose the deal by a few dol- 
lars? Or don't you know by what 
amount you lost the deal? Don't lose 
sales because you're selling in the 
dark—discover your competitors’ costs 
and you'll know the kind of deal it 
takes to beat them! 


Order the 1958 edition of “AUTO 
COSTS"—the dealers’ wholesale cost 


encyclopedia—the authoritative book 


that gives the complete listing of the 
wholesale costs of ALL 1958 cars, ac- 
cessories and equipment. 


“AUTO COSTS” is priced at $10 per 
copy which includes FREE supplements 
containing all price and model 
changes. Send $10 for the ‘58 edition 
or only $18 for an economy 3-year 
subscription. 


AUTO COSTS 


Box 224 — Dept. Bi 
New York 1, N. Y. 


AUTOMOTIVE NEWS, FEBRUARY 3, 1958 


MAILING LISTS 


DEALERS MAILING LIST—Ford, Chev- 
Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. February, 1958 checked. On 
addressed labels, 35M, $14 per M. Box 

7907, c/o Automotive News, Detroit 26. 


rolet, 


DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
8456 Hough, 


ples. Allied Decals, 
Cleveland 3, Ohio. 


CARS FOR SALE 


1957's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SPECIALS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


with 


Inc., 


transmission, 
heater and 


automatic 
radio, 


—all 


power steering, 
seat covers—Buicks, Olds and Cads 
with power brakes— 


These are clean low mileage cars 
available for inspection in heated 
inside storage at 9 W. Kinzie, 
Chicago. 

information call, write or 


HERTZ RENT-A-CAR 


For wire 


SHOP EQUIPMENT FOR SALE 


BEAM VISUALINE ‘‘Pt Type,’’ complete 
with tools. Proto power and background 
cabinet, Excellent condition, $1,150 or 
—_ offer. Ruff Motor Co., Broken Bow, 

eb. 


FOR SALE—Floor model Clayton Analyzer 
with all instruments. A-1 condition. 
Write or phone Linhart Motor Co., 1532 
So. — Ave., Alliance, Ohio, Phone: 
1-9121. 


BEAR — TELALINER complete, $1,500. 
Harden Chevrolet Co., Circleville, Ohio. 
SHOP EQUIPMENT WANTED 


WANTED: Paint spray booth (used). 
Beach Auto Service, 1410 LeGare St., 
Columbia, South Carolina. 





WANTED TO BUY 
USED PASSENGER CAR SPRAY BOOTH 


Must pass underwriter inspection. Give full 
description and price. 

Tag Galyean of Huntington, Inc. 
P. ©. Box 1613 Huntington, W. Va. 








ANTIQUE CARS FOR SALE 


1906 BUICK ROADSTER, mtr. 14B-486. 
Unrestored but in very good condition 
and runs nice. $1,600 or best offer. L, C. 
Ruff, Broken Bow, Neb. 


TRUCKS FOR SALE 


1957 CHEVROLET 6400, two speed W45 
Holmes wrecker, beautiful body; like 
new. 1953 Ford F7—two speed, air 
brakes, W45 Holmes wrecker; ready to 
go. Write or call Bill Fishel, Vande- 
venter Auto Sales, 717 So. Vandeventer, 
St. Louis 10, Mo, Phone: Franklin 1-1750. 














/© Buy Right 


| ONE OF THE HOTTEST USED CAR 


9 W. Kinzie 
Chicago, Illinois 


DElaware 7-7272 Don Miller 





Inventory Service 


! 
| 
Buying or Selling a Dealership SAVE $1,000—'57 Bel Air V-8 Sport coupe; | 
Two-ten V-8 tudor; Ton pickup and ‘57- | 
© Sell Right) 7: 


Buick. All brand new. Sell all for) 
rts s : $1,000 less than dealer cost. Lindsey 
Pa Accessorie Equipment Motor, Bryan, Ohio, Phone: 6-1128. 





Fleet Leased Cars 
1955-1956-1957 
At Wholesale 


All Makes & Models - Factory Equipped 
Available in All Major Cities 


HERTZ CAR LEASING DIVISION 


Call or write for service details. 
Automotive Inventory 


Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 





BUSINESS OPPORTUNITIES 


LOTS in Detroit for lease. 260 foot 


frontage on Livernois (9565) between 
Grand River Ave. and West Chicago. Address: 
Formerly occupied by Fred Ford & Son L E. SPATIG 


for 19 years, and the last five years by 
Goldhar Zimner, Inc. New, large office 
with gas heat, two toilets, four closing 
Offices and main office. Completely black 
topped with new lighting system and 
four stall garage for repair work. Avail- 
able March ist. Contact E. J. Ford, 
1990 Keystone Bivd. N. Miami, Florida. — — 
Phone: PLaza 7-1268. CARS WANTED 


AUTO LEASING FIRM for sale in Mel- | WE'LL PAY the price for clean used cars 


218 Se. Wabash Avenve 
Chicago 4, IIlinois 
PHONE: WAbash 2-1600 











bourne, Fila. 65 units guaranteed, yearly radius of 200 miles. Minimum five 
lease at missile base. Nothing wrong— units. Reliable, rated firm. Call H. L. 
lucrative business. Desire to sell because Levin at Cameron Auto Sales, 336 58. 
of too many other interests, Unlimited Cameron St., Harrisburg. Pa., CEdar 
opportunity for a live wire, Box 7891, 6-7915. 





/o Aut ti N t 26. 7 - ime —— 
ee nee eee eee oe |SEVEN PASSENGER CADILLAC limou- 





















CARS FOR SALE 


eeee DO YOU WANT PROFITS NOW?? eece 





sines. Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore. 





+ CARS WANTED 





























® WHOLESALE TO DEALERS ONLY ont ae 
® ® he le outlet i 
Fully AMERICANIZED A Se HE) 
e ® cars a specialty. Write or Phone 
> VOLKSWAGENS : Tite's 
PHOENIX AUTO AUCTION 
a @ | 2201 Westward Bivd. _ —_ Phoenix, Arizona 
e 1958s-1957s-1956s-1955s-1954s o Phone: ALpine 85768 
SEDANS—CONVERTIBLES—KARMANNS 
® ° "OR SALE 
° Shipped by the e PARTS FOR : 
PONTIAC PARTS—We have a large in- 
° WORLD'S LARGEST INDEPENDENT @| ventory of 1946 ‘through (1954 parts. wil 
se separa > 
° VOLKSWAGEN OPERATION @| tors, Inc. 209 No, ‘Frankiin St., Hemp- 
Stead, N. . annoe - s 
@ All Cars Selected, Serviced, Cleaned, and Expertly Shipped @ sy ne 
* Directly to All U. S. Ports @| WANTED: Chevrolet and Ford obsolete | 
e Contact Our American Representatives for Details e a — ao oe. pan 
*  EXPINCORP, LYNDHURST, NEW JERSEY = 0/ si orieo fo: yas’. ‘ute "Parts, 482 
, Phone: GEneva 8-7070 or Call N.Y.C. lines Wisconsin 7-8221 SS ee aaa 
® (Bank References Furnished—Know Your Supplier) ee SS a la ee 
® Also Supplying Station Wagons, Panels, Pickups, Buses, etc. = 30 LeGare St., Columbia, South Caro- 
KC, © @ @ @ @ Export Industrial Corp., S.A. Hamburg |, Germany @ @ @ @ @ SHOP EQUIPMENT FOR SALE 
fa- 
— Lempco Jr. Brake Shoe | 
In Grinder 
= PUBLIC SALE OF Side verre $ 2500] 
| 
—{|| COMMONWEALTH OF PENN- wed on Ces is 
a 100 Lb. Size Oil Drain 
~ SYLVANIA USED CARS 553 Combination Static and 
-< Dynamic Bean Balancer. . 35.00 
of YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS ee Hydraulic 
ws, nit Li 
— Will be offered for sale on sealed bid basis monthly by the Department of No. 26040 Bean Bending Tool 
ise. > i pp a No. 26039 Bean Bending Tool 
_ ee ee ee 2 4R (OS) Simons Bending 
tive General public and dealers are invited to bid. Invitations to bid listing cars Tool : 
. and trucks, together with instructions to bidders, may be obtained by writing a Trestle 
. _ to: If interested in any of the above 
: equipment, contact 
ee William M. Hower, Director, Automotive Bureau 
the i ° ' + 
cat AGE REINAUER BROS. 
+ COMMONWEALTH GARAG MOTOR CO. 
Nes 22nd & Forster Streets, Harrisburg, Penna. 25 N.W. Ninth Street 
+ 26. Oklahoma City, Oklahoma 





\ 









ee ee 





MISCELLANEOUS 


Automatic BraKinG 


$ 1° 


WITH UNIVERSAL 
WRIST ACTION 
AND BRAKE HOOK-UP 


QUICK-TOW - 
to- Bumper a 


TRAIL-KING for Fast 
4 Point 


TowKinG Hook-Up $45 


**Add $10.00 for Guide Cables 


—SPECIAL— 
Protecto Covers (Tailor Made)... $6.95 
EX HVY Bag with Shidr Strap... $3.50 
SAFETY CHAINS, set of 2, only....$2.75 


STEEL (T Bar) CARRYIN 
CASE Serer, A — $1 3.95 
-05 


Universal License Hairpin 
Plate Holders 35 Cotter Keys 
Tow Bar Sales Co. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect oe 


40 So. Clinton St., Chicago 6, Ill. 












CONVERTIBLE TOPS, $1%75 — . 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four ——. Hook-Up 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$44.85 Fed. Tax included 
® ® 
Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Cataleg 
Factory Sales Division 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 
Canadian Distributors 
FIVE WHEELS, LTD. 
599 Y. St. 

Toronto, 





YS 


JEEP TOPS, $72.20—Headlinings, $12.50. 


Free catalogy>. Big Buck, 500 


St., Beverly, Mass. 


VALUABLE 


NEW BOOK! 


The 
Automobile 
Dealer 
by Martin H. Bury 


Only book of its kind ever published. 
Bypasses the primary requirements of 
a dealer and concentrates upon grad- 
vate subjects and extra-curricular ac- 
tivities. Covers every detail from com- 
pensation plans to cor rentals. A defi- 
nite aid toward operating profitably 
in a buyers’ market. Excellent for auto 
sclesmen and executives as well as 
deolers. $5.20 postpaid direct from 


PHILPENN PUBLISHING CO. 


1750 N. BROAD STREET 
Philadelphia 21, Pa. 


DEALERSHIPS AVAILABLE 


IMCA franchises available! 


Central and Western Virginia, 


Hampshire. 


West 


Virginia, Maine, 


Vermont and New 


Sell Europe's Prestige Economy Car 


Simca 4 Cyl. Aronde 


| 
5 Sedans, Station Wagons, | 


s and Sport Models 
Priced from $1,645 to $2,995 


Simca V-8 Vedette 


6 Passenger Sedan 
Priced from $1,995 to $2,288 


Write giving full details 
Paris Auto. Inc., 41-38 39th Street, Long Island City 4, N. Y. 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Waid vcd Wid coe CHAD ETARSD GOCE od oi aha seas iris cas baks eee eee 

I PRN gic ik ceSindis cen danced cwtd bade seeanaee Zone No........ ° 

aude weak cine ¢ bie dondhcd ad eeebs omens eteeee Gens ccectcntacoun 
TRADE CONNECTION: 

Car Dealer [J Truck Dealer [] Manufacturer [] 

Jobber [] Insurance 0 Financial [(] Supplier 

Oe ie Save nia hn ck .4-00cusG a beebeen ake cae or. wesnsskabeaadas 

% 2-3-58 


Rantoul 
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You have the edge when youre an 


INTERNATIONAL 






BECAUSE: 


1. International has the most complete truck line 
(Every buyer is a prospect !) 








2. International Trucks cost least to own 
(This means money to a buyer!) 





® 


A valuable International Truck Franchise may be available for you: Write to: Manager of Sales, Motor | 
Truck Division, International Harvester Company, 180 North Michigan Avenue, Chicago 1, Illinois. 


